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Immediate Delivery 


from Factory Stock 





18 Reasons Why 
The BEAVER MODEL-A 
Leads The Field 








RIGHT-HANDED. Conforming to standard machine tool design, 
BEAVER Model-A Pipe Machines are built with the chuck to the left 
and the controls to the right of the operator like a lathe—for right- 
hand operation. 


ALL CONTROLS IN FRONT. All operating controls are on the front 
of the machine at the operator's finger tips 

50’. GREATER WORKING SPACE. The Model-A has a free work- 
ing space of 12 inches between chuck jaws and die-head (when fully 
extended) competitive machines have but & inches 
POWER IN ABUNDANCE. Model-A Pipe Machines will cut and 
thread 2! > to 12-inch y»pe with BEAVER geared tools and drive shaft 
FULL RANGE—! to 2-inch 

UNIVERSAL MOTOR. Standard equipment is a heavy-duty Universal 


motor to operate on any 110 volt electric light line, AC or DC, 25 
to 60 cycle 


Other leading 


220 volt Universal motor optional at same price. Other 
motors are avatlable—full information upon request 

STANDARD BASE-MOUNTING MOTOR. The Model-A uses a stand- 
ard base-mounting motor connected by means of flexible coupling to 
heli al all veal drive 

REVERSIBLE. Motors are reversible at the controller type swit h 
Both motor and switch are heavily guarded to protect them from 
damage. 

RACK-AND- PINION FEED. Inverted rack-and pinion (protec ted 
igainst chips because inverted) operated by large handy starwheel 
from the front of the machine—by operator’s right hand. Hand 
wheel and carriage, due to idler gear, move in the same direction. 
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BEAVER® 


PIPE TOOLS « 


WHEEL OR KNIFE CUTOFF Optional. 
STANDARD CHUCK. 


make is used. 


AUTOMATIC CHUCK WRENCH EJECTOR. Should the operator for- 
get to remove chuck wrench—it is automatically ejected. An im- 
portant safety feature! 


GEAR DRIVEN. BEAVER Pipe Machines are all-gear driven—posi- 


tive power! No belts to slip. 


SOLID ROUND BOLTS up to l-inch can be cut off with the wheel 
and-roller cutoff. Another exclusive BEAVER feature! Solid rounds 
nay be threaded from sizes '4 to 2-inch. 


ADJUSTABLE OPENING DIE HEADS. BEAVER quick-opening dic 
heads are of the solid ring type—no “hinge” to become fouled with 
fine chips from the threading dies. All four die segments move as 
a unit—insuring uniform adjustment and an even distribution of 
cutting on all four segments. Fully adjustable for cutting standard, 
oversize or undersize threads—no tools required for adjustment. 
INTERCHANGEABLE DIE SEGMENTS. All BEAVER die segment 
are “hobbed” and any individual segment may be replaced without 
buying a complete set. 

REAMING. A multi-fiuted, ln to 2 inch, cone reamer swings in and 
out of working position and instantly removes burr. 

OIL PUMP—ACCESSIBLY LOCATED. The impeller blade type oil 
pump is on the outside—you can get at it for occasional cleaning 
without tearing the machine apart. Oil pump is reversible. No check 
valves. Concealed oil lines—will not get knocked off. 


An all-steel 3-jaw universal chuck of standard 
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THE SUPPLY MONTH 


NOVEMBER has come to be recog- 
nized as a good meetin’ month. Not 
only are executive members of the 
National, Southern, Central States and 
American Associations scheduled for 
gatherings during the month, but rep- 
resentatives of all types of wholesalers 
are being invited to Washington on 
the Twelith for a pow-wow on con- 
sumers’ prices. These sessions offer 
an ideal opportunity to iron out some 
of the difficulties which might  pre- 
vent the supply industry from taking 
its rightful place in rejuvenating the 
national defenses. 


FOR THE FIRST TIME in ao good 
many months the Sales Indicator took 
a slight nose dive in September. This 
isn’t important if it does not mark 
the beginning of a trend. We are 
glad to say that halfway reports on 
October sales seem to point to a re- 
newal of the climb. Just a slight 
pause for elections and stutf, no doubt. 


THE OLD "MAN BITES DOG' 
FORMULA could well be apphed to a 
story describing the convention of the 
National Wholesale Hardware Asso- 
ciation, held in Atlantic City during 
October. Usually this meeting puts 
the hardware wholesaler in the role 
of the hunted, the manufacturer being 
the hunter. Not so this vear. “Where's 
that car of bolts I ordered two months 


ago?” was far more common. than. 
“Now, Mr. Spelvin, have you looked 
over our beautiful line of cut-priced 


dishpans ?” 


TO SWITCH THE TALK for a minute 
to our business, should any subscriber 
be drafted we will appreciate it if he 
will drop us a note so that we can 
issue him a letter of credit for the un- 
expired term of his subscription. This, 
of course, will entitle him to the re 
mainder after he gets back on the job 


SPEAKING OF THE DRAFT 
to be quite a common policy among 
manufacturers to: 1. carry the group 
insurance of draftees; 


it seems 


2. allow them 
to retain their seniority rights, and 3. 
reimburse them for at least the length 
of their regular vacation period. Per- 
haps a discussion on this subject at the 
forthcoming group meetings would 
prove helpful to executives trying to 
establish policies of their own 
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SELL THOSE SCORES OF 


For Low Speeds and Heavy Torque 
TYPE “A” 





Made on the double slider principle. The float- 
ing intermediate member is made of electric 
steel, and engages with faces of both cast iron 
flanges, permitting a sliding movement. 


For Noiseless Operation 
TYPE “’B’’ 





The center member acts as an insulator and 
permits of noiseless operation. Made speci- 
fically for moderate shock loads. 


Great Flexibility of Design 
for Meeting Special Conditions 


TYPE ““RC” 





Rugged in construction, easy to handle, durable, 
reliable, and efficient in service. Has patented 
divided roller feature which combines the advan- 
tage of double roller chain with the more rugged 
and simple construction of single width chain. 


Different NEEDS- 


8 i | 


LINK-BELT 


FLEXIBLE COUPLINGS 





Complete Line — Modernly Designed— 


Dependable for the Application—Low Cost Service 


@ There’s no question but what you would like to really 
increase your coupling sales—and, of course, your im- 
mediate thoughts are on how to do it. This advertisement 
brings to your attention the Link-Belt line of couplings 
that will do a sales job for you because of the very satis- 
factory service job it does for users—in short, when you sell 
Link-Belt couplings you are selling plus in performance. 

Look at the three types featured on this page—all have 
ample margin of capacity over actual requirements which 
means a longer service life with lowest maintenance costs 
—all have been developed from the laboratory of experience 
so that now mill supply men can sell those scores of different 
needs, make steady customers, and earn more money 
selling more couplings. 


Get all the Facts—Send for Book No. 1845 





Our suggestion to you is that 
right now you start active sales 
work with Link-Belt couplings— 
we will be glad to send you all of 
the facts at your request—it will 


LINK-BELT 


be to your advantage to know all 
about these couplings—learn why 
mill supply men in all parts of the 
country are doing an outstanding 
sales job with this line. 


COMPANY 


Chicago Indianapolis Philadelphia Atlanta Dallas San Francisco Toronto 
Carried in stock by mill supply houses throughout the country 8196 





STYLE *‘R’’ 
REVOLVING 
CASING 


Rust resisting— 
dust tight — 
complete pro- 
tection. No ex- 
ternal projec- 
tions—oil tight 
fit—easy to 
lubricate. 













on shaft. 


For Dusty or Moisture-Laden Atmosphere, Water or Splash Conditions 
TYPE “RC” COUPLING WITH CASINGS 


STYLE “L” REVOLVING CASING 
Made of aluminum. Simple in STATIONARY 
design—easy to install. The CASING 

horizontal split makesit possible Welded steel, 
to install or remove while coup- oil retaining for 
ling is in place all locations 
Ar- calling for pro- 
ranged for con- tection of “RC” 
venient lubri- couplings from 
cation with ef- grit, dirt or 
fective oil-tight otherobjection- 


STYLE *‘S’’ 


able conditions. 
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ffow to prepare for your customers 


SELL THE STEEL THAT EVERYBODY KNOWS 


During 1940 your customers, steel fabricators and the public will have been reached by U-S-S 
magazine advertising totaling close to 130,000,000 impressions. That’s equal to the entire popu- 
lation of the United States. In addition, all the direct mail advertising you need on U-S-S prod- 
ucts is available on request. You can make this advertising work for you by handling U-S-S 





Steel Products. Write to any of the companies listed for complete details. 





Freparedness Meds 


Many of those you supply will be 


facing new requirements in steel. 


Here’s a suggestion: 


parse and small manufacturers and 
_4 fabricators will have to solve count- 
less new problems in the coming months 
in making their adjustments to prepared- 
ness demands. Those accustomed to look- 
ing to you for supplies of steel products 
will continue to expect the same good 
service regardless of the changes in their 
needs. How prepared are you to give it? 

It’s more than a question of being fully 
stocked. It’s a matter of being stocked 
with the right materials of knowing 
what you are going to need in stock. 

In this we are in a fortunate position to 
help you. No other organization in the 


AMERICAN STEEL & WIRE 
CARNEGIE-ILLINOIS STEEL 
COLUMBIA STEEL 


TENNESSEE COAL, IRON & 


COMPANY, Cleveland, Chicago and New 
CORPORATION, 
COMPANY, 
RAILROAD COMPANY, 


country can offer you a wider variety of 
steels backed up by modern production 
the the 
United States Steel Corporation, 

The acceptance won for U-S-S Steels 


facilities than Subsidiaries of 


through their intensive national promo- 
tion will stand you in good stead during 
these important times. And having a cen- 
tral source of supply for practically all 
your requirements, your inventories can 
be simplified, deliveries quickened. 

We suggest a survey to learn what 
needs your customers are likely to face. 
With these findings in hand, consult our 


sales engineers. The earlier the better. 


York 
Pittsburgh and Chicago 
Francisco 


San 


Birmingham 


United States Steel Export Company, New York 


U-S°S MILL SUPPLY PRODUCTS INCLUDE: 
MERCHANT BARS GALVANIZED SHEETS 
COLD FINISHED STEEL BARS FENCE for property protection 
PLATES TIN PLATE 
STRUCTURAL SHAPES STEEL MINE TIES 
HOT ROLLED SHEETS NAILS AND SPIKES 
COLD ROLLED SHEETS WIRE ROPE AND FITTINGS 
COPPER STEEL SHEETS ELECTRICAL WIRES AND CABLES 

OTHER STEEL PRODUCTS 








BIG Bearing Orders 


“JUST A TWIST OF THE WRIST” 


As the plants in your territory tool up for faster, more 
efficient, more economical production than ever before, bear- 
ings will be “put on the carpet.” We mean the outmoded plain 
bearings on lineshafts, blowers and fans, pumps, conveyors, 
electric motors. Mighty few are the plant executives who 
won't welcome the chance to eliminate the frequent oiling, 
continual breakdowns, chatter, vibration and friction that go 
hand-in-hand with plain-bearing trouble-points in their plants. 

Here is where you come in: Demonstrate the Fafnir 
Ball Bearing and Transmission Unit line. Explain that the 
installation of a Fafnir Wide Inner Ring Bearing or Trans- 
mission Unit on a shaft is actually as simple as a twist of 


the wrist. No machining, shaft shoulders, adapters, sleeves, 


locknuts. And it’s bored to inch dimensions for slip fit on 












stock shafting. Housings, with self-alignment, fit every need. 

Show customers the case histories of other Fafnir 
modernizations in your copy of ““The Ten Minute Story.” The 
Fafnirized lineshaft that now drives an extra machine. The 
Fafnirized pump that cuts overhauls from twice a month to 
twice a year. The Motor Cartridge that saved $100 on 
a single electric motor, and all the rest —- each one a tribute 
to the Fafnir long-life, deep-groove design and the simplified 
installation that made modernization practical. 

Try selling Fafnirs and you'll be amazed at the volume 
you can get from the plants you call on every day. Fafnir 
advertising and selling helps are ready to go to work for 
you. Write for details on the profitable Fafnir franchise. 


The Fafnir Bearing Company, New Britain, Connecticut. 


EASY INSTALLATION 
GETS THE BIG % 


BALL BEARING ORDERS : 
* 


EXCLUSIVE SELF-LOCKING ff 
COLLAR MAKES FAFNIRS ff 


Easiest Of All 


TO INSTALL OR REMOVE 
* 





FAFNIR 22 Zcca 


THE BALANCED LINE > MOST COMPLETE IN AMERICA 
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CA Faster Beauty Treatment for Skyscrapers 


Prescribed by the G. T. M. 


iving facials to big buildings is the work of The Vittert 
Building Cleaning Company of St. Louis. In their treat- 
ment, soot and grime are removed by a pressure-spray of water 
and steam superheated to 400° F., delivered through long lines 
of hose stretching down often twenty or more stories to the 
street below. This combination of high temperature, high 
pressure, and high tension caused so many hose failures that 
the time lost in making repairs and replacements was run- 
ning costs dangerously 
high. Then the G.T.M.— 
Goodyear Technical 
Man— recommended Style 


THE GREATEST NAME 
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HD Asbestos Steam Hose and Emerald Cord Water Hose, 
two exclusive Goodyear developments for heaviest-duty serv- 
ice. This Goodyear hose has now given so much longer service 
than any previous hose without a single failure, operations have 
been so speeded up, costs reduced so low, that The Vittert 
Company calls it a “miracle.” Perhaps the G.T. M. could work 
a miracle for you with Goodyear hose specially designed for 
your most difficult operations. Write Goodyear, Akron, Ohio, 
or Los Angeles, California 
—or phone the nearest 
Goodyear Mechanical 
Rubber Goods Distributor. 


IN RUBBER 





‘Shere’s move to 
POWELL QUALIT 


BEHIND ALL OUR VALVES...Are these mechanical wizards constantly checking 


There’s nothing the least bit magical about the 
strength and durability of metals used in all Powell 
Valves. Day in and day out, new alloys are being 
developed, but, long before they take the familiar 
shape of our finished product, they're subjected to 
every possible test to predetermine their physical 
qualifications for the jobs which the ultimate user has 
in store for them. 


THE W M. 


Shown above are tension, compression, hardness, and 
impact testing machines . . . right in our own labora- 
tory where our own trained metallurgists can give us 
first hand reports on the physical characteristics of 
any metal tested. It’s more of that ‘inherent quality” 
which exists in all Powell valves... the kind of 
quality buyers usually have to take for granted when 
they look at the finished product. 


POWELL COMPAN 
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than meets the 
44 BUYER’S EYE! 





metals for physical improvements. .. 


Appearing this month in leading trade journals, this o OW & ; | 
message asks your customers and prospects to think : 


twice before making their next valve purchase. Once 


about what they see ... and once about what they 
don’t. On both counts, Powell 
valves have earned their recog- 


nition as the “accepted standard 


throughout industry”. YOU NEED MORE THAN A PHOTOGRAPH 


OF THE FINISHED PRODUCT TO SEE 
CINCINNATI, OHIO ALL THE QUALITIES THAT MAKE 
POWELL VALVES... EASIER TO SELL... 
MORE PROFITABLE TO REPRESENT 
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| ete felt the point of an upholsterer’s tack? Then we ELECTROCOATING 


haven't much to tell you about the brilliant penetrating 


power of Electrocoated Alundum Cloth. This tack says it all. -- + WHAT IT IS 


But we can tell you about its stamina. Electrocoated Alundum Cloth stays in — Electrocoating is the process by 
and cuts—more units---more feet-—more hours—than you'll ever believe possible. = which abrasive is charged with 


. . : : ; ; ; “1: ‘lectricity and drawn through a 
Your customers can’t beat this combination in metal abrasives ... brilliant  ““**T" : 7 


cutting and long life. And they can get Electrocoated Alundum Cloth on the 
proper weights of backings and with the appropriate grits to meet their produc- 
tion demands . . . flexible, flawless sheets. 


magnetic field to be attached point 
up and evenly spaced in the gluc 
on the backing. 
Electrocoated abrasives are su 
Armour’s abrasive engineers are eager to help your customers do the right __ perior abrasives —fast-curting 
job with the proper abrasives. Call them anytime. Recommend Armour’s | long-lasting —sharp' 
Electrocoated Alundum Cloth always. It’s profitable! 


ARMOUR SANDPAPER WORKS 


Division of ARMOUR 355 COMPANY 
GENERAL OFFICES: CHICAGO 
BUFFAL( : PHIL ADELPHI: MILI 


SAN FRANCISC( 
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INDUSTRY RUNNING 
AT TOP SPEED 


Cisates Agger 






“SAFETY” Screw 


PRODUCTS 
DISTRIBUTORS 


PUOePOTUREEEDEOUOPORR TO ORRNOEHOOGEEED 
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4445 N. KNOX AVE., 
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Oppoctunitizs for 











OBE (ORPORATIOH 


CHICAGO, ILL. 


( 
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““BLUE DEVIL’ 


—the Aristocrat of Safety 
Head Socket Screws, Every 
one of uniform size and 
strength—always a perfect 
fit, Six points that appeal 
to users: (1) knurled cham- 
fer (2) cold-formed head’ 
(3) hexagon socket with true 
sides — full wrench fit (4) 
concentric head —square 
shoulder (5) accurate die- 
cut threads (6) distinctive 
draw blue finish. They meet 
the demand for a screw of 
unbelievable toughness, 
quality, and appearance. 


oo 





“SAFETY” Super Duty 
SET SCREW 


—cut to close tolerances. 
Maximum strength and 
toughness without brittle- 
ness. Can be loosened and 
tightened many times with- 
out losing any service life. 
Furnished in following point 
styles: cup — oval — flat — 
cone — half dog. 




















DROP-TIGHT SERVICE 42 yx 
106A RENEWABLE DISC VALVES 


WITH 





GLOBE OR ANGLE BODY 
Screwed or 
Flonged 


(< i Standard 


106-A trim- 

ming is 

exactly the same 

for Globe or Angle 

body, screwed or 
flanged. 













with OUTSIDE SCREW 
AND YOKE 
(eaeary 


\ 


re 


All four body styles 
can be fitted with 
one O.S.& Y. trim. 
Thus, if service 
conditions necessi- 
tate, the valve can 
be quickly convert- 
ed merely bychang- 
ing the trim. 


for THROTTLING SERVICE 


(haba 


For close control, 
simply remove the 
nutwhich holdsthe 
disc, in the disc 
holder and replace 
with this throttling 
nut Fig. 344. 

For use on Fig. 
106-A to 109-A in- 
clusive. Also 106- 
AY to 109-AY. 


ov wi ~ 
pone falling 


Yes! There is a difference in re- 
newable disc valves. New develop- 
ments in valve design and disc 
manufacture have created many 
differences in Jenkins 106A 
“Family” that you should know 
about. 

Shown above is the important, 
time-saving Slip-on, Stay-on Disc 
Holder that means faster,more eco- 
nomical replacement. And below 
—the interchangeable valve com- 
binations that mean easier mainte- 
nance with a minimum of stock 
parts. 


One feature we cannot show are 


FOR 150-lb. STEAM WORKING PRESSURE, 300-Ib. OIL, WATER, GAS 


for QUICK OPENING for LIFT CHECKS 


(AadBa) 


! cw] E 


f ) 
Yeh, q 
is —_ 3 Globe and Angle 
bodies can be fitted 
with one trimming. 





the wide variety of Renewable 
Discs specially compounded by 
Jenkins to meet every operating 
and service condition. They assure 
maximum wear and drop-tight 7 
closing in the service for which 
they are recommended. 


Ask your supply house about the 
recommended Jenkins Discs for 
your services—or write for Bulletin 
72F “A Guide to Correct. Disc 
Usage”. 

JENKINS BROS.,80 White Street, New York, 
N. Y.; Bridgeport, Conn.; Atlanta, Ga.; 
Boston, Mass.; Philadelphia, Pa.; Chicago, 


Ill.; Houston, Texas. Jenkins Bros., Ltd., 
Montreal ; London, England. 





for STOP AND CHECK DISCS MADE BY JENKIN 
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J 
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For quicker open- 
ing and closing, 
substitute this bon- 
net and spindle 
from Fig. 942, in 
which threads are 
pitched more 
sharply. 


Trim consists of 
Cap, Disc Holder 
and Disc Holder 
Nut from Fig. 
117-A. For Spring- 
loaded services ... 
simply add Spring 
from Fig. 655-A. 


For Stop and Check 
service, use 106-A 
trim but substitute 
Spindle from Fig. 
630-A and replace 
disc nut with the 
check valve disc 
nut. 


For all these valves, 
pick the disc exact- 
4y compounded for 


the pressure, tem- 
perature and fluid 
to be handled. __ 


UMI 











Way dow” 

o off. Slip 
e new dis 
.e body: fot 
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rating 
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-~w York, 
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Chicago, 
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e and fluid 
andied. __ 


UMI 


~*~ & %* *%* * Mill Supplies ’~ &«& ** *%* * 


Thoughts on Reaching the Promised Land 


While the heady wine of comparative pros- 
perity is being ladled out freely to distributors 
on all sides, the compiler of these words risks 
unpopularity to pose as the Old Man in the Black 
Coat and go among the revellers extolling the 
rewards of sobriety. 

To come out from behind the verbiage, we 
repeat now what we have frequently said before 
—there is a real danger for supply men in times 
of accelerating industrial activity, the danger 
that planned selling and systematic organization 
of selling time may go out the window. Result: 
a lot of shooting but no birds bagged. 

Planning and organization are the tools which, 
if used properly, meant the difference between 
making it over the chasm of the last ten years— 
and not making it. But it doesn’t follow that, 
once the sunshine is reached, such tools can be 
thrown away. For they are standard equipment 
for all distributors and salesmen, vitally neces- 
sary in good times or bad. 

Right now, in the average supply house, 
orders are literally hitting salesmen over the 
head, and the frenzied pace is enough to make a 
mockery of the former complaint that “we have 
nothing to do.” Under such circumstances time 
is by far the most important commodity. And 
simple horse sense prompts the warning that we 
are in business not merely to keep busy but to 
keep profitably busy. 


This is a time for both salesmen and sales 
managers to take serious inventory of the hours 
and minutes of the day. Customers can be classi- 
fied and appraised, with calls apportioned on the 
basis of potential volume and profit. Perhaps 
some should be seen less often. Territories can 
be scrutinized with an eye to time spent getting 


from place to place. Perhaps something might 
be gained by pulling in and concentrating closer 
to home. 

One thing certain, it would be a mistake to 
curtail or abandon sales meetings or any other 
activities designed to further the art of salesman- 
ship and to advance the knowledge of products 
and their uses. Such fundamentals, which proved 
their value when it was the custom to scratch for 
business, will prove doubly valuable today when 
we are secking out and competing for the fatter 
orders. 

The situation calls for not less but more sales 
control. This is the “better day” toward which 
you struggled through years of adversity. What 
you do with it now is up to you. To say that this 
phase will pass, that more stringent days are 
ahead, is not to forecast doom but simply to look 
reality in the eye, an observance of the homespun 
law that what goes up comes down. 


The opportunity is at hand for building a 
financial bulwark against leaner times. The 
familiar tools which have been so keenly sharp- 
ened through recent years—sales control, train- 
ing, planning, organization—are exactly suited 
for doing the job most effectively. Those who 
use these tools right can capitalize on the situa- 
tion, master it instead of becoming mastered by 
it. The organization which fails, now, to go “all 
out” for its full share of the improved market 
will lose ground to the competitor who has just 
that determination. 

Without proper direction by management, 
without headwork by salesmen it is quite possible 
for any supply house to take its ride on this 
merry-go-round and get off, when it’s all over, 
with no brass ring to show for the experience. 





THE REPUBLIC 
2-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 





REPUBLIC 








*% Like the fable of the two 
mice who carried away an egg 
without breaking it, working to- 
gether ... pooling resources to 
do ajob...isa moral that is well 
taken under any circumstances. 

No better example can be found 
in the field of industrial distribu- 
tion than the cooperative relation- 
ship between Republic and its 
Distributors—conforming com- 
pletely with the provisions of the 
5-Point Policy. It is natural that 
users of Republic Rubber Goods 


| are more effectively and eco- 
_ nomically served through such 


cooperation. Just as natural is the 
resulting benefit to Republic and 


its Distributor organization . 
REPUBLIC RUBBER DIVISION 
OF LEE RUBBER & TIRE CORP., 


1 YOUNGSTOWN, OHIO. 


RUBBER 
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TALK OF THE TRAD 


, My tay | 
Saad J, IN 
F TWO BIRDS: Frank Archer (Superior-Sterling, Blueticld, \W. +} | 
Va.) combines his firm’s promotional activities with his own CK \] 
sporting nature . . . Latest is a little folder challenging customers GH pA, 2% ZX i ie 
to name the electoral vote for each state—Roosevelt or Willkie X t, a 
; and offering $100 in prizes to the top three pickers. ble 4¥ 
_ i KX | 
& ATHLETE’S HEART: Another promising recruit whom the 
ae mill supply business snitched away from organized baseball is Incurable addict 
Price M. Davis (Shadbolt & Boyd, Milwaukee) . 2 . Such 
greats as Willie Keeler and Fielder Jones were his teammates ij 
é before he responded to the nut-&-bolt lure... At forty he 
; played his first game of golf... And since has copped the Wis 
: ¢onsin state senior golf title five times. ae = » ‘ 
3 SICK LIST: An eve operation had John Dodge (Iowell ‘ &E = 
, Wrench) in the hospital last month . . . And what's this we » @| 
hear about Bill Green (Starrett) being on the flat of his back ? ‘ ' 
: | 3 Bierce sa Pet quick recovery of these two regulars will dud © ened semaine 
RADIO (NON-PROFIT DIV.) : In a sports quiz program am ee 
over WGN Sam Clark (Samuel Harris Co.) recently slugged it feo ra 
out with Joe Louis and three of Chicago's top sports writers @)\ a } B | 
But by making Sam stick to his seript and his hobby (yachting ) ‘ \ A p 
- they completely headed him off from making mention of the super J} 1 
ior service his firm is prepared to render, day & night, to all indus 
trials on a wide line of etc., ete., ete. Sam was primed, too! 
’ \NOTHER TEN RICKARD: Two biggest games at .\lamo 
Stadium, San Antonio, this fall were Texas Aggies vs. Tulsa, and ~~ P 
Bavlor-Villanova, and guess who was in charge of arrangements } hin ' 
Why, Carl Krueger (San Antonio Machine & Supply) a ee 
Texas Aggies graduate, and don't you forget it! \ ey “if 
VAM ‘ 
: 5 4 
FORESHORTENED CAREER: To the best knowledge ot Wy ee 
Charlie Kraus (Alemite) there is still a saxophone gathering f 4 ; 
dust in a corner where he tossed it when, as a lad of seven, he f , } "\ Ag 
called to take his third lesson and found the professor being we ly 
bundled off to jail on a charge of taking money under false 
pretenses. Nipped in the bud 
NEW HIGH? Who can top the record of E, A. Hamilton 
(southern branch mgr., Manhattan Rubber) who has a collection ae 
of 4.500 color pictures taken by himself? y f -" i, 
) yf! 
EMBITTERED GOURMET: What happened to chutney 23. 4 j f? a 
lover Bill Waldo (Allen Mfg. Co.) shouldn't happen to Hitler i Fiss A t, 
Finding a large supply of his favorite dish at an Atlantic p> A DN i ‘4 
City beanerie, he bought a bottle for $2.50 . . . Then lost it to Me Li N 
heartless Carl Meister (Allen, too) who had read the label and SR & 
wagered there was garlic among the contents . . . Thereafter 
the chutney changed hands many times, at depreciated prices, but 
is never .did vet back to Bill, Who Really Cared., 2. 5 W. Nightmare, a‘'la Waldo 
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FULL SCHEDULE 


Meetings in East, Midwest, South draw distributors, 


AHEAD 


and manufacturers to round table during next month 





l group, which always has con- 


\N EXCEEDINGLY HEAVY SCITEDULE of 
} +} 


locket ducted closed 


portant meetings is on the docke 's sessions through the 

yy distributors in most of the in lavtime, is inviting manufacturers in 
portant sections during the next rr the luncheon session when mutual 
mth. Manufacturers, too, will be problems will come up for discussion. 
in attendance and play the part in \fter an open house period from 4:00 
he busines essions of most of these to 7:00 o'clock, the annual banquet 
eathering will be held, with Col. Willard) T. 
Lead ng ff with the innual mid- Cheval r, vice president and director 
Vear mecting ot executive co! nittees T the MeeGn iW Hill Publishing .o.. 
* the National and American Asso ind publisher of Business Week, will 

1S, Philadelphia \ 1}] he the be the spe ike r-ot-the evening. 

ene of large activity for one full Opening sessions in the morning 
vy. Nov. 15 \fter the executive will be given over to state group 
sessions in the morning, distributors meetings. Oscar Iber (O. [ber Co... 
mm that area, together with a nu Chicago) will preside over the Illi 
ber manufacturers, will meet nos group; Walter Huchthausen 
through the afternoon and evening (Huchthausen Co., Manitowoc) will 
Harry Rinehart, National Associa head up the Wisconsin group; F. W. 
tion secretarv-treasurer, is lining up Swanson (Globe Machinery & Sup 
n interesting program and some im ply, Des Moines) the lowa-Nebraska 
portant speakers are to be heard group, and J. H. Ruddell (Central 
\ lughlight of the month's activity Rubber & Supply, Indianapolis ) the 


mes the following Monday in Chi Indiana group \t 10:30, E. K. 
ico when the Central States Mill Welles (Charles H. Besley & Co., 


, , ; P | eal 
Supply Association, alway to be Chicago, president of the Central 
muunted on for a productive session, States) will preside at a business ses- 
, , sien eal monherelins 
vole nnual me | ven mm tiie tire NeMIDersiip, 





Nov ] Phi wWelph l AS iT ecting 
Nationa \ssociation, also executiv 

co nittees of National and Am in 
issociations, Penn \thleti Club, 


20.008. % 
| made ipa 


Nov. 18—Annual meeting, Central 
States Mill Supply Association, Pal 
ner House, Chic 


ipo 


Nov. 20—Southern zone meeting No 


1, Southern Association, Peabody Ho 


tel, Memphis, Tenn 


Nov. 22-23—Southern zone meeting 
No. 2, Southern Association, Atlanta 
siltmore Hotel, Atlanta, Ga. 

Dec. 3—Boston zone meeting, Na 
tional \ssociation, Boston, Mass 


\t the luncheon, Dan W. Northup 
(Henry G. Thompson & Sons Co.) 
will present his findings on the small 


order problem. Oscar Iber, chair- 


man of the Chicago Mill Supply 
Club, will explain the distributor's 
viewpoint, giving specific figures cul- 
led from a survey made among the 
Central States membership. 

\lvin Smith, secretary tr the 
Southern Association, promises some 
highly interesting features for the 


has scheduled in 


two meetings he 
Memphis and Atlanta. These two 
areas are well populated with the top 
distributors of the south and these ses 
sions promise to be well attended 
Since the New England area is 
ing its first meeting for some 
vears, the Boston gathering on Dee. 
3, for distributors in that section and 
manutacturers, will probably draw a 
large number. Distributors in the 
western zone of the National Asso- 
ciation are meeting February 10) in 
Denver, and the Pacific Coast zone 


ineeting is scheduled for San Fran 


cisco on February 18. 





Putting the finishing touches on the Central States meeting are: Sam Clark. 


program chairman; Oscar Iber, arrangements; E. K. Welles, president of the 
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Central States, and Elizabeth Williams, executive secretary. 
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TAGS HANDLING COSTS 


A picture story that not only shows physical operation of order system 


at Great Lakes Supply Corp., Chicago, but also labels cost of each step 


py FRANK J. CLEARY, 
WESTERN EDITOR 


ON SEVERAL OCCASIONS during the 
past year the question, “How much 
does it cost a distributor to handle 
an order?” has been asked, both by 
distributors and manufacturers. 

Generally speaking, the only avail- 
able figures have been computed 
simply by dividing the total operat- 
ing cost by the number of orders 
handled. This method, however, 
leaves much to be desired, since 
such items as administration, rent, 
light, power, heating, sales, insur- 
ance and a dozen other costs inci- 
dent to running a supply house, vary 
radically with each concern. 

In an attempt to arrive at some 
semblance of a _ dollars-and-cents 
figure for the mechanical cost of 
handling an order, a survey of the 
order handling procedure of the 
Great Lakes Supply Corp., Chicago, 
has just been completed with the 
cooperation of Carl A. Channon, 
president. 

The system is portrayed pictori- 
ally on the next two pages. Each 
operation has been labelled with its 
proper cost in the handling of 100 
orders. The cost of all operations 
totals $95.51. The average cost of 
handling each order is $.96. 

Unlike most supply houses the 
physical set-up at Great Lakes, with 
its four disconnected warehouses, 
requires a more complicated order 
system than usual. Since its incep- 
tion several years ago this mechani- 


cal handling routine, with its key 
check points, has 
smoothly that not a single order 
has been lost or unreasonably de 
layed. And, what is more impor 
tant, by a slight jog in tempo the 
volume of business handled can be 
stepped up two or three times with 
out a hitch or a bottleneck occurring. 

Secret to keeping this system flow 
ing smoothly lies in creating suffi- 
cient duplicate copies so that the 
various warehouses, shipping room 
and other handling departments may 
Krom 


functioned so 


be at work simultaneously. 
the pictorial flow chart of the order 
system it can be seen how the eight 
copies, run off on a duplicating ma 
chine by the entry clerk, are sent 
on the way by the distribution clerk. 
Duplicate copy No. 4 (see heavy 
dotted line) is the only one the dis- 
tribution clerk does not handle. This 
copy goes directly to the file where 
it remains as an anchor until truck 
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Carl A. Channon, president, Great Lakes Supply Corp. 





driver returns copy signed by cus- 
tomer. Any possibility of an order 
being lost along the line is thus 
eliminated. 

From the above, it is apparent 
that Great Lakes suffers a loss, con- 
sidering mechanical handling costs 
only, on any order for less than 
$4.80, if we assume a gross profit of 
20 per cent. When the unavoidable 
overhead items are added, the seri- 
ousness of the small order problem 
to the distributor is obvious. 

This survey covers only one com 
pany. It Jays no claim to universal 
application. But it does chart out 
a system which works and_ costs 
that system in dollars and cents. 
For this reason, it may serve to en- 
courage others to make similar stud- 
ies because (1) these studies will 
aid in intelligent pricing and (2) 
they may indicate ways and means 
for speeding up service and lower- 
(See chart, next page) 


ing cost. 
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HOW SYSTEM WORKS —WHAT IT COSTS 





CALL COUNTER COST 


MAIL COST 40 cents 





PHONE SALESMAN 





NOTE—COST* CHARGED 
AGAINST SALES EXPENSE 


1,2, 3—Sources of incoming orders. Call 
counter (1) and telephone salesmen 
(3) charged against sales expense. 
Mail opening (2) is a direct handling 
charge. Two girls average one to two 
hours daily. 

4—Roy Nelson (shown) or Stanley Nelson, 
not related, check credit on every 
order. 

5—Russell Flicek, chief clerk of sales de- 
partment edits and checks all specifica- 
tions on all mail orders. 

6—Original of order slides down chute to 
Frances Baumann, entry clerk. She 
makes eight duplicates, retains one 
which goes direct to file as an anchor 
(See dotted line). 

7—Harry Frick (shown) or John Cmar, 
counter salesmen, distribute copies for 
pick-up by warehouse men and ship- 
ping clerk. 

9—John O'Brien, with three men, fills 
orders for Warehouse A. Since mate- 
rial is heavy and bulky (pipe, steel, 
etc.) orders are filled or marked for 
back-ordering, warehouse copy by- 
passes packers and goes direct to ship- 
ping room. 

10—Peter Barker operates Warehouse B 
with helper. Usually packages own 
orders. Marks copy and sends to ship- 
ping room. 

11—Bill Swanson handles orders for Ware- 
house C. Collects material and passes 
it along with his copy to packers. 

12—Pete Bergwald operates in Warehouse 
E. Usually packages orders himself. 
Delivers marked copy to shipping room. 

13—Ray Swanson (left) and Clay Collins 
handle packaging of orders. Ware- 


CREDIT CHECK COST $1.60 


houses A, B, and E usually bypass this 
operation. Orders handled are checked 
against warehouse copy which is then 
sent to shipping room. 

8—Copies from warehouses are delivered 
to Frank Holland, shipping clerk, for 
checking by an assistant. Holland re- 
ceives original and two duplicates from 
entry clerk. Holds original for check 
against warehouse copies. Returns 
checked original to entry clerk, who 
passes it on to pricing department (16). 
Frank arranges routing of orders for 
truck drivers (14), hands them the two 
duplicate copies (shipping ticket and 
delivery receipt). 

16—Clarence Nelson (right) in charge of 
pricing department receives original 
order from entry clerk. Enters cost, 
selling price and makes extensions. 

17—At end of day, Bill Ritzenthaler, vice- 
president, checks all orders for charges, 
credits, extensions, freight allowances, 
sales tax, etc. 

18—Edna King (left) and Elizabeth Nichol- 
son bill orders. 

19—Mary O'Brien receives original from 
billing department. Posts charges 
against customer's account. 

20—Lee Brading, file clerk, doubles at 
opening mail. Files anchor copies, 
charges and correspondence by cus- 
tomer. Destroys anchor copy only when 
customer's signed copy is returned. 

14—Mike Rooney, one of the truck drivers, 
getting set to deliver orders. Mike 
receives two copies of original order. 
Leaves one with customer (15). Re- 
turns second, signed, to filing depart- 
ment. 









DISTRIBUTION 
CLERK 


SALES EDITING 
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Note: Cost per operation as given here is based on 100 orders. (Heavy lines between pictures indicate flow of orders) 
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FILE COST $1.94 h BOOKKEEPER—COST, including stationery BILLING—COST, including stationery and 
and machine upkeep, $2.85 machine upkeep, $4.57 





| 





PRICING COST $8.80 EXECUTIVE REVIEW COST 60 cents 
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WAREHOUSE COST $26.74 











0 
a9) 
ry Weer he a 15 
SHIPPING —COST, in- TRUCK DRIVER TRUCKING COST $28.20 CUSTOMER 
' cluding stationery and 
machine upkeep, $7.06 
6 ; 
TOTAL COST FOR MECHANICAL 
HANDLING OF 100 ORDERS IS 
$95.91 
‘ 
- 
WAREHOUSE T A WAREHOUSE 7T B WAREHOUSE 
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SAME OLD GRIND- | 


But a lot of new grinders these days, and the market grows 


ever bigger. Here are hints on when and where to sell ‘em 


BY E. J. TANGERMAN, 


TECHNICAL EDITOR 


WHEREVER EDGED tools are used 
there must be grinders for sharpen 
ing, so the grinder market runs the 
gamut of industrial establishments 
from service station to shipyard. 
Furthermore, modern production 
methods are producing forgings, 


castings and formed pieces to much 


closer tolerances, so that much ma 
elasene lye ] 1- + 

chining has been supplanted by a 
relatively little grinding. Modern 


alloys too are tougher and harder 


than the older ones—many can be 


shaped only by grinding. 


\ll these contribute to the in 


creased MMportance of grinding, and 


1 


us help to swell your total busi 
ness for wheels, belts, dressers and 


the like, as well as for the grinders 
themselves. Companion processes 
such as buffing, honing, lapping and 


have also increased steadily 


stoning 
In popularity, the first because of 
Increasing use of higher finish. the 
others because of closer tolerances 
In production 

LLet’s begin back at that. tool 
sharpennig job. That’s so impor- 
tant in every shop that it provides 
a good place for your start. See 

] 


What equipment the shop has now 


and find out if thev can 


1 
+} 


t use some 
ing better 

Che isolated farm and home 
workshop and the really small filling 
station are about the only places 
where you should be content to 
leave a hand grinder—in production 
plants it’s too slow and in mainte 
nance plants it takes the time of two 
men, one of whom is doing what an 
electric motor can do better and 
more cheaply. Of course, where 
there’s a lineshaft, you can suggest 
a belt-driven 1-wheel or 2-wheel 
grinder and a jackshaft with clutch 
or belt-shifter. These will go well 
In service stations, small mainte- 
nance shops—and even for produc- 
tion use in plants making small 
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products which must be ground or 
buffed. For production use, how- 
ever, you may be asked to supply 
them on a base or pedestal and 
equipped with wheel guards. 

The next step up the line is the 
electric grinder, which has its own 
motor, thus can be used indepen- 
dently of anything else in the shop. 
Furthermore, it is free of the line- 
shaft and can run at higher speeds. 
These machines come equipped with 
guards, eye shields, work supports, 
cooling-water fonts and the like, 
and most manufacturers can also 
supply twist-drill or other special 
erinding attachments including arb- 
ors and centers, collets, and the like 
to equip them for special tool or sur- 
face grinding. They should also 
(as should others) be equipped with 
their own worklights. It’s usually 
worthwhile to suggest a pair or two 
of goggles to go with them, and 
dressers both of the wheel and dia 
mond, carbide, or diamond-dust 
tvpe for shaping and truing special 
wheels. Often buffing wheels are 
needed, or several interchangeable 
special-shape wheels. 

Where grinding must be done on 
heavy work, difficult to handle, or 
where die finishing or jig and fix 
ture work are at all common, port 
able electric or pneumatic grinders 
are called for. This means more 
goggles and special wheels. Any 


he 


tool or die shop will also want t 
little die grinders and flexible-shaft 
grinders, with special wheels and 
grinding points in a_ variety of 
shapes. Every toolroom needs too! 
post and toolroom grinders similarly 
equipped—they can be mounted 
right on any machine to finish a 
workpiece in one setup or to reach 
into and finish difficult spots. 

Any shop doing — enameling, 
lacquering or plating will need port 
able sanders and buffers, either of 
the wheel, brush or desk type 
and probably of all three. Every 
foundry needs not only portable 
grinders and heavy-duty pedestal 
grinders, but also snagging grinders 


Ss 


g 
for removing sprue, parting line, 
and vent marks. 

Thus it goes. As you look around 
any plant you'll find all kinds of 
oppertunities for grinders and their 
accessories. And remember—in ams 
grinder sale, the machine itself is 


“o-o-only the beginning!" 
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CONCRETE ESCALATOR 





Ten mile belt conveyor carries sand and gravel for Shasta Dam's 


concrete. Pioneering effort on long-distance hauling paints future 


market picture for distributors. 


THE SPHERE OF INFLUENCE of the 
industrial 


big can it 


supply business how 
get? Apparently, there 
Stick the radius out a 
tiny bit and immediately the surface 


is no limit. 


becomes proportionately very much 
greater, and there appear on that 
surface an astounding number of 


new contacts. This principle is 
best illustrated at the moment. by 
developments in the conveyor belt 
held 


ka 
Half a dozen vears ago someone 


1 
¢ 


got the idea that a belt conveyor 


could handle earth and rock in a 


22 


really big way on a construction 
job. They tried it at Grand Coulee 
Dam—a belt a mile or so long up a 
steep hillside—and it worked. To- 
day, at Shasta Dam in California, 
the belt idea has already been blown 
up to ten times that size. There 
is fouhd a single belt conveyor sys 
tem almost ten miles long. First, it 
was thought that it would be neces 
sary to build a railroad to do the 
job of hauling the sand and gravel, 
and it was already on paper. But 
smart belt salesmen and engineers 
knocked out that idea and proved 
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Near the mill end of the belt conveyor 
which transports the sand and grave 
to Coran, near the dam site. Four 
sizes of gravel and three sizes of sand 
travel over this belt, separately, ac- 
cording to schedule. The belt runs 
day and night, transporting 1100 tons 
of material an hour. 


that a belt line could do the job 
cheaper. 

To Hollywood, this plan would 
have been absolutely colossal. To 
the engineers, it was simply a bold 
conception of a large transportation 
problem. The substance of the mat- 
ter of interest to distributors is that 
hereafter belts will always be reck- 
oned with on any large moving job. 
The pioneering is over. That the 
industrial distributor, who is in a 
position to furnish all or part of 
the equipment and the maintenance 
supplies, will profit greatly in the 
future on such work is beyond ques- 
tion. It does not make much dif- 
ference, if, in these early installa- 
tions, the bulk of the equipment 
may be bought direct. As super 
belts become everyday affairs, dis- 
tributors will get in on the business 
more and more. 

Shasta Dam is the principal fea- 
ture of the Central Valley Project 
of the United States Bureau of 
Reclamation. Its purpose is to con- 
trol the waters of the Sacramento 
River to prevent floods, to work in 
conjunction with other features of 
the project in supplying irrigation 
water, to prevent encroachment of 
saline waters from San Francisco 
Bay upon certainly highly produc- 
tive lands in that vicinity and to 
produce electric power. 

It will be the second largest con- 
crete dam in the world, requiring 
six million cubic yards of concrete. 
Placement of concrete was started 
July &, 1940. For the concrete, 
there will be required 7,600,000 tons 
of gravel and 2,800,000 tons of sand. 
When concrete placement reaches 
its peak, sometime in 1942, the belt 
line will be required to transport 
16,000 tons of gravel and 2,800,000 
tons of sand. When concrete place- 
ment reaches its peak, sometime in 
1942, the belt line will be required 
to transport 16,000 tons of gravel 
and 6000 tons of sand every dav. 

As indicating the “market” rep- 

(Continued on page 117) 
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Sand and gravel is taken by huge 
walking draglines from a deposit near 
Redding, Calif. They are delivered 
by belt to raw stock piles and from 
there to the mill at the left. Processed 
sand is delivered to stock piles (cen- 
ter) overlying a recovery tunnel, from 
which the main sand conveyor tissues 
to the sand storage pile. Coarse gravel 
coming from the mill ts delivered by 
belt seen in foreground, to a classify- 
ing tower where it is separated into 
four sises and delivered to four gravel 
ee 


storage piles. 


All photographs courtesy of U. S. 
Department of Interior, Bureau of 
Reclamation | 


At the site of the dam, the sand, gravel 
and cement are finally brought to 
gether in the five-story mixing plant, 
shown at the foot and somewhat 
dwarfed by this tower. The latter, 
460-ft. high, is the head tower for the 
cableway system used for placing the 
concrete. Seven radial cableways will 
eventually be operated from it, leading 
to tail towers traveling on curved 
tracks. At the left is the gash for one 
of the dam abutments where the “den 
tal work” has been about completed in 
the foundation rock. Sd 

















































Hhen the belt line (seen coming down 
the opposite hill) reaches Coran, tt 
ends in this elaborate terminal. Here, 
the contractors building the dam, The 
Pacific Constructors, Inc., take deliv 
ery from the contractors producing the 
sand and gravel, The Columbia Con 
struction Co., Inc. The former then 
transport the materials from this term 
inal by belt to the site of the dam, 
located a short distance up the canyou 
to the left. 
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CANDID “SAP” SHOTS 


of salesmen who got took 


From the new Hobby Club “Push Plan’ 
Chicago 


by Belnap and Thompson, Inc., 





“RABBIT-EARS"” ELMER. . . 


soaks up all the hard luck stories prospects 
pass out. Just let someone even whisper 
that business is bad, and Elmer is all ears. 
The only thing he can't hear is his name 
when they call off the leaders . . . it isn't 
there! 





“GET-THE-ORDER" JOE... 


got the order but lost his shirt! Is always 
so anxious to get the business that he 
usually gets it on some basis that involves 
extra expense either to himself or his com- 
pany. Wonders why no one gets excited 
about his business. 














"BIG-HEAD" OSCAR. . . 


thinks he knows all there is to know about 
selling, how conditions could be improved, 
why prospects put off buying, what's wrong 
with what he's selling . . . the only thing 
he DOESN'T know is why he can't get more 
business. 





“FLATFOOT" McGEE ... 


depends on FOOTWORK alone to get re- 
sults. Never figured that a little extra 
"“headwork" might be easier on the “dogs” 
and would get him a lot of business his 
competitors are taking away from him every 
day. 
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“BIG-MOUTH" LOUIE... 


talks himself into a sale and out of it all in 
the same breath. Forgets that salesmen 
have to be good listeners as well as talkers. 
Never learned that the prospect appreciates 
an occasional chance to tell his side of the 
story. 
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"GIMME" JIMMY... 


would be on top of list if they'd only... 
"Gimme somethin’ else to sell, a better 
price, more advertising, or if prospects 
would only ‘gimme’ a break." Before long 
he'll probably be going around saying, 
“gimme a job!" 
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SALES SHORT CUT 


Check the belt repair kit—it's a good 


way to get your foot in the door 


EVERY INDUSTRIAL PLANT HAS 
BELTS—and practically every plant 
has somebody whose duties include 
taking care of those belts. Hence, 
if you want to learn all about the 
belting situation, gain the good will 
of the man in charge. He may be 
millwright or oiler in smaller plants, 
or there may be a special belting de- 
partment in large ones. But in either 
case, your helping with the repair 
kit will lead to helping with belting 
purchases themselves. 

To begin with, the belt repairman 
will want a dressing compound, 
which conditions leather and stops 


slipping of all types. It comes either 
as a Stick or as a liquid. Some plants 
also use special materials to coat the 
pulleys. 

Next comes a belt knife (short, 
sharp blade and sturdy handle) or 
a belt trimmer. The latter is used 
only in shops with a_ belt-repair 
department—in which case a belt is 
carried to the shop for repair in- 
stead of being fixed on the spot. 

The rest of the kit will depend 
on the specific belt-fastening method 
used by the plant. The older 
méthods include lacing with raw- 
hide or wire and riveting, while 


newer ones are belt hooks, cement- 
ing (or vulcanizing rubber belts), 
and various specialized patented 
fastenings. What you sell will de- 
pend partly on your persuasiveness, 
because belt fastenings are one of 
those things upon which no two 
maintenance men agree in every 
detail. 

Some years ago, the common kit 
included a plier-type belt punch or 
several straight punches, a grooving 
tool, a marker, square, and the 
necessary wire and rawhide laces. 
This equipment is still commonly 

(Continued on page 119) 
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CONTROL PLAN FOR PROFIT 


Simplified, low-cost system helps Woodbury sales manager control 


coverage and profits, aids salesmen to increase their productivity 


BY 


ADVANTAGES of a 
systematic 


BECAUSE THE 
definite, plan of sales 
control were recognized, Woodbury 
& Co., of Portland, Ore., has had 
such a plan in operation for several 
years. It was developed after care- 
ful analysis of many sales control 
plans employed in the mill supply 
business. 

\ccording to F. F. Holcomb, vice- 
president and sales manager, the 
from 
simplicity and reasonable expense, 
was to evolve a system that would 
enable the house to get a true 
month by month picture of the sales 
results obtained by each salesman in 
each territory. Then, by intelligent 
cooperation between the salesmen 
and management, to seek constantly 
to improve this picture, always in a 
way to create more profit for the 
house through improving the abil- 
ity of each salesman to earn more 
money himself. 

He stated that they purposely 
steered away from those elements 
so often embodied in control plans, 
which, simmered down are designed 


objective aimed at, aside 


to be spurs to the salesman, such as: 
(1) volume quotas (probably most 
in use), with some prize or other 
hung up for reaching or exceeding 
quota ; (2) bonuses: (3) profit 
sharing. It was felt that any of 
these spurs might turn out to be 
inequitable. 


The Control System— 
Monthly Sales Report 


In common with most progressive 
distributors, this company knows its 
approximate gross profit on each 
item or group of related items. All 
sales as well as purchases and _ in- 
ventory have been segregated into 
15 groups, including one designated 
miscellaneous. These 


shown on the 


groups are 
“sales report’ sheet 
here reproduced, (see Fig. 1) 
which constitutes the central fea 


ture of the control svstem. 
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At the end of the month, each 
saleman’s total sales of each com- 
modity are entered on one of these 
report sheets, the breakdown being 
made daily from the actual sales 
orders. The salesman 
copy for his personal files. By this 
report he is made aware not only 
of the amount of his sales in every 
commodity that month but also, in 
adjoining columns, sales in the cor- 


receives a 


responding month the previous year ; 


HENRY W. YOUNG, PAcIFIC COAST EDITOR 


sales this year and last year. 
The sales figures shown on the re- 
ports are taken direct from the 
ledger. 

sy the aid of this report, the 
salesman has charge of his own des- 
tiny, so to speak. If his sales are 
slipping in any commodity, he is en- 
couraged to ascertain for himself, 
or in consultation with his sales 
manager, the possible causes and 
thus set about applying a remedy at 
































together with his total year-to-date once. Business conditions and a 
SALES PEPORT 
EAR SALESYAN 
Yonth of Yecr to Date 

‘- This Year Lest Year This Year Last Year 
Abrasives a 95.2% 128.91 759.27 842.39 
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Fig. 1—Figures inserted in this Sales Report form are taken from an actual 
report for one of the Woodbury salesmen. 
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great many other factors might re- 
sult in this months’ sales being less 
than for the previous month or for 
the corresponding month the previ- 
ous year. But the year-to-date col 
umns give a more exact criterion 
and show if the fall-off bids fair to 
be permanent. 

Another advantage of — the 
monthly sales report is that it serves 
as an index of the salesman’s work 
in relation to the sale of high-profit 
items as against low profit items. 


Name 
Address 7 
Business 


Buyer 


TUcles we Should Sell th 
‘ em 


Cre. 


dit Information 














WOODBURY G COMPANY 
133 S. W. Second Avenue 
Portland, Oregon 


Dear Sirs: The following is my report for 


CALLS MADE ON a 


COMPANY 


Special Expense Paid) Amount $ 
Staved last might at 


Itinerary for next four days 


Date 19 Town 

Date 19 Town 

Date 19 Town 

Date 9 Town 
Form 146 





LOCATION 


Hotel 


SALESMAN’S DAILY REPORT 


TALKED TOMA 


” 


INTERESTED in 


Hotel 
Hotel 
Hotel 
Hotel 


Salesman 


ROERS 
TAKEN 





Fig. 4—Salesman ts not burdened with making long reports, but must report on 


every 4 all 


Five questions here to answer. 
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Fig. 2 (top)—When salesman gets a 
new customer he fills out one of these 
cards and mails in. This goes into the 
customer card file. 


Fig. 3—Small figures inserted in up- 
per right hand corner of monthly vol- 
ume figures show the number of calls 
made by the salesman that month. 
Stenographer takes these from the 
salesman’s daily report form. This is 
the reverse side of the “Customers 
Sales Record” card. 


very salesman knows what these 
high-profit items are on his list. He 
likewise that it is not so 
much total sales in all commodities 


knows 


that counts as it is: “How much 
money did I make for the com- 
pany?” and, as a logical conse- 


quence, “How much am IT worth to 
the company ?” 


Customer's Sales Record 

A record card for every customer 
of the house is kept on file in the 
office, segregated according to the 
salesman calling on the customer. 


(Continued on page 122) 
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Thar’s Romance on Them Shelves 


Pop ALWAYS GETS philosophical 
beats down 
on the street outside the We-Have- 
It Supply Company. This time it 
Bill, the new telephone sales- 
man, who started him off. 


“Bolts, 


What a dull business this is 


when the Hoosier sun 


Was 


nuts, screws, washers! 


pint 
had snorted. 

\t the next desk Pop cleared his 
throat, which is always a sign of 
coming conversation. 

“Why, 
items in those boxes on the shelves 


Did know 


threads were cut in 


son, every one of the 


has a story. you that 


the first screw 
wood? Back in old Egyptian days 
sized 


used to lif 


large wooden screws were 


water from the Nile into 
irrigation ditches. 

“Nails used to be made from iron 
and beaten out by 


were hand 


\ handful of nails in the 


one 
at a time, 
early davs of our country 
in gold \ny 


with 


were 
worth their 


1 


man wil st 


weight 


arted west some 


nails stowed in his covered wagon 
Was a man of substance.” 
By this time 


stride. ‘Not 


Pop was in full 


only do these things 
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all have an interesting story in back 
of them but better yet there are 
some good sales points in them. 
Take those lock washers up there, 
for example. Some [Englishman 
got a patent on the idea back in the 
1800's. Actually they are one turn 
of a flat spring and are now called 
helical spring washers. 

“Remember the old rattley Ford. 
I’very nut was held on by a cotter 
pin. The bolt was never lost but the 


older the car got the noisier it got. 
The bolts stretched; the parts which 
were being held together had their 
reugh surfaces worn off so that they 
occupied less space; or layers of 
paint cracked off leaving the bolts 
slightly loose. Now those spring 
washers up there make up for the 
their 


changes in dimension — by 


springy action. 

‘An interesting thing about them 
is that vears ago they caused a lot 
of trouble on automobile assembly 


link to- 


would reach in 


lines because they would 
gether. A mechanic 


+} ‘ 
e 


ote box for one washer and get 


a whole string of them. 


The pro- 


duction speed was such that he did 
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not have time to untangle them, 
and they had to be thrown away, 
representing a complete loss. Today 
all of that is different. Now the 
method of slitting the ring has been 
changed so that they can’t link. 
“Another thing that you probably 
experienced yourself is that spring 
washers often broke. In tearing 
down your old car it was not at all 
uncommon to loosen up a nut and 
have the washer fall off in two 
pieces. There is a story in back of 
that too. In the old days these 
washers were loaded metal 
baskets for heat-treating. This 
meant that the heat was not uniform 
throughout the mass, the 
washers much 


into 


outside 
hotter than 
The resultant non- 
uniformity in metal structure caused 
failures when the weaker ones hap- 
pened to be used in an assembly. 
“Nowadays 


getting 


the inside ones. 


these washers go 
through the heat-treating furnace in 
a steady stream. Thus they are 
heated and handled uniformly, so 
that the weaker ones which crack 
under load have been practically 
(Continued on page 121) 
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Extracts from an address delivered 
by the president of the Sullivan Ma- 
chinery Co., and former president 
of the H. Channon Co., before the 
annual convention of the Asso- 
ciated Equipment Distributors. Mr. 
Copeland views the distribution pic- 
ture from both sides of the fence 
and makes several suggestions to 
distributors for improving their lot. 


As A pistriputor, I yelled myself 
hoarse in protest against manufac- 
turers for: 1. Quoting direct with- 
out protection to my company. 2. 
Overcrowding the territory with 
other dealers. 3. Recognizing un- 
qualified dealers. 4. Giving to hole- 
in-the-wall dealers the same discount 


as to my company, which was carry- 
ing substantial stocks, publishing a 
complete catalog and carrying a field 
staff which covered the territory. 
5. Forcing me to cut my prices on 
Federal, State and Municipal pur- 
chases. 6. Ignoring me on large 
Federal purchases, or quoting a di 
rect price less than my cost. 

When I suddenly found myself a 
manufacturer in an industry which 
seemed particularly weak in distri- 
butor policy, my first resolution was 
to develop a definite and clean pro- 
gram. My formula called for select- 
ing those products which should be 
termed distributor products, zoning 
the country according to logical 
areas for each distributor, and going 
to a 100 per cent distributor policy 
for those products and those areas. 
By a 100 per cent distributor policy, 
I meant: 1. To take no orders di- 
rect, except when forced to do so by 
the Federal Government. 2. To re- 
fer all inquiries to the nearest dis- 
tributor. 3. To quote no direct 
prices to consumers. 4. To refuse 
to quote casual dealers or middle- 
men. 5. To reserve at least 10 per 
cent protection for distributors when 
quoting Federal, State, or Munici- 
pal Governments. 6. To mention 
distributors rather than branch of- 


LETS BE FRANK ABOUT IT 


By FRED W. COPELAND 





FreD CorpELAND 


a lbandon oratory and develop ail appeal directed to the por ketbook.” 


fices in trade paper advertising. 7. 
To give distributors direct aid from 
our salesmen and engineers cheer 
fully and gladly up to a predeter 
mined allowance on their volume 
of sales. 

What happened to these good 
resolutions ? 

I found we had areas in which 
no competent and — adequately 
financed distributor is available. | 
was told frankly by some of the 
best distributors that, if I asked 
them to sign a fair trade contract to 
maintain resale prices, we would 
both starve to death. I was shown 
figures by my own accounting de 
partment indicating that our direct 
selling expense in carrying branch 
stocks and sending salesmen to 
handle each deal for our distribu- 
tors, cost us more than the balance 
of our gross profit after granting 
the discount. I was told frankly 
by certain important customers that, 
if we did not doublecross our dis- 
tributors and accept orders through 
friends or cousins posing as casual 
dealers, the customer would have 
no difficulty in getting this accom- 
modation from other manufactur- 
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ers. | found that many publicly 
advertised awards were bought by 
price concessions, and the quality of 
the product and the salesmanship 
or the distributor had little to do 
with the selection. I found that, on 
large Government purchases, some 
manufacturers usually took a nose- 
dive for the business on the theory 
that, in addition to the saving of 
discount, there was no direct ex- 
pense for chaperoning a distributor. 

In short, I found that, if we made 
no direct quotation, refused to rec- 
ognize casual dealers, and insisted 
upon our distributors maintaining 
list prices, we would be left holding 
the baby. 

A plausible solution would be to 
discontinue our branches and _ field 
sales force in distributors’ terri- 
tories, and pass this saving to the 
distributors in the form of larger 
discounts; but this obviously would 
provide only temporary relief. The 
extra discount would be passed on 
to the consumer, and we would lose 
our personal relationship and en- 
gineering experience in the trade. 

The principal trouble with all of 
us is that we are like sheep. We 
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follow the other sheep even over the 
precipice. The fundamental weak- 
ness of all business is the insidious 
theory that a small gross profit is 
better than no gross profit. The 
rent and payroll are with us any- 
way, and, if we get some business at 
a 5 per cent gross, we have a little 
something coming in as against a 
total loss if we let the other fellow 
take the order. The manufacturer 
has the additional pressure that, if 
he takes an order at cost, he is at 
least keeping his shop running. 
What I am getting at is a crude 
statement that brotherly love and 
evolution and individual action have 
not brought prosperity to this in- 
dustry. Theoretically, 
should have 
senses, but it 


education 
brought us to our 
has not. Evolution 
fails in modern times because, when 
the unprofitable manufacturer, or 
distributor, gets in trouble, he se- 
cures a loan or goes through bank- 
ruptcy and starts up on the other 
side of the street. Individual action 
has not only failed, but is one of the 
most insidious features of the whole 
picture, because no matter how much 
vision a manufacturer or distributor 
may have or how definite may be 
his ideas on stabilization of the in- 
dustry, he wants to retain his own 
trading power to be flexible and 
play the breaks on special deals. 
The fumbling efforts of NRA, 
Robinson Patman, Miller Tydings, 
etc., were aimed to check suicidal 
price cutting. Most of us jeered 
at the NRA, and few, if any, of us 
have taken advantage of legal means 
provided by legislation. Why not? 
Because cach of us thinks he is 
smarter than the other fellow. 
My suggestion to you distributors 
is that you abandon oratory and 
appeals to the heart or to the brain. 
Develop a program that is sound 
and workable, and then make your 
appeal to the pocketbook. That is 
where we are all vulnerable. Don’t 
you realize that you distributors in 
this room, as a total, swing more 
buying power in our eyes than Sears 
or Ward or possibly the U. S. Gov- 
ernment, and your buying power is 
a healthier factor since it is 
repeating year after year? 


self- 
Common tells me not to 
stick my neck out with any detailed 
recommendations of a formula, but 
I have often found that the best way 


sense 
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to approach a difficult question is to 
review the simple basic facts. 

A manufacturer can elect to sell 
direct, or 100 per cent through dis- 
tributors, or on a mixed basis. If 
direct salesmen can bring him a 
satisfactory volume at a reasonable 
expense, he prefers to sell 100 per 
cent direct. If he cannot get satis- 
factory volume through direct rep- 
resentation without an expense 
larger than the allowable margin 
for distribution, he turns to indirect 
distribution. If a network of dis- 
tributors will cover the market 
effectively and without other ex- 
pense than a discount equivalent to 
the allowable margin for distribu- 
tion, the manufacturer is happy with 
a 100 per cent distributor policy. 
Where he cannot find good distribu- 
tors, or where the distributors are 
not active or strong enough to 
handle technical sales or large cus- 
tomers, the manufacturer turns to 
mixed system of both direct and 
indirect selling. 


Graduated Discounts 


The good distributor, by means of 
local acquaintance and a diversified 
line, can handle a territory profitably 
at a lower expense per dollar of 
sales than a manufacturer. 

In your membership you presum- 
ably have large distributors with big 
stocks, sales staffs and publicity 
programs, also smaller operators, 
where the executive work, office 
work and field sales work is done by 
the owner or his partner and with- 
out much tied up in inventory or 
advertising. I do not make this 
distinction with any implication of 
criticism of the small operator who 
is just as useful a member of the 
community as the large house; but 
I am leading up to a highly provoca- 
tive statement. A sound relation- 
ship is based upon sound economics. 
The manufacturer should pay in 
proportion to what be gets, and the 
distributor should get paid in pro- 
portion to the functions he performs. 
[ do not concede that every thous- 
and dollar order to a manufacturer 
is of equal value. I claim that a 
thousand dollar order for stock on 
a thirty-day cash basis and without 
further investment, expense or risk 
on the part of the manufacturer is 
worth more than a thousand dollar 
order for a machine sold from 
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manufacturer’s stock or distributor’s 
consignment by the manufacturer’s 
salesman and passed through a dis- 
tributor ; and, if I were a distributor 
carrying an adequate stock, adver- 
tising it extensively, canvassing the 
field for inquiries, completing each 
sale and servicing the installation, 
I would expect a larger discount 
from the manufacturer than he gives 
to another distributor who merely 
carries a price book and tells the 
manufacturer to send a man to work 
on each prospect. I see many of you 
nodding your heads in agreement 
with me in this last statement that 
better effort should get a larger dis- 
count, but I am wondering if you 
have the courage to think this 
through and concede that, if the 
manufacturer's discount to a good 
distributor is all the manufacturer 
can afford to a distributor who com- 
pletes his functions, there should be 
a graduated smaller scale of dis- 
counts to the distributor who does 
not carry stock or cover the field, 
or advertise. That to me is the 
root of the whole problem. The 
manufacturer's full discount gives 
such a wide gross margin to the 
small non-stocking distributor that 
the latter can give part of it away 
to the consumer, and in this way 
establish a low level of prices which 
the more highly organized distribu- 
tor must meet by dipping into the 
margin which he needs to cover his 
normal burden. Am I right? Does 
the record bear me out? What im- 
pression would you have if you 
were a manufacturer and saw your 
distributors taking order after order 
at less than list? Wouldn't you 
assume that the discount is too 
large? 

I believe that a manufacturer 
could convince Mr. Robinson Pat- 
man or anyone else that a bona fide 
stock order saves 5 per cent com- 
pared with the freight, interest, 
depreciation and handling of an item 
from factory stock to branch stock, 
three months or more idleness at 
branch stock and then reshipment to 
distributor or customer, I believe 
any manufacturer would concede 
that a distributor who does his 
own advertising, missionary work, 
selling and servicing of an order 
without assistance from a manufac- 
turer saves the manufacturer a 


(Continued on page 120) 























SALES MEETING IN PRINT 


Subject INDUSTRIAL FURNACES 
(Continued) How much do you 


know about them? Can you 


answer 18 out of 25 questions 


below correctly? If so, give 


yourself a passing mark. If not, 


you'll find answers on page 118. 


1. How fast are low-carbon steel 
forging ingots heated in a furnace? 


2. Is there any difference if the 
ingot is of high-carbon or alloy steel? 


3. How fast may steel be heated in 
a furnace for heat-treating ? 


4. If it is being heated for anneal- 
ing is there any difference in heating 
rate? 


5. For uniform-temperature forging 
and rolling, what is the heating rate? 


6. If a temperature difference of 40 
to 50 deg. per inch of thickness of 
stock is allowable, can heating rate be 
increased ? 

7. For drop-forging, what is a 
good heating rate per inch of diam- 
eter of the stock? 


8. In continuous furnaces, how fast 
is steel heated? 


9. Why is it important to know 
these rates of heating? Give two 
reasons, 

10. Can the eight rules quoted 
above be modified for non-ferrous 
materials ? 

11. What is the coefficient of 


thermal conductivity of steel? 


12. What is the 


steel ? 


specific heat of 


13. How much more or less will a 
given furnace heat of brass than of 
steel ? 

14. If copper is to be heated, what 
is the ratio to steel-heating capacity ? 


15. How about heating aluminum ? 


16. Can the amount, of refractory 
in it limit the capacity of a furnace? 


17. How much of the weight of a 
piece of steel is lost through scaling 
while heating ? 


18. What is a typical furnace effi- 
ciency for a fuel-burning furnace? 
19. Have 


reached ? 


higher efficiencies been 

What is a high figure? 
20. What is 

rial for lining 


the commonest 
furnaces ? 


mate- 


21. What are the common constitu- 
ents of firebrick ? 


22. What is “grog”? 


23. What is it used? 

24. Why is silica brick used in 
high-temperature furnaces ? 

25. What precautions should tbe 


observed in its use? 


Here’s A New Twist On 
The Old Cow Problem 


Here’s a variation on the old cow 
problem: A farmer died, leaving his 


whole herd of cows to five sons, in 
these proportions: 

Tom — 1/3 Joe — 1/6 
John — 1/4 Bil — 1/8 
. Tim — 1/9 


It so happened that the number of 
animals wouldn’t divide as specified, 
and the will further stipulated that 
only whole animals should be taken. 
So a neighbor loaned his two cows 
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for the division, then took them back 
after each has his share. Each 
son got his exact share. How many 
cows were in the herd, what was each 
son’s share, and what is wrong with 
the problem? The answer should 
take about two minutes. 


son 


(Answer on page 119) 


Easy To Keep Clean When 
Painted With Aluminum 


Here on the Pacific Coast, a great 
percentage of our factories are framed 
timber Timbers around 
machinery soon get a coating of oil, 
and are hard to keep clean. 

| find that by giving the timbers a 
generous coating of flaked aluminum 
paint before machinery and_ bearing 
supports are installed, makes the task 
of keeping them clean _ relatively 
simple. In fact, the oilers and mainte- 
nance men will take extra pride in 
their work and wipe off spots as soon 
as they notice them. Machinery and 
bearing supports of metal construc- 
tion painted a dark color, can be 
treated in the same manner to show 
up oil waste and give a silent invita- 
tion to clean the machine.—Paul J. 
Rasmussen, Corvallis, Ore., Factory 


construction. 


Vanagement ¢& Maintenance, October 
1940. 
































Witlyum 


“How long do you think you'll hem and haw over this order, Jones? 
Rates are cheaper by the week!" 
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FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 


facts through digesting. 


it originally appeared. 


Special Sleeves Protect 
Shovel Hoist Ropes 


Life of the hoist ropes on the strip- 
ping unit at Burning Star mine, 
Truax-Traer Coal Co., Elkville, IIL, 
has been increased materially by the 
use of just 
above the padlock sheaves. Thus, when 
the dipper is in the bank, the hoist 
ropes are protected from being cut by 
rocks and worn by pulled 
through bank material. sheaves 


special rubber sleeves 


being 
The 
also are equipped with special guards 
which prevent the ropes from jumping 
out of the grooves and jamming in 
between the sheaves and the housings. 


Coal « lqe. October 1940. 


Drying Lamps Are Hot 
industrially 


Industry is on the alert for every 
time-saver it find and the 
man has a “natural” in the new drying 
lamps. 


can sales- 
These new heat sources make 
it possible to 
through 


increase production 


phenomenal reductions in 
drying time. As a lead in selling this 
new method of drying, here are some 
applications where the 


been 


have 
used with gratifying results: 

1. Baking synthetic enamel on sheet 
steel 


2. Drving 


lamps 


moisture on sheet steel 
parts after bonderizing 

3. Drying touch-up work on auto- 
mobiles, refrigerators, etc. 

+. Drying lacquer on printed silk 

5. Baking prime coat on sheet steel 

6. Drying glue on radio loud speak 
ers 
before 


plastic 


7. Heating sheet 
working 
8. Expanding metal parts 
9. Heating 
pl ofne 
10. Heating 
pliability 
Industrial shown a 
breadth of application beyond the lim- 


molds for forming latex 
- 


asbestos to increase 


experience has 


its of any one size of drying lamp. 


For this reason, several sizes and 
tvpes 


t 


of ] imps capable of solving prac- 


32 


Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


tically any field problem within the 
scope of present techniques have been 
developed. 
Because of the this 
method of radiant heating, there are 
no tables available to tell just how 


newness of 


many lamps are required for a given 
job. Therefore the logical procedure 
for the wholesaler’s salesman to follow 
in selling this method of drying, is to 
recommend a trial installation in the 
plant where conditions can 
trolled and results tested. 
There are two 


be con- 


which the 
lamps are being used for large-scale 
drying jobs. One design takes the 
tunnel while the other 
employs the lamps in flat banks, either 
vertical or horizontal. The ideal trial 
installation, of course, would consist 


Ways in 


form of a 


of a section of the proposed tunnel 
or bank with the section long enough 
to surround one of the objects to be 
finished.—Dean M. Warren in Whole- 


saler’s Salesman, September 1940. 


"| Lost The Sale Because—" 


1. I made exaggerated claims about 
my product. My customer decided 
that [ was a belief burglar, trying to 
sneak my an order through 
the second story route of misrepresen- 
tation. 

2. I spent all 


easy to reach 


way into 


my time on a person 
instead of winning 
my way through to the real buyer. 

3. I didn’t use my selling tools. In- 
stead of firing my big guns, I went 
after bear with a bean shooter. 

4. I kept my big mouth open too 
long, I talked mvself in to the order 
and then talked myself out. 

5. I didn’t 
thoroughly. 


cover my sales story 
forgot that to reach 
home plate you've got to touch each 
base. 

6. I didn’t know enough about my 
prospect’s business. I failed because 
I couldn’t talk his language. 

7. I didn’t sell myself thoroughly 
enough to the buver. I forgot that I 
am part of the package my prospect 
buys. 
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8. I got into an argument with the 
buyer . . . an argument which I won. 

9. I didn’t know enough about my 
product. 

10. I spent too much time knocking 
competition and not enough time tell- 
ing my own quality and profit story. 

11. I let myself get licked by the 
customer’s story of reciprocity and 
personal friendship with a competitor. 

12. I didn’t generate enough desire 
for my product. 

13. I didn’t plan my presentation 
carefully enough. 

14. I didn’t have enough facts to 
prove my product was worth the extra 
money. I didn’t get hot enough to 
take the ice out of price. 

15. I had neglected my customer too 
long. 

16. I wasn’t a good closer. I could 
get the fish on the hook, but I couldn’t 
land it in the boat. 

17. I lost the sales because of a 
complaint hanging over from a previ- 
ous negotiation between my prospect 
and my company ...a complaint 
which I didn’t handle skillfully. 

18. I failed to put anything newsy or 
fresh into my story. 

19. Both my body and my voice 
were poor instruments of communica- 
tion. I was a poor public speaker to 
my audience of one. 

20. I did a poor job of telling a 
technical story to non-technical pros- 
pect. I failed to put the plain in 
explain. — Richard C. Borden, in 
Weekly Bulletin, Sales Executives 
Club of N.Y. 


Forgotten Arts 


Hacksaws, like second-hand automo- 
are often used but never loved. 
As a matter of fact, there is a lot to 
the art which we never suspected until 
we talked to one of the manufacturers 
of a completely automatic sawing-off 
machine. It is surprising how much 
difference there is in the rate of saw- 
ing different alloys and how the effi- 
ciency of hacksaws can be improved 
by the proper use of saw blade, cutting 
pressure and speeds. 

Once you get a man interested in the 
technique of good sawing, vou can 
accomplish a lot of things. One manu- 
facturer is reported to have made sav- 
ings of $12 to $14 on material by using 
proper technique with power hack 
One emplovee who was given 
the job of running some automatic 
saws, became so enamoured with the 
job that at last reports he was lock- 
ing every machine when he went out 
to lunch and when he quit in the eve- 
ning so that nobody could tamper with 
them.—A merican Machinist, October 


16. 1940. 


Saws. 





“IT DOESN'T ADD UP. “SIM'S GOT PLENTY OF EXTRA 
YOU'VE DOUBLED THE HELP. IT’S A NEW OSBORN 
NUMBER OF WELDERS YET | DISC CENTER WIRE WHEEL 
sage A bins le a “ BRUSH. BETWEEN JIM AND HIS 
eich eenaaiam aneme” BRUSH, THEY'RE CLEANING ALL 

THE WELDED PARTS THE BOYS 
CAN TURN OUT AND DOING A 
BETTER JOB IN THE BARGAIN." 


_ 


inge A Dr 
Atak < 


Every weld, regardless of type. should be cleaned. Why? 
Because — 


Removal of weld scale prevents rusting. 


Welded surfaces are subject to discoloration and 
heat tint. 


Paint and other finishes adhere better to a clean 
welded surface. 


Weld scale must be removed when more than one layer 
of weld is applied. 


The right way to do this job, from the standpoint of speed, 
low cost, and quality, is to use an Osborn Dise Center Wire 
Wheel Brush. Ask your welding customers to try one. 
Chances are they will be back for more of the same, as 
well as other types of Osborn Brushes, because it’s hard to 
forget the man or the product that helps you save time 
and money. 








PAINT AND WIRE FIBRE FLOOR WINDOW BENCH OR UPRIGHT WIRE MANY OTHER 
VARNISH WHEEL WHEEL SWEEPING CLEANING |, COUNTER BASS SCRATCH peer TYPES OF 
BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BROOMS BRUSHES ne BRUSHES 
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The September slump in supply house sales, reported 


previously from many quarters, is pictured by the Sales 


ndicator drop 158.9 to 148.3, more than ten 
Ind lrop 158.9 148 


pots. It is 


doubtful, however, that this drop indicates anything more 


than a temporary letup for everything points to 


\Mid-month 


steadily 


rising industrial volume. mm October 


ret rt 
‘DOTTS ¢ 
Te} ! 


* so 
Ta ee . 


i 


Ue le 





Vv Orders 

Sales olume per 

indi- per Average Work- 
Sales- 


cator Order ing 
per Day ™2" Day 


158.0 14 $20.50 87 
155.6 15 19.39 88 


$8250 
7540 


North 
Atlantic 


Aug. 
Sept. 


Aug. 1589 16 
Sept. 1482 20 


Aus. 
Sept. 


Aug. 1608 11 
Sept. 130.6 10 


Aug. 1830 * 
Sept. 163.9 * 


$9400 
9740 


Southern $17.70 98 


17.30 117 


Middle 
West 


155.9 17 
141.2 17 


$9730 
7880 


$19.70 113 
18.80 127 
Western $4400 
4280 


$23.20 67 
23.18 66 


$17.60 
18.18 * 


$6250 
4160 


Pacitic 





% Omitted because of insufficient data. 


sales point to a resumption of the 

1940, 
Orders were slightly 

The North 


than other 


steady climb which has 
characterized 
more numerous but smaller in size. 
\tlantic States weathered the down draft better 


sections, probably due to heavier national de- 


tense business. 





JF RMAMS JAS OND JF MAM) JASON D 


DOLLAR VALUE, AVERAGE ORDER 
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ORDERS PER WORKING DAY 
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THREE FAST-SELLING 
Allis-Chalmers products are 
included in this picture — 
Lo-Maintenance non-clog- 
ging Quick-Clean Motor... 
Straight Line Automatic 
Motor Base...and the sen- 
sational Vari-Pitch Drive 
with easily adjusted sheaves 
for variable speeds. 





Q AY} os 


oe 


FOR OPERATING A HORIZONTAL CUTTING BAR 
at varying speeds to suit changing conditions, the owners 
of this machine found that the new Allis-Chalmers Vari- 
Pitch Speed Changer with electric remote control was 
just what they needed for increasing production! 


OLD PLANTS WITH OLD EQUIPMENT ARE ExX- 
cellent prospects for Texrope products. Here is shown a 
new, modern Texrope Drive with 125 hp Allis-Chalmers 
Lo-Maintenance Motor operating an oldtime lineshaft in 
a midwest milling plant ... and giving new standards of 
low-cost performance. 


¥ 
Vari-Pitch Speed Changers e Texrope V-Belts « Duro- 
e Texsteel Sheaves e Vari-Pitch Sheaves e Stand- 
Cast Iron Sheaves e Adjustable Pitch Diameter 
teel Sheaves « 2-3-4 Combination Sheaves e Strait- 
Automatic Motor Bases e Oil Field Drilling Rigs 


Belts by Goodrich 


ROSPECT! 


Texrope Drives Offer You Unusual Sales 

.. . With a Market as Wide 
as Industry Itself! Find Out How to 
Build Up Your Sales with Allis-Chalmers 
Modern Texrope Transmission Equipment! 








Here’s a line of transmission equipment that opens new mar- 
kets for you... gives you new customers . .. helps you in- 
crease sales to your old customers! 


This is the new, big, sales opportunity that goes with selling 
the Allis-Chalmers Texrope line . . . a line of transmission 
equipment your customers need and are asking for. 


Allis-Chalmers originated the multiple V-belt drive — the 
drive that revolutionized transmission practice . . . and by 
engineering experience and development have kept ahead of 
the field to give your customers the most for their money. 


And don’t forget — aggressive Allis-Chalmers advertising in 
leading business and trade magazines is continually selling 
your customers on Texrope superiority of performance. That’s 
why it’s easier to sell Texrope . . . that’s why it’s easier to 
make new customers with these up-to-date products. 


Increase Sales with Texrope! 


There’s a full line of Texrope equipment for you to sell. Drives 
are available in sizes for every application from fractional horse- 
power up to the largest. The Duro-Brace Sheave and Vari- 
Pitch Sheave are other fast-selling items. And completing the 
line is the new, sensational Vari-Pitch Speed Changer, a real 
money-maker ! 


Get the full sales story on the Texrope line. . 
volume of sales with this line will give you bigger profits! Call 
the district office near you, or write direct to Allis-Chalmers 
for complete details. 


. how greater 
1093 
oh 3 a eee we oe oe 


MILWAUKEE-WISCONSIN 








MARKETS OF 


Under 


impetus 


a 


‘ 


Pp ~. 


: ~# 
4 a Pilati ma ——— 


THE MONTH 


Where to drive for supply sales during November and December 


MEeETAL-WoRKING: ( breal 


ontinues to iK 
ll recent records, and the peak still 


not reached. Payrolls as far back as 
August were up 46 per cent—the 
automotive branch being up 25. per 
cent. Shipbuilding, aircraft plants 
and machine-tool plants are busiest, 
most of them working two or three 
1st Ann otneu aaa “= “weer 
Sniits nnouncements ot new plants 


t 
or additions are averaging about 25 


a 


week. The best time in the world to 
sell is to be right there when these 
new plants are equipped. And remem- 
ber—metal-working plants buy almost 
every item you stock. 

CEMENT Mills begin now to. get 
ready for spring building. They need 
dustproof motors, refractories, hose, 
belts, respirators, boots, shovels and 
power-plant equipment. 

Exp.osives: With all the normal and 
abnormal armament rush, explosives 
manufacturers are going day and 


36 


night. If you haven’t been after local 
plants, go now and see about special 
non-sparking hand _ tools, 


I ikes, conveyor belts and the like. 


shovels, 


NEWSPAPERS: Pretty soon the news- 
will be in thick of their 
busy—and __ profitable—season 
publishing advertising for the Christ- 
mas trade. Your local papers ought to 
the funds for a chain-hoist, a 
dolly or two, a lead ladle, brooms and 
brushes, gas tubing, hose and pipe. 


¢ T he 
papers the 


innual 


have 


Frour: Mills are handling the harvest 
and elevators are bulging. That should 
create a market for belts, 
belts, motors, reducers, pulleys, hang- 
trucks, and 
power-plant maintenance items. 


conveyor 


ers, shafting, casters, 


Pottery: November is a “secondary 
peak” in these plants, the other top 
month being April—just before the 
roadside stands start selling. The 
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Photo courtesy Caterpillar Tractor Co 


of national defense, lumber camps are busier than ever. 


need in these plants is for belts and 
other transmission 
wheelbarrows, 


shovels, 
racks, casters, trucks, 
hose, and insulation. 


items, 
retract ries, 


Beet SuGar: Out in the Middle 
West the beets are coming in. Jeet 


mills should be buying steel and hard- 


facing rods for shredder teeth and 
grinder parts, as well as_ belts, 
shovels, trucks, and other mainte- 


nance items. 


SHIRTS AND COoLLARS: Try these 
plants on knife steel, round belts for 


sewing machines, box trucks, racks, 
brushes, brooms, work lights, and 


maintenance items, 

FuRNITURE: These fellows use all the 
woodworking tools from circular saws 
to carving chisels, as well as electric 
glue pots, sandpaper, brushes, paint- 
sprayers, drills, chisels, belts, 
and so and don’t 
they also need maintenance and safety 


saw - 


bands on, forget 


equipment. 





a 
NEW DEVICE PICKS UP 
SCREW AND HOLDS IT FOR DRIVI 


No longer need human “butterfingers” fumble away co 
seconds of screw driving time — picking up, starting, 
guiding the screw. For Thor has completely elimina’ 
these operations with the radically new ~PIX-1 
FINDER and ADJUSTO-TRAY, which picks up the se 
mechanically and holds it for driving. Its sort, pick 
and drive now! And assembly moves along 3 to 9 tit 
faster! 


The new Thor “PIX-UP” FINDER and ADJUS’ 
TRAY opens up profitable new markets everywhere § 


a schEW OAV 4 
rate Unit ; 


tHoR POWE 
Mot a Sepe 


the sale of Thor screwdrivers, for it can be emplo 


INTEGRAL WITH 


wherever screws are driven. Mail the coupon for ¢ 


plete sales information. 


ALL THOR SCREW DRIVERS CAN BE 
EQUIPPED WITH THE NEW “PIX-UP” FINDER 


Sorts.. Ls] 
© alll 
+ 


-- ee 5 


Every Universal Electric, f 


Pneumatic, and High Fre- 
quency Dette Screw- J ~ 
driver that Thor makes 

con be equipped with the Phot No- LCP Potable 
new “PIX-UP"’ FINDER. It 
can be used in conjunc- 
tion with any Thor Screw 
Driving Attachments, but, 
of course, is particularly 
adaptable for driving No. 
8 screws or smaller. 


Thor No. 218 Portab! 
Pneumatic Screw Driv 


Screw driver is lowered to 


Screws are tossed on slotted 
ADJUSTO-TRAY. They 
drop into the slots with 
heads up, ready for instant 


ADJUSTO-TRAY, which 
depresses to thrust screw 
head into ‘*PIX-UP"’ 
FINDER. The grip is se- 


The screw driver is brought 
to the work and the screw 
driven. One, two, three 

the job's done! Assembly 


SET FULL 


INFORMATION 


cure, and the screw per- 


'. 4 op! 
fectly aligned. time 3 to 9 times faster! 


pick up. 











L 
DENT PNEUMATIC T00 
inte W. Jackson Bivd., Chicago, i. 


equ 
sales information on Thor screwdrivers e4 


FINDER and ADJt STO-TRAY. 


N Title 
ane SS 


Company —____—_—_—_—————_—__ 

Address 

Cit State 
Eg ——$<—$—$——————————————S—Ss 


Please send me full 


with the new “PIX-UP™ 


INDEPENDENT PNEUMATIC TOOL CO. 


600 W. Jackson Blvd., Chicago, IW. 


SAC, 


PORTABLE POWER 


TAATS 


Birmingham Buffalo 


New York 


Boston 


Cleveland 


Philadelphia 


Detroit 


os Angeles Milwaukee Pittsburgh 


' Louis Salt Lake City Son Francisco Toronto London 








KEEPING UP WITH BUSINESS 


he Sejita fields of Durval ( 


Purchasers Buy Ahead 


+ nilar +1 ie +; 
Standard Oil of Texas, esti 


. . . *. *,* 1O1 
Anticipating Priorities st, $450,000: construction 

\ widespread effort to get m- grease manufacturing plant at 
mercial” manufacturing operations Arthur, Texas, for the Texas 
protected with supplies before govern estimated cost, $300,000, 
rie t ) ente tn iny nes ) 
oracd a caf i i 
trade \ priorities or prefer- Textile Production Record 
ence rece iw first ttention, is r i i 
asta te thn Chemher BD kati ce | ee Oe 
ported in t ‘tober 30 bulletin of 
the Business Survey Committee, Na- Textile mill activity for the first 
tional Association o0 Purchasing ™onths registered a rate of 134 


unty, 


Textile 
with 


-1923-25) according 
IlVorld’s index. This 


to 


nated compares 


% a the rate of 132 for the calendar year 
Port 1939, which was itself a record year. 


. “A part of this activity stems directly 
from textile purchases for national 
defense,” ins Douglas G. Woolf, 
editor publication. “A larger 

mart is due to the lifting of the general 

evel of purchasing power which has 


expk 


t 
t 


of the 
I 
l 
been created by defense purchases as 
i whole. 


nine 
(100 





Inventories 





have not 
een high, while operations in most 
lines of industry have risen to a high ACTIVITY FIGURES 
level, is preventing any noticeable 


(As of 


icccumulatic 





yn or hoarding of materials 
C mmodity prices are regarded as re Business activity 
maining on a very stable basis, con- Automobile production 
sidering that business in most sections 
f the country continues upward, that For the first time since Mare 
numerou iterials are far from plen slightly in September, 
tiful and that, on lue, for the August figure of 
re tl hat va lay rose fr nl 15 to 16. 
he ju Clile 
in be ve served by 
natet to the 
nsut rath 
ust ty Dp 
ha ) é 
thele ft ull 
X1 t ~ 
drawn that “it would seem that every 
thing to be gained by moderate 
extens tments and accu 
ulat f supplies where goods are 
ivailable especi lly in so-called non- 
ential industries which will have 
le hane f securing places in 
wanutacturing schedules of suppliers FMAMJJA 
by the time wintet has passed,” 1939 


Chemical Consumption Now 
At Year’s High Level 


industry, both from a production and 


consumption standpoint. 


Use of chemicals in September was 
the largest for the year to date, with a 
indications that further increases 5 
would be experienced in October, ac- ° 
cording to Chemical & Metallurgical e 
rare ° 7 oe 
Engineering here is reason to be- fe) 
lieve that the final quarter this year 5 
| Re ae Ge eee Ay eee 
will establish an all-time high for the . 
w 
> 
° 
£ 
— 


Outstanding proposed construction 


projects in the chemical and allied in- oe 
dustries are the rebuilding of the MJJA 
powder factory at Kenvil, N. J., by 1939 


1 


Hercules Powder Co, 





the estimated 
cost, $2,000,000; construction of a 
recycling and natural gasoline plant in 


124.9 
117,080 


h, supply salesmens’ monthly volume dipped 
running down to $8,100. 





Volume per salesman in September — $8,100 


November 4, 1940) 


94.9 
813,909 


Steel activity 
Carioadings 


But adjustment was 
Total orders 
(Also see Trend of Supply Sales, Page 36.) 


$8,700 was abnormally high. 
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Mr. Thomas and Mr. Hardin Discuss “Grain Grinding” Power! 


ia 
Hoi W Dodge Transmission Units 
on “Blue Streak’’ Pulverizers help to 


speed up grain grinding. 


The Prater Pulverizer Co. of Chicago, III., 
manufacturer of ‘Blue Streak’’ pulverizers, 
installed a unit in the mill of the McNabb 
Grain Co., McNabb, Ill. The pulverizer 
is equipped with Dodge-Timken Double 
Interlock Bearings and Dodge ‘D-V"’ Belt 
Drive. Since this equipment has been in 
service, grain grinding time has been 
speeded up — in fact 15,550 Ibs. of ex- 
tremely fine grinding was completed in 
exactly three hours. Mr. G. F. Thomas, 
Vice President of Prater, discusses this in- 
stallation with J. Hardin, Dodge Sales 
Engineer. 

Mr. Thomas: I can see now why you rec- 


ommended Dodge Double Interlock Bear- 
ings on this job. 


@We favor adequate preparedness of nation- 
al defense, and recommend enlistment in 
the U. S. Army to eligible young men. 


Mr. Hardin: Surely—just put your hand 
on that bearing — it is running “cold” 
it's rugged and dust and dirt are kept 
out because it is hermetically ‘“‘sealed”’ 
against those destructive elements. 


Mr. Thomas: How much more service will 
we get from these than ordinary bearings ? 


Mr. Hardin: Dodge Double Interlock 
Bearings are designed to give 30,000 hours 
of service under conditions for which they 
are adapted they are easily mounted 
and are pre-lubricated. 


Mr. Thomas; This Dodge ‘“D-V”’ drive is 
working O. K, 


Mr. Hardin: And it will continue to run 


dependably — because of its “Matched 
Quality,” grooves are smooth, their 
diameters are uniform—each belt "pulls" 
its share of the load. Concave sidewalls of 
the belt form perfect straight surface in 
contact with the groove, assuring long life. 


Mr. Thomas: Well, Dodge Drives are 
"Matching Up” very well with our Pul- 
verizers, and together they're doing a “Blue 
Streak’ job in mills throughout the country. 


Dodge Power Transmission Units have 
enviable performance records. For built-in 
production machine application or for 
power transmission depend on Dodge. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 





TEN YEARS AGO IN MILL SUPPLIES 


lF YOU WANT TO HOLD CUSTOMERS, COME 
THROUGH THE “FRONT DOOR” AND CALL ON THE 
BUYING DEPARTMENT, DONT GO IN THE 
"BACK DOOR” AND CONTACT FACTORY 
MEN, “BACK DOOR” SELLING, ACCORDING 
TO £.H REED, DIRECTOR PURCHASING 
DEPARTMENT, ELECTRIC AUTO-LITE 
CO., TOLEDO, DOESNT PAY. 


Roser, L. LATIMER my MANAGER. 
“‘owpert Ll. LATIMER E& CO., PHILADELPHIA, 
TOLD HOW ORDERS FOR LARGE BALL BEAR- 
ING INSTALLATIONS GREW OUT OF His COM- 
PANY'S POLICY OF FIRST SELLING SMALL 
INSTALLATIONS AND THUS PROVING BALL BEAR - 
ING ADVANTAGES TO PROSPECTS..... 


“ee ie Mie =G CO. 
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r, DIREC ™ UT ; 
) TER \ sESEAF Cr INRAICAGO. POINTE 
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LOO » AGO THIS YEAR IN 1840 THE e 

d * &- CO) WAS DOING BUSINESS IN NEW 4 

“y+ Ne ONNECTICUT, ITIS STILL GOING BIG TODAY fim 22 b) 
DECADE AGC THEY WERE MAKING MERRY @ & 7 
ER THE im 90 TH ANNIVERSARY. _ 


T_AS OLD AS THE U.S.A. | TSELF IS CONGDON & 
( ho: NTE ISO YEARS YOUNG THIS YEAR IN 
0) / 1930, THE Y MOVED INTO A HUGE NEW WAREHQUSE 
THE HALF CENTURY E.A wy , ANID OFFICE BUILDING ON PROMENADE ST, PROVIDENCE, RII. 
MG@REEN HAD BEEN ACTIVE 
THe ' Cit tC CIN c af a z / 
HE SAU THE “ALAMO IRON WORKS £.C. ATKINS € CO, WERE THE pRoUD POSSESSORS O.3 ye 
‘ a. ; ee” §6=60OF HE INDIANAP s AT , - : : > 
SAN ANTONIO, TEXAS, FOUN DED ssceeun INDIANAPOLIS AMATEUR BASEBALL CHAMP Vv 5 
BY HIS FATHER, GROW FROM git 
i2 EMPLOYEES AND A CAPITAL ‘ee a bes 
206 fie 6 Sennen chee ~< VAID TO BE INDUSTRYS FIRST WINDOWLESS FACTORY 
Se eS SOLD COS eS ES BUILDING WAS THE $1,500,090 MAMMOTH PLANT 
IZATION. MR HOLMGREEN, Jf¢ ——~ BEING PLANNED TO HOUSE SIMONDS SAW €-STEEL 


THEN AS NOW VAS PRES- - CO., FITCH BURG. MASS 


IDENT OF TH COMPANY. 





Sprev. accuracy and work-volume 

are the industrial watchwords af to 

day. Metals and there alloyed off 

- u { 

ryre A" ALUMINUM me Special teeth 0 Gut LA Teeth cut tor cl spring ate manifold f roducts are 
coat “chatter.” Mode tor rapid filing of hve q° ct. to prevent drag oF production methods present widely 


vumleum: alloy ather ductile nate) casting ». v q. ter fast, orn fi ng under light pree 
a shoots. Fiat and Heil-zound shapes 4” to e- wail, 10° to 16 to te 


varying conditions. 

The combinations of factors are 
many and varied that 1 ts not enough 
to know which type of tool ot device 
to use. but what special desan um the 
tool will lead to the best action of 
results in a givers Ine anee or on 8 
partic ular job 

This os particularly true of files 

Ni / Nicholson ba und the multiplierty 

1 ia \ ooh of filing problems bp enough to com 

e ow, ye 4 | aa mand the exclusive study and atten 
+> \ tion of spec ialiats 

™ xf ‘ — } Deep rooted wm this poli y. Nichol 


paass Fue. sort “wp cut” teath pF DIE-CAST FILE. Fi son makes nothing else. - lists 1 
running of The & ‘evercut™ as wp fi. t objects © 
ing 9 Veaps file clear of chins Avail obiesimagnesivan, atc. Ee than 3000 kinds. sizes and cuts of 
a ait-sound shapes, & to 17" edger. and Halt round, ” to 4. files has become the largest {ile 
manufacturer the world . . and 
through we Ihe quipped facilities for 
fast production, sper ial orders, of 
consulting service, 1 geared up for 
any filing requirement 
WICHOLSON FILE CO., PROVIDENCE, 1, U $A 
(Also € enodion Pont Port More Oat) 
© Alea of the mony Nicholson and Riark Diomurd 
files ere oetioe Mustrated & 
o “en feature 
seer toot? 


’ « evoiled! 
throug* your mili-supely or divect from vt 


. 
STAWMLESS sTeat wue. ape teeth to Exvea rugaed th and heavy-st 
the high 2b) i the tower “greitivng © om For 
toy. Available in ait iat, Malt 


roides « me al on few 
pes and sires os Gerere pur pore files und, ung and Squere grapes, © te \e 


The advertisement above will 
we in December industrial 
nd machine-shop magazines 
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Haseltine Opens Branch 
House in Seattle 

J KE. Haseltine & Co., P 
regon, opened a new office and ware- 
house, on November 1, at 510 First 
Avenue South, Seattle, Wash. 
is in the building formerly occupied by 
E, C. Atkins, who recently moved into 
a new building. 

Haseltine will devote the 
f the activities of the new branch to 


rtland 


Phis 


mayor part 


welding equipment and supplies, with 
Ac mmiplete stock 
including 


rods, supplies and 


fe \\ related line S 
will = be carried, electric 
machines, 

-etvlene »} lit Oo . oe 
acetviens Welding equip 


We Iding 
accessories, 


an 1 . . 
ment and acetviene generators. 


J. H. Tadlock is the manager. Asso- 
ciated with him are John Caluwert, in 
the citv territory, and Rod Bannister 

ilesman in the Washington territory 


uutside of Seattle. Ralph 
‘ 

welding 

will now 


Portland and Seattle 


' “39) ‘ he 
spec lalist Ol tie 
othices. 


Harnischfeger Promotes 
Edward Walters 


Edward Walters, formerly of the 
Chicago oftice of the Harnischfeger 
Corp., Milwaukee, has been trans- 
ferred to the position of assistant 


manager of the 


le 
sales 


trode division 


RE ES 
Beelet ’ 
company, 


divide his time between the 


welder and elec- 


As a feature of last month's Industrial Products exhibit in Syracuse, N. Y., Syracuse Supply 
Co. played dinner host to all manufacturers’ representatives cooperating with them. This 
is a partial shot of the festive board. Exhibit was sponsored by the Purchasing Agents 
Assoociation of Syracuse and Central New York. 





Just before the men of Alamo Iron Works, San Antonio, set out to play golf with their 
manufacturer friends recently, all lined up before the warehouse to make this official 


record of the event. 





Ed. Ristau, vice-president of Skilsaw, drops in on the boys of Vonnegut Hardware, Indianapolis, to stage a dinner party and, afterward 


hold a sales meeting on the complete Skilsaw line. 


42 


Ed's in center of group standing at rear, with officials of Vonnegut Co. 
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DON'T FORGET TO 


‘LINE UP 
win HEWITT” 
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DISTRIBUTORS-— 


Increase Your Bank Account 


Ask any of our valve distributors 
whether the Fairbanks exclusive fran- 
chise helped them to make more money. 
We are sure they will say “Yes”. For most 
of our distributors have sold the Fair- 
banks line for years—many for nearly 
half a century. And you know that the 
type of men who sell our valves would 
not continue to do so, year after year, if 
they were not satisfied. 

Distributors will tell you that they 






DISTINGUISHED 
SERVICE 





Fig. 


U-01 


handle Fairbanks Valves because of their outstanding 


quality ... 


the advantage of being able to cash in on 


re-orders from the many thousands who have used 
Fairbanks Valves for up to 50 years . . . the prestige 
built up by our extensive advertising . . . the assistance 
given by our Sales and Engineering Departments. . . 

the liberal profit provided and the fair 


treatment received. 


19 E. 4th St. 





Boston, Pittsburgh — Factories: Binghamton, 


Fig. 0304 


Standard 


New York, N. Y. 


N. ., Rome, 


Fairbanks V 


and Renewable Valves 
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It will pay you to let us explain the 
Fairbanks distributor policy. Write for 
full particulars and Catalog No. 


THE FAIRBANKS COMPANY 


1940 


T. L. HAMLIN 


Revenge 
you can't 
Hamlin of 
Co., Akron, 
to taste its 


is sweet, so they say, but 
prove it by Truman L. 
the Hardware & Supply 
Ohio. He had a chance 
sweetness a few weeks 


ago but tossed aside personal feelings 


to come to the aid of a distressed 
buver. Mitt Suppriies awards this 
month’s Distinguished Service Cer- 
tificate plus ten dollars to Mr. Hamlin 
for rendering service beyond the call 
of duty. 

For a good many of his forty-five 
years of service with the Hardware 
& Supply Co. Truman L. Hamlin had 
been calling on the buyer of a local 
industrial plant with absolutely nega- 
tive results. Not one single order 
could he get. It wasn’t because of a 
lack of salesmanship. There had been 
tough prospects, before and after he 
first contacted this buyer, who had 
become good customers when Truman 
was given a chance to demonstrate the 
speedy, all-around service of his com- 
pany. But this buyer stopped every 
sales approach cold with the chilling 
words, “Sorry, Hamlin, but we pre- 
fer to buy our supplies out of town.” 

Frankly, the monotonous regularity 


of this turn down almost tempted 
Truman, time and again, to chime in 
with the buyer and sing out the 
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Diagrams Offer Key to the 
Sensational Cutting Rates of 
Curled Chip Saws 


Note first how the conventional hacksaw 
tooth removes metal bya “pushing” action, 
then telescopes chips into the gullet and 
breaks them into fine pieces. Contrast this 
power-wasting operation with the highly 
efficient cutting action of the new Atkins 
Curled Chip tooth. Chips roll up in a single 





Old Type Tooth 













PP» Ye> piece within the gullet to “explode” like 
=. -.” Be suddenly released clocksprings fromtheend 






of the cut. No choking of gullet or gilding 
YY YY. of the kerf. Instead, a fast crisp cutting ac 
G 


tion permitting higher speeds, heavier 
New Curled Chip Tooth rates of feed and longer tool life. 













The Curled Chip System 
of Metal Cutting 


ATKINS 2: SAWS 
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@ The chips are down— for industry and for 
the suppliers of industry. There is an unprece- 
dented demand these days for speed, accuracy 
and economy in all machine operations. 


So —the jobber who handles the Atkins Line 
of Curled Chip Saws has an unequalled op- 
portunity to serve and to sell. For the Atkins 
Curled Chip System of metal cutting has 
already made conventional power saw blades 
obsolete. 


Industry has been paying a high percentage 
of its metal sawing costs at one unsuspected 
point. That's the point where the saw tooth says 
good-bye to the chips it has crushed and ground 
through the cut. But now— Atkins has developed 
a new series of metal cutting saws featuring a 
new tooth-and-gullet pattern—and the chips 
spring free like uncoiled clock springs. 


That means higher operating speeds and feeds 
and less wear and tear on the saw blades 
caused by filings left in the cut. No wonder 
Atkins Saws are selling. If you want business 
— and a lot of it —investigate the Atkins Curled 
Chip Line of Saws right now. 

Atkins Clearance Grind Circular Meta! Saws of the 
type illustrated above. 

Atkins Super-Power Blades in two tooth spacings for 
power hacksaw machines. 

Atkins Segmental Circular Cold Saws, theright saws for 
heaviest duty metal cutting — billets, ingots, ordnance, etc. 
Atkins Metal Cutting Bands, all standardtypes and sizes. 


E. C. ATKINS AND COMPANY 


420 S. Illinois Street Indianapolis, Indiana 











Here is a modern line of brushes 
and brooms for practically any 
industrial requirement. CAPITAL 
“RED CAPS" have been tried and 


proven under all conditions of 


chant. But he wouldn’t call it quits. 
Month in and month out he continued 
to make a regular call. 

One evening a few weeks ago the 
tbles turned. As he and Mrs. Ham- 
n were about to leave for the thea- 
re, this buyer calls on the telephone. 
The plant was threatened with a shut 
| down unless the buyer was able to 
| obtain a particular item, handled ex- 
| clusively in Akron by Hardware & 
| Supply Co. Would Hamlin get the 
material out of stock and deliver it 
to the plant immediately ? 


t 
1 
i 
t 
t 


\s the buyer’s words poured into his 
ears, Truman steeled himself agains: 
the temptation to let this fellow stew 
in his own juice. The memory of 
long years of uncomfortable and un- 
profitable calls coursed rapidly 
through his mind. He knew the buyer 
had been getting this very item from 
an out-of-town source and had time 
and again tried to point out the pos 
sibility of just such a crisis occur- 
ring, to no avail. Despite these 
thoughts Truman’s sense of duty and 





training as a supply salesman quickly 
got the upper hand. He made peace 
dairies, garages. warehouses, on with his wife, cancelled the theatre 
A engagement, drove to the office, se- 
steam and electric railways, ship cured the merchandise and delivered 
it in time to prevent a shut down. 
All this was done by Truman with- 
out the slightest hope of ever cashing 
in on the service. But the company 
appreciated this treatment and has 
developed into a very desirable ac- 
count for Truman. And Hardware & 
Supply Co. are now handling some 
| of the products of this company, whic! 
great number of boosters for |} do not compete with their origina’ 


ED CAPS" and re lines, on a favorable basis. This se: 
CAPITAL "R and re- 


|} up might well be said to have hinge: 
peat on their orders over and over 


service — in industrial plants, 





BASS PUSH BROOM yards, iron and steel mills, found- 


ties, and public buildings of all 
kinds. 





These users have joined the 





on a one-minute telephone conversa- 
tion in which a supply salesman. set 


again. They know these brushes aside personal feelings to go out and 


give service. 
and brooms do their jobs right— 
that they last longer — and that _ 


they are economical in service. 


Build up your brush and broom 
business now with the RIGHT line 
—the CAPITAL line. Our policy 
includes protection, sales assist- 
ance, and good profit margin. 


sal 
You can really make money witn 


Te i a y\ A CAPITAL "RED CAPS." 
i a1 hs TPR iow. 








i 


pone of our mill supply neighbors from 
\j|\||_ | across the border comes back for a second 
\ | lesson. P. Desnoyers (left) of Omer De- 
| Serres, Ltd., Montreal, Canada, calls it a 
| | day as he knocks off for dinner with H. S. 
| Willson (Baasche Airbrush Co.) on his 
second annual visit to the plant in Chicago. 
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STORY 
Yan Do 


To SELL || 





MARKET 


counts—a real service to them . 


Joppa Road, Towson, Md. 


(DIV. OF BLACK & DECKER 


THE “RED-HEADED” 
PORTABLE ELECTRIC TOOLS 
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You have 28 Different Van Dorn 
Drill Models To Meet EVERY Drill Need! 


NDUSTRIAL plants need plenty of portable 

electric Drills to meet the big production 
“push.” Here’s where Van Dorn Distributors 
are “sitting pretty’’—because you can offer a line 
of Van Dorn Drills of such varying types and 
Capacities you can meet any drilling requirement. 
The 28 Van Dorn Models include Junior, Utility 
and Heavy-Duty Drills—ranging from the feather- 
weight 3/16” Hornet tothe giant 114” Heavy-Duty 
for husky boring and reaming. Take a look at 
the many types of drills Van Dorn offers to fit 
any drilling job. Refresh your memory and re- 
member when you sell Van Dorn you're selling 
one of the oldest names in Drills—whose power, 
quality and reliability are well-known to tool 
users everywhere. Now’s the time to demon- 
strate Van Dorn Drills to your industrial ac- 
. increased 


sales for you! Van Dorn Electric Tools, 717 
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When you handle a complete line of Bethlehem prod- 
ucts, you have an efficient, unpaid salesman working 
for you. It is the background of achievement built up 


by Bethlehem steels in virtually every type of modern 
activity. It’s a background that’s known and recog- 
nized by your customers—one that gives them confi- 
dence in the consistent, high quality of the merchan- 
dise you sell. 

A recent and interesting addition to Bethlehem’s 
background and record of achievement is the use of 
Bethlehem wire rope in anchoring the Mercer Island 
Bridge—the world’s longest pontoon bridge across 
deep, fresh-water Lake Washington at Seattle. 

Its 25 reinforced concrete pontoons are anchored 
with 64 Bethlehem ropes measuring 2% inches in 


diameter, ranging up to 614 feet in length. These un- 


usually large ropes are protected against corrosion b 
a tightly bonded zinc coating applied by the patented 
bethanizing process—Bethlehem’s exclusive electro 
lytic method of applying zinc to wire. No other proc 
ess could produce a uniform zinc coating of the weight 
required for this job. This zinc coating is 99.9+ pe 
cent pure, flake-proof and as ductile as gold leaf. 

These unique anchor ropes are of course an ex 
tremely specialized product made for a special and ex 
acting task. Yet they are an excellent indication o 
Bethlehem’s ability to provide exactly the right mate 
rial for the job, regardless of its nature. They are also 
an excellent reason why your customers have confi 
dence in the Bethlehem materials you sell, why the 
reorder, keep your important repeat business on 
profitable level. 


WIRE ROPE— Bethlehem ropes are made 
in diameters from lj in. to 37/g in.— 
FORM-SET (preformed) and regular— 
six grades of steel—all standard construc- 
tions. These ropes are designed for mate- 
rial handling, excavation work, logging, 
mining and general purposes. 


NAILS — Bethlehem makes 60 different 
types of nails and spikes in all standard 
sizes. They are furnished. bright, an- 


nealed, galvanized, cement-coated or 
blued. 


WIRE— Bethlehem precision-drawn wire 
comes bright, annealed, galvanized or 
bethanized (electrically zinc-coated). It 


* * 


is made in every grade and every gage to 
meet all manufacturing requirements. 


PIPE—Included in Bethlehem’s line of 
pipe is standard merchant pipe, line pipe 
and Ammonoduct (cold-bending refrig- 
eration pipe). In sizes up to 3 inches, 
Bethlehem Pipe is made by the contin- 
uous-weld process and is sold under the 
trade name BETH-CO-WELD. It is uni- 
form in quality, uniform in welds and 
uniform in length. 


SHEETS— Bethlehem Steel Sheets are 
available—black or galvanized and in 
Beth-Cu-Loy (copper-bearing steel). 
Bethlehem also makes a complete line 


of roofing and siding with a type for any 
purpose. 


MERCHANT BARS— Bethlehem makes 
a complete line of merchant bars and 
shapes—round, hexagons, octagons, half 
rounds, flats and squares. 


BOLTS AND NUTS— You can meet all 
demands with Bethlehem bolts and nuts. 
The complete line includes 3500 different 
headed and threaded products. 


TOOL STEEL—Bethlehem makes a 
grade of tool steel for every purpose. 
These are high-quality steels and have 
proved themselves to be leaders in their 
fields. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Po. District Offices: Akron, Albany, Atlanta, Baltimore, Boston, Buffalo, Chicago, 


Cincinnati, Cleveland, Columbus, Dallas, Denver, Detroit, Honolulu, Houston, Indianapolis, Johnstown, Pa 


Milwoukee, Nashville, New Haven, New Orleans, New York, Philadelphia, Pittsburgh, Portland, Ore 


c 


Art Son Francisco, $ 


Bethiehe 


avonnch, Seattle, Springfield, Moss., 


Syracuse, Tolede, Tulsa 


- 


tee! Fenart Carrnaratinn Ma 


, Kansas City, Mo., Los Angeles, 
St. Louis, St. Paul 
Washington, Wilkes-Barre, York. Export Distributor 


Salt Loke City, Son 





fo your force 


your payroll... 


Bethlehem Wire Rope was used in anchoring the Mercer Island Bridge —the w 
largest pontoon bridge across deep, fresh-water Lake Washington at Seq 








BETHLEHEM STEEL COMPANY 


| Directs Sherman 


Sales Promotion 
The H. B. Sherman Mig. Co., 
| Battle Creek, Mich., has announced 


| the promotion of C. L. Braund to 
U . j C A sales promotion manager of the hard- 


for More Tool Mileage 


“C. L. BRAUND 


| ware, plumbing and industrial brass 
goods lines. 
Mr. Braund is a veteran salesman 
of 27 years’ experience with the H. B. 
| Sherman Co. He is widely known 
among the trade, having traveled 
almost all of the United States and 
- Canada. Under his supervision, an 
An exclusive UTICA plier — and a aggressive new merchandising cam- 
paign has been launched to help in- 


tool of many uses. Invaluable in 3 | crease distributors’ business on Sher- 
pit . : : ; - man products. 
aviation, radio, typewriter repair se: 








| Stanley "Stan" Gilbert has to call for help 

| in displaying that bag of ducks he and his 
hunting companions brought down. Besides 

| being an expert shot, Stan does a bang-up 
job as vice-president of Pratt-Gilbert Hard- 
ware Co., Phoenix, Arizona. 
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Williams’ Tool Holders offer many 





advantages which can be definitely 





measured in terms of better lathe — 

performance and greater machine 

output. In the Turning Tool shown above, for example, the cutter holding channel is unusually long 
and broached with extreme accuracy. Williams' Holders are specially hardened so as to insure a 
solid cutter seat even after continued use of short bits. Tool chatter and breakage of costly high- 
speed cutters are avoided. 


In the Boring, Planing, Cutting-off and Side Tools shown in the panel illustration, you will find 
other advantages that are exclusively Williams. Williams’ improved line includes holders for every 
regular operation on lathe, planer, shaper, etc., including Carbide Turning Holders for square and 
flat cutters and Spring Cutting-off Holders. When you sell Williams’ Tool Holders you sell satis- 
factory performance. And that means satisfied customers and repeat sales. 





J. H. WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST., NEW YORK 
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Which LYON PRODUCTS Sell Best 


@ You can step up your sales 
to any plant employing these in- 
demand “stars” of industry. Their 
time is valuable. They are hard to 
keep. They will get the equipment 
they want. And they will all want 

Lyon Shop Benches, 

Tool Stands, Tool 

Boxes and Tool Trays 

when they see how 

these units protect 

their equipment... 

and help them to do 

better work easier. 

Tool and Die Plant 

LYON operators are enthu- 
Steel BenchLegs Siastic about the ad- 


LYON Steel Benches 


LYON 


SHOP EQUIPMENT 


vantages of Lyon Bar Racks for 
safe, orderly storage of both long 
and short pieces of tool steel. 
They prevent waste, simplify 
stock handling, and reduce the 
accident hazards of piling stock 
on the floor or leaning it against 
the wall. 

Make this ONE-WEEK test! Tear 
out this advertisement, use it for 
a check sheet on the needs of the 
next ten tool and die makers you 
visit...and watch the ADDED SALES 
pile up! LYON METAL PRODUCTs, 
INCORPORATED, 5311 River 
St., Aurora, 

Illinois. 


LYON Tool Stands 


LYON Bar Rack 


ieixce 


LYON METAL PRODUCTS, INCORPORATED, A. 
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| Independent Opens New Branch 


E. J. Slattery Heads Division; 


Neil Hurley, Jr., vice-president of 
the Independent Pneumatic Tool Co., 
Chicago, has announced the appoint- 


| ment of E. J. Slattery as head of the 


| Chicago Universal Electric Tool Di- 


E. J. SLATTERY 


vision. This division comprises the 
states of Illinois and Iowa. Mr. Slat- 
tery will supervise the sale of electric 
tools in this territory as well as the 
activities of two sales representatives, 
Howard Waiwurm and Don Gibbons. 

R. G. Faverty, Chicago district 
manager, will continue to supervise 
sales activities for states of Indiana, 
Colorado, Nebraska, North and South 
Dakota, Kentucky and Montana. 

A new branch office has been opened 
in Seattle, Washington, to service the 
states of Oregon and Washington. 
R. H. Weigel heads this new branch. 


H. M. Shere, assistant general manager of 


| the Bosler Supply Co., Chicago, is a pretty 


busy man these days. When not out con- 


tacting customers, he's usually knee deep 


in office work—checking purchases, watch- 
ing credits. 





With most of your customers, speed, accuracy and finish in filing are 
vital to their profit. There is your opportunity to sell more Disston 
Bite-Rite Files. For Disston Bite-Rite is the file that combines 


speed of cut, long life, and smoothness of filed surface! You’ll 

discover new sources of increased sales in Disston Bite-Rite 

File performance, and Disston Bite-Rite File advertising. 

EE, Henry Disston & Sons, Inc., Philadelphia, U. S. A. 

DISSTON PARALLEL “@ He LEE yy Branches: Boston, Chicago, Detroit, Memphis, New 


MACHINE FILES... Qa peERsaeye yoo Orleans, Seattle, Portland, Ore., San Francisco, 
Made to file on the up ; ; TIFF} , : 
stroke, but can also be of, V ancouver, B. C. Canadian Factory: 


supplied to file on the down s i 4 
stroke if required. Same width “@q Toronto. Australian Factory: 
and thickness throughout. Made y TITTY EEE, 

in a variety of sizes and patterns. BZ hth ELSE Sydney ’ N.S. W. 

Any special pattern supplied to speci- SOFF, EEE iy 

fications. No. 00, No. 0 and No. 2 cuts LEEEALELSE, yy Feel the "*bifte”’ im 
are standard. ss LEE f 
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In our advertising to 
consumers, we are 
referring them to the 
industrial distributor 
for their requirements. 
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YARWAYS Help 


Sell Other 
Steam Specialties 





Mr. Walter E. Zepf of 
Riechman-Crosby Co., 
Memphis, Tenn., says: 


"We find the Yarway Trap a 
good opening to other steam 
specialty business. It is well 
worth featuring in our sales 


work.” 

. 
Why don't you investigate the Yarway 
—largest-selling steam trap in the 


supply house field. Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 
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| progress made in product education | 
| and sale ffectiveness. 
At dl rt [ | contest every 
entrant given a pocket steel tap 
is an entrance award. Thereaiter 
the Dodge | orp. Was to send oui, at 
30 v intervals, bulletins outlining 
he ile poin for each of six dif- 
ferent items in the line. The sixth 
bulletin will be accompanied by 
quiz blank containing ten questions to DARNELL 
be inswered In addition, at the end 
if the contest letters telling of actual CASTERS 
experiences in selling Dodge product- 
will be called for. & E-Z ROLL 
9 il or $450) n cas! p s wil 
J istributed, the first place. win WHEELS 
ecelvin S150) 


} peting on 


nor vat 7 plans 
| sponsoreé vy that 








Dodge Opens Contest 
For Distributor Salesmen 


Salesmen for distributors 
the Dodge Mig. C 


transmis 


handiing 
irp.’s line 
equipment 
10 


company 


I power 
I [ \ 
s10n 


began coMm- 


October in a 


contest 


based on 







*assure maximum 
floor protection and 
reduce wear on 
equipment 

* plus an appreciable 


Walsh Refractories 
Moves Office 


Walsh Refractories Corp., 4428 increase inemployee 
North First St., St. Louis, has moved efficiency 
its g ‘ thee to new and large 
quarters at 4070 North First St. Th‘s 

ve Wil made, according ‘4. 

Oswald, sales manager of the con 

pany, le increase the pro- 

duction capacity of the St. Lous 

plant. Additional new equipment has 

ilso been installed for increased pro 

luction at the Vandalia, Missouri, 
= 












These durable, preci- 
sion-built Casters 
assure the easy han- 
dling of heavy loads. 
Savings in floor and 
equipment wear soon 
pay for their cost. 


Lre0 DARNELL 


MANUAL 


Write for Free 192 Page 
Darnell Manual describ- 
ing nearly 4000 types 
F of Casters and Wheels. 
Looks as though C. W. Payne was out giv- 
ing the latest neighborhood WPA project 
the once over lightly. He's sales manager 
of the Safety Socket Screw Corp. of Chi- 
cago. 


DARNELL CORPORATION, LTD. 
LONG BEACH, CALIFORNIA 
24 E. 22nd. NEW YORK 


STATION B 
36 N Clinton, CHICAGO 
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ELECTRIC DRILLS 


Heavy duty and Special. A wide line with 
many types that assure sales from many 
sources, 





ELECTRIC GRINDERS 


Bench Grinders, Grinding Wheels, Wire 
Wheel Brushes, Flexible Shafts, Portable 
Electric Grinders. 








ELECTRIC SANDERS 


Types for all needs, operating features 
that make a hit with users. 


cTION SCHEDULES 








g PRODU 


Their speed in performance—savings in costs 
and ease of handling, plus the fact that they've 
got “what it takes” for long punishing service 
with less punishment to the user—makes SIOUX 
Quality TOOLS a fine source of dependable 
income for you. 





Our strict Distributors policy protects you. Write 
for details and discounts on our complete line of 
portable electric tools. 


STANDARD 3 WORLD OVER 
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Today's 


Opportunity ! 


“HALLOWELL” STEEL BENCHES 


Pat'd. and Pat's. Pend'g. 
Fig. 732 


Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. ‘Hallowell’ Benches 
have smooth steel or wood tops — rigid 
flanged legs—ample shelf space and pilfer 
proof drawer if desired 


“HALLOWELL” STEEL TRUCKS 





. 


Fig. 754 Pat. Applied For 





If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowell” Trucks. The steel plat 
forms won't chip or splinter all parts 
will stay rigid wheels and hubs are 
made for easy rolling, and they're sup- 
plied in wide variety 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it's 
needed; an 
easy stand to 
sell. Made in 
a variety of 
types for all 
purposes 





Write for 
LITERATURE 
AND 
DEALERS’ 
PROPOSITION 

















Pat. 
| Applied 





HALLOWELL 


SHOP EQUIPMENT 





“HALLOWELL" STEEL STOOLS 





) Fig. 1334 





ae Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. ‘Hallowell’ Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 


a Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit 


“HALLOWELL"” 
STEEL SHAFT 
COLLARS 
Unbreakability 
and highly 
polished machine 
finish combined 
with low price 
give these collars 
a world-wide 


popularity. 
Self - Locking 





Fig. 1432 


Supplied with ‘‘Unbrako” 


Set Screws 


- << te 
“PlONEER > 










rere 


“PIONEER" 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 
and the only 
hanger with in- 
tegral feet. Mil- 
lions in use the 
world over. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PERAE 


seancacs 


BOX 519 


BOSTON + DETROIT + INDIANAPOLIS - CHICAGO - ST. LOUIS ~ SAN FRANCISCO 
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Here's a man who can take it as well as 
dish it out. Oscar Iber (O. Iber Co., Chi- 
cago) bares his chest to a tomato barrage 
hurled by fellow members of the Chicago 
Association of Credit Men at the annual 
outing at Crystal Lake. 


All-Steel-Equip Formally 
Opens New Offices 


On September 27, the All-Steel- 
Equip Co, formally opened its new 
general office building, just completed, 
adjacent to the main plant in Aurora, 
Mlinois. The company’s office force, 
sales personnel and executive — staff 
have been transferred to the new 
headquarters, comprising 16,000 sq. ft. 
ot modern air-conditioned office space, 
lighted entirely by fluorescent tubes in 
concealed troughs that provide con- 
tinuous bands of light across entire 
area, 

Designed and built by the Austin 
Co., the offices occupy the second of 
a 43,400 sq.ft. addition. Modern ware- 
housing, receiving and shipping fa- 
cilities are also provided for, thus 
liberating a substantial area in the 
existing plant for manufacturing op- 
erations. 





New office building of the All-Steel Equip 
Co. built adjacent to the main plant in 
Aurora, Ill. 








St 


wv 
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Chandler-Boyd Co. 
Appointed by Goodyear 


~ . | 

Chandler- Boyd Co. has recently ; 
been appointed distributors for Good- 

vear mechanical rubber goods in the 
Pittsbureh distric 

ittsburgh district. A complete line | 


H. L. HOSEY 


t belting, hose, packing, and other 
mechanical rubber items will be car- 
ried in stock. 

H. L. Hosey has been placed in 
tharge of the mechanical rubber de- | 
partment. Mr. Hosey is a Goodyear 
trained man of many years experience, 
ind is unusually qualified for sales | 
service to the trade in mechanical rub 





ber goods for industrial requirements 


Signal Electric Builds 
New Plant Addition 


In order to keep pace with the in 
‘reasing demand, Signal Electric 


Manutacturing Co., Menominee, | 
Mich. has found it necessary to step 
up production. This will be accon 
slished by the construction of ties 
plisned Dy the construction of anothe 
lew wing to its plant, similar to the 


iddition built in 1937. 

Work on the new. structure was 
started the first part of Ocober and 
vill be completed in ninety days. The 
two-story addition will provide in ex 
‘ess of 20,000 more square feet. 








A recently erected billboard on a road 
leading into Wilmington calls attention to 
the services available at the Desco Corp. 


AND 


DIFFERENT 


The new STAR Unbreakable Special 
Flexible Hack Saw Blade is different from 
every angle—different in looks, different 
in performance, different in heat-treat- 
ment, different in steel, and different in 
the all-important fact that you can profit- 
ably sell it at no advance in price over 
ordinary blades. 


PERFORMANCE 


Extreme flexibility with outstanding 
toughness result from the use of a new 
kind of steel and heat treatment. The 
new STAR Unbreakable Special Flexible 
is guaranteed unbreakable in use in a 
frame—no blade loss due to bending, 
twisting, or cramping. It is a flexible 
blade with the qualities of an all-hard 
blade—lasting cutting qualities with no 
teeth strippage. 


METALLIC FINISH 


For the first time a tungsten blade is 
colored all over—not only with a pro- 
tective (patented) metallic finish to pre- 
vent rusting, but with a distinctive green 
finish to provide immediate customeriden- 
tification and sales display value. Only 
the green blade is a STAR Tungsten Blade. 


COMPLETE SPECIFICATIONS 
For the first time on any tungsten blade 
the length, number of teeth, type, make, 
thicknessand widthare plainly stamped in 
clear marking. This helps in proper blade 
selectionin selling—as wellasduring use. 


EASIER SELLING 
Here is a new blade, unsurpassed for 
flexibility and toughness, with an im- 
proved finish, having clear marking, and 
packed* in the exclusive STAR modern 
metal box lithographed in colors —no 
wonder we can say it’s easier to sell. 
STAR pioneered with the first “Moly” 
blade with the all-over copper finish— 
i now STAR leads with the 

first tungsten blade with an 
all-over green finish. 


STAR 


HACK SAW BLADES 


CLEMSON BROS., INC., MIDDLETOWN, N. Y. 
Tungsten and “‘Moly” Hand* and Power 
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SIMONDS 


“RED TANG” 


Files with teeth that 
cut like a Metal Saw. 
Remove more metal. 
Stay sharp longer. 
Any style or length. 
First grade only. 


Write for book ‘File Facts.”’ 


SIMONDS SAW AND STEEL CO. 


FITCHBURG, MASS. 











On one of his rare visits to his office, Mor- 
gan Potter, sales manager, Marquette Mfg. 
Co., Minneapolis, was caught by our photo- 
grapher. 


Carboloy Opens 
Los Angeles Office 


In line with recent industrial devel- 
the Pacific Coast, Car 

Company, Inc., is opening a branch 
tice in Los Angeles, according to an 
imnouncement by K. R. Beardslee, 


Carboloy sales manager. 


pment on 


fice, located at 5905 Pa 


cific Blvd., Huntington Park, Los An 


1 


The new 


geles, will carry a complete stock of 
the newly announced standard Carbo- 
loy Tools, as well as complete stock- 
if standard blanks, masonry drills and 
wheel dressers. A feature of the new 
iffices, 
maintenance men, is the pr 


provision of 
t grinding 


designed as a service to tool 
demonstration room, in 
which all types of Carboloy grinders 
will be set up for ready demonstration 
of tool grinding technique. The offices 
will be in charge of 5. W. Do uly and 
Ray D. Mack. 


New Toledo Headquarters 
For Detroit Ball Bearing 


Work 


the new 


has already been started on 
Toledo, Ohio, headquarters 
the Detroit Ball Bearing Co. of 
Detroit. The new building, located 
it 325-327 Tenth Street, will be 40 
feet wide and 60 feet long, of masonry 
‘onstruction and have two display 
rooms in front. Glazed tile and alu- 
ininum will be used in the front trim 
along with \coustically 
ceilings WW v installed in 

each display room. 
This Toledo branch, a 


Ohio corporation managed by G. E. 


limestone. 


treated il! | 


Binkelman, specializes in the distribu- 
} 


tion of ball and roller bearings, bronze 
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bushings, as well as pillow blocks and 
hangar boxes for power transmission. 
E. B. Massie is an associate in the 
territory. Mrs. Alma Bigelow, 12 
years in the business, has charge of 
the office and counter sales, ably as- 
sisted by William J. Dederich. 
Thomas B. Moore founded the De- 


troit Ball Bearing Co. in 1917 and 
is. still president. Other officers of 


he c mpany are: T. P. Moore, treas- 


urer, and R. J. Moore, secretary. 


Arthur P. Homer Dies 


Homer, consulting 
special envoy of the 
United States Navy Department when 
President Assistant 


Arthur Patch 
engineer and 


Roosevelt was 





av 
ARTHUR P. HOMER 


Secretary of the Navy, died on Octo- 
ber 9. He was sixty-four years old. 

Mr. Homer was sent to England in 
1917 by the Navy to negotiate for air- 
craft. Later he assisted in the 
duction of a patrol fleet at home. 

For several years Mr. Homer was 
president of the Power Transmission 
Council. 


nr 
ITO 
t 





Frank Brown, Walter Bilger and John 
Muller, American Pulley Co., after a session 
in the company's Philadelphia headquarters. 














& “= “% <2 
@ At Detroit are complete facilities for 
manufacturing Twist Drills, Reamers, 
Milling Cutters, Hobs and Special Tools. 





e@ At Wrentham, Mass.—Winter Bros. 
Co.—are facilities for makina standard 
and special Taps and Dies. 


r wns i ‘ 
i, a an 


- 


t camael 
NATIONAL 
TWIST DRIL 

& TOOL 
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NEW LINES 
laken on by 


Distributors 


EvizanetH HARDWARE Co., ELIza- 
BETH, N. J., is now distributing 
Delta tools and Skilsaw drills, saws 
and sanders. 


York, Pa., has been appointed a 
distributor for Gates V-belts and 
sheaves, Lunkenheimer valves and 
Alemite guns and fittings. 


| 
|YorK Macuinery & Suppty Co., 
| 


i'Bricgut & Co., Reapinc, Pa., is han- 
dling Gast paint sprayers, and 
Dixon's silica-graphite paints. 


FRANKLIN HarpwaArRE Co., New 
York, N. Y., is distributing Alemite 
equipment and clamps made by the 
Grand Specialties Co. 





CarTER, MILCHMAN & FRANK, INC., 


YALEHANDCHAINHOISTS — "05. 8, ¥> fas tow or 


pointed a distributor for Rockwood 



















pulleys, belts and sheaves and the 
oe i. : ARE INDUSTRY'S Caibaadien line of grinding 
a mare it J if , ) : wheels. 
MAINTENANCE ‘ rAd ChuoAice / MANUFACTURERS SUPPLY Co., GRAND 
o> ..’ & he P = @ 


Rapips, Micu., is handling Rusto- 
leum paints and fittings made by 
the Imperial Brass Mfg. Co. 





2 et a a ne ee RE 


TO YALE DISTRIBUTORS AND SALESMEN: 


. Tory Suppry C ToLep 
This is No. 15 in a series of Yale Chain Ho’st Mitt & Factory Suppy 0., Tor rs 
fact stories appearing in a large group of Out, has been appointed distribu- 
leading trade publications to help you sell. — = = > oni — ae 
Follow this series. Each ad is full of testified tor for Lunkenheimer products im 


sales arguments. ] the territory formerly covered by 
sana discontinued Toledo branch of 
the National Supply Co. 


| 
ne the 


There's a reason why industry chooses Yale Hoists 


—Yale builds hoists better. Somers, Fitter & Topp Co., Pitts- 


Yale pioneered the spur-geared hoist, the hoist RURGH, Pa., is distributing IW est- 
that gives the greatest lifting efficiency ever 
achieved. Yale engineers incorporated into these 
hoists extra safety features such as: non-fracturing \MOSKEAG MACHINE Co., MANCHES- 
load hooks, detachable shackles, friction-minimiz- rer. N. H.. GreenviLte TEXTILE 
ing, rust-resistant steel load chain, self-actuating C EO Cc 4 C areesaae < Cc. 
load brakes, and many more. SUPPLY o., REE ILLE, 3. *y 


es New Hampsuire EXpLosive Co., 

And finally, every Yale Hoist is tested up to Concorn. N. H.. Opett Mut Svup- 
150% of its rated capacity, must perform per- : C ‘Se oe ‘e Cc R 

fectly at this overload, before it leaves the factory. pty Co., Greensporo, N. C., RIN- 


7 KLEFF HaArpWARE Co., SANDUSKY, 
That industry approves Yale safety construction ( — : : 
, “ junto, D. D. Terrttt Saw Co., 
is borne out by the fact that every year industry tigpags \ - Saati Cane. & 
buys more Yale Hand Chain Hoists than all other BaNcor, : [AINE, | HIESEN IRE & 
hand hoists. Truck Suppry Co., St. Josepn, 
Are you in the market for a hoist? Follow the Micn., \ND ToLepo BELTING Co., 
lead of the leaders of industry . . . choose Yale ToLtepo, Onto, have been appointed 
Hoists for speed, safety, and economical oper- distributors of Hewitt Mechanical 
ation. Get in touch with your local Yale distrib- rubber goods. 
utor. Or write to us for catalog. 


inghouse Air Brake compressors. 











CHARLESTON Suppty Co., CHARLES- 
ron, S. C., W. L. Smita Co., New- 
pURGH, N. Y.. Wurey-HuGHes 
Suppty Co., Trenton, N. J., 

THE YALE & TOWNE MFG. CO. Georce F. Brake, INc., WorcESTER, 


Mass., Cotumrus Iron Works Co., 


MINING Capacities 300 Ibs. to 40 tons. 





PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 
IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists, Electric Hoists, Electric 
industrial Trucks, Hand Lift Trucks and Skid Platfarme 


Co_uMBus, Ga., KEYSTONE FILE & 
Toot Corp., Los ANGELES, CALIF., 
Ww». H. Taytor Co., Inc., ALLEN- 
TowN, Pa., Cotcu & Hey te, INc., 
Peoria, ILi., INpUSTRIAL SUPPLY 
Co., Sart Lake City, Utan, Mc- 
Gow1n-Lyons How. & SuppLy Co., 
Mosite, Ata. AND J. Russet, & 
Co., Inc., Hotyokre, MaAss., are 
among the new distributors ap-| 
pointed by the Blackhawk Manu- 
facturing Co. 


Morrison Mills, Chain 
Belt District Manager, Dies 


Morrison Mills, Eastern district 
manager of the construction equip- 
ment division of Chain Belt Co., Mil- 
waukee, died suddenly September 25 
in Philadelphia, Pa. where he made 
his home. 

Mr. Mills was service manager of 

* construction equipment division of 
the company from 1931 to 1037, and 
Eastern district manager since that 
time. 

He was born in Calumet, Mich. 37 
vears ago and was a_ graduate of 
Harvard University in the class of 
1925. 


Ashcroft Modernizes 
Gauge Trademark 


Ashcroft, makers of quality pres 


sure gauges since 1850, has announced CHOOSES YALE CABLE 


a new trade mark to appear on all 

\sheroft gauges in the future. The KING HOISTS 

shield outline, familiar to Ashcroft ° 

gauge users is retained. However, 

the date (1850) when Ashcroft made TO YALE DISTRIBUTORS AND 

the first gauges in this country, is now SALESMEN: 

shown on the shield, together with the This is No. 16 in a series of Yale Hoist 
ee “jTTe ” Tha és fact stories appearing in a large group of 
fetters U.S.A. lhe name Ash- leading trade publications to help you sell. 


croft’ in white across the cente1 Follow this series. Each ad is full of testified 
sales arguments. 


makes it a most prominent trade mark 
Along the banks of the River Rouge is the world's 
largest industrial plant — that of the Ford Motor 
Company, outstanding example of American ef- 
ficiency. Here, from continually moving assem- 
bly lines come Ford and Mercury motor cars. 

Along these assembly lines the Ford Motor 
Company uses Yale Cable King Wire Rope Elec- 
tric Hoists for hoisting jobs. 

Manufacturers in every line of business have 
found that Cable Kings do hoisting jobs faster, 
better, more economically. They have found that 
they can depend on the speed and efficiency of 
air-cooled Cable Kings. 






Have you a hoisting operation that needs an 
ever-ready, dependable electric hoist? Then 
you'll want fo investigate the Yale Cable King. » or 
Get in touch with your distributor today. Or a be 
write to us for full information. ) 
, 4 
ee’ 
J. L. French, veteran treasurer of the > a 
Hand Hardware Co., Elizabeth, N. J. De- 
spite many duties, Mr. French finds time to 
check pontine on new developments. | THE YALE & TOWNE MFG. Co. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 
IN CANADA: ST. CATHARINES, ONT. 


Capacities '/4 to 6 tons. 


Makers of Yale Hand Chain Hoists, Electric Hoists, Electric 


. 7” ’ vr If sha 7H , ot J. Dl nthncene 









PACKING, 
Sa 
= SEL MONT ‘ 
<Q ae 


POWER TO YOUR CUSTOMERS 


When You Sell Them Belmont 


This month we're pointing out to pack- 
ing buyers throughout the country that 
Belmont Packings help prevent power 
leaks. And we're giving them factual 
selling details. 


You can do the same. Take Belmont 
319, for example. Explain to each cus- 
tomer how only the finest quality rubber 
friction duck is used. Then tell them 
about the original Belmont hollow cen- 
ter which provides a point of least re- 
sistance for contraction and expansion. 
And as your clincher, you can point out 
that this hollow center also serves to 
keep friction at a minimum, since the 
packing tends to “breath” towards the 
“hole,” as varying pressures are ex- 
erted in the stuffing box. 


These are the kind of real, down-to- 
earth selling facts that stand back of 
every piece of Belmont Packing. Use 
them—and you're bound to do a job. 


P. S. The new Belmont Catalogue is loaded 
with this type of factual sales ammu- 
nition. Refer to it before every pack- 

ing call. 





THERE’S A BELMONT 


PACKING FOR EVERY 











SUGGESTED PACKINGS 
FOR WATER SERVICE 


BELMONT 319 
Hollow Center Packing 


Made of finest quality closely 
woven rubber frictioned 
duck, wrapped on itself and 
moulded to size. Supplied 
in packing space sizes 
“%” and over; lubri- 

cated and graphited 
unless otherwise 

specified. 






















BELMONT 9 


Special Hydraulic 
Packing 


Made of Long Line best 
quality Flax stitched 
with strong linen thread 
into a moulded rubber 
and duck channel. The 
double combination of casing and flax 
makes two packings in one against the 
wearing surface. Supplied lubricated and 
graphited unless: otherwise ordered, in all 
packing space sizes from %” upward. 















+e Be Eom > 


BELMONT 


a ae ee 


i ae 


THE BELMONT Me eed. & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 


62 





MILL SUPPLIES © NOVEMBER, 1940 








Night hotel scene in York, Pa. The over- 
time workers are J. J. Meister and H. E. 
Russell, industrial division, A. Schrader Sons 
Division, Scovill Mfg. Co. and Walter Ehren- 
feld, L. A. Benson Co., Inc., Baltimore. 


Norton Announces 
Sales Changes 

Norton Company, Worcester, Mass., 
has announced several transfers in the 
sales departinent 1 the 
sion. = C., 


abrasive divi- 
Milton Ekberg of the sales 
department, Worcester, 
has been appointed field engineer in 
the Chicago district and William <A. 
Russell has been appointed field engi- 
neer in the Pittsburgh territory. 

Alden P 
the sales engineering department, has 
been transferred to South Bend, Ind., 
as a salesman assisting J. B. Eckstedt. 
J. L. deVou, who has been engaged in 
field engineering work in the Chicago 
and Cleveland districts, has been ap- 
pointed a salesman with headquarters 
in Toledo, Ohio, assisting R. H. 
Cannon. 


engineering 


. Johnson, also a member of 





Harry Flavell, president, W. O. Barnes, at 
the front door of his company's new plant. 
He is easier to catch now that his boat is 
out of the water. 





UMI 








UMI 






Medart V-Belts have a long, flexible life. They have the 
proper balance between groove gripping action, tensile 
strength and wrapper life, and have cool running character- 





istics. 


SLL 





Medart-Timken Pillow Blocks are avail- 
able in four types . . . come completely as- 
sembled, adjusted and lubricated. They 
are sealed against leakage of lubricant and 
dirt cannot enter the housing... require 
no attention in service... easy to install 
or remove. 





Medart Gears are available in 
all standard types and sizes. Spe- 
cial designs can be produced to 
suit specific needs. 


m1 











ECHANICAL POWER 


RANSMISSION EQUIPMENT 


VERY ADVANTAGE accrues to the distributor of Medart 

Power Transmission Equipment. He operates under a dis- 
tributor policy that is sound and meets the requirements of his 
territory. His engineering facilities are backed up by one of the 
nation’s outstanding staffs of power transmission experts. He has 
available for industry a complete line under one name and a single 
responsibility. He is constantly and continuously designated as the 
source of supply for Medart equipment and capitalizes on all 
Medart advertising, whether national or local, in his territory. 
Learn the many advantages of a Medart distributorship . . . write 


for complete details and distributor proposition now. 


THE MEDART COMPANY 
3514 DeKclb St. «© St. Louis, Mo. 


For Power Travel at Reduced Rates 





Medart Pulleys are available in all types and Medart-Timken Flange Unit for floor or 
all sizes... cast iron, steel rim, wood and the step bearings and for mounting on the 
well known Medart-Hercules comstruction. = side of housings or frames. 


mati 
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National Defense 
Speeds Industrial 
Activity... 
and Offers 
More Sales 
Opportunities 
for the Complete 








SIMPLEX STEEL SLIDE VISES 


sa. f 





DESMOND HEX DRESSER 








DESMOND LINE OF 
DRESSERS, CUTTERS and 


SIMPLEX stTee sLipE 











DESMOND HUNTINGTON 
DRESSER 






DESMOND 
HEAVY DUTY 
DRESSER 


DESMOND 
HUNTINGTON 
CUTTERS 





VISES! 


@ With new plants and 
new additions being built 
now you will find a ready 
market for Simplex Steel 
Slide Vises. Buyers recognize the extra 
strength and service in these vises. 


Write now for literature and prices 
and get ready to supply your customers 
with these modern and stronger vises. 


Your customers grinding production 
depends on keeping their wheels fast 
cutting and accurate and with Desmond 
Dressers and Cutters you can supply 
them with the proper wheel truing tool 
for all of their wheels. 


Only Desmond makes a complete line 
of dressers and cutters and our large 
stock insures immediate shipment of 
your orders. 


Let us send you copy of our catalog 
and discount sheet on this widely used 
and profitable line of wheel dressing 
equipment. 








The 














DESMOND 
DIAMO-CARBO 
DRESSER 











ce 


OHIO 
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DESMOND-STEPHAN 
MANUFACTURING CO. 


URBANA, 





George Reuter, 
Baltimore, 


L. A. Benson Co., Inc., 
takes a well-earned rest after 
supervising the preparation and serving of 
a real feed at his company’s annual outing. 


New York Power 
Transmission Club Meets 


rular meeting of the 
1940-1941 season was held by the 
New York Power Transmission Club 
on Friday, October 4. 

The principal speaker was Hartley 
W. Barclay, editor, Mill & Factory. 
He discussed the effect on factory pro- 
duction of the national defense pro- 
gram. 


rhe second reg 


Elizabeth Hardware Moves 
Perth Amboy Branch 


Amboy, N. J., branch of 
Hardware Co., Eliza- 
has been moved to 217 
Street. 
This move 
larger quarters 


parking 


The Perth 
the Elizabeth 
beth, N. 2 
Favette 
provides considerably 
and greatly increased 
facilities. 





Bob Lemley, Jones Foundry & Machine 
Co., Chicago, had always wanted to ride 
one of those darned things but he hadn't 
counted on Warren Jones, Jr., same com- 
pany and John Law coming back so soon. 
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vs 1000 “AMERICANS” 

NYA 

N/ GHUAWE G call for 
GREATER PRODUCTION 


Ror eennee 


—f/ 


| 
i) 


—\Y 
> WY": 


BN 
Sr. 


Availability and proved performance are two “brass-tack” considera- 
tions underscored by the call for greater production. The quickest, 
surest, most economical way to get machines producing is through 
the use of completely modern “American” Flat Belt Drives. 








The experience of many of the country’s most 
progressive plants has proved this conclusion. 
One of them, expanding capacity to participate 
in the defense program, recently bought 1000 
‘‘American’’ Steel Split Pulleys on the basis of 
years of satisfactory experience with them, 


ON SHORT CENTERS, “ American’* Stéel Split Pulleys plus ‘‘American’’ Ten- 


Part of this shipment is shown above—ready 
for on-time delivery. 

For modern group drives... for highly efficient 
short center drives—the American Pulley line 
can’t be beat. And American Drive Selection 
Service insures the selection of the right equip- 
ment to meet each particular transmission problem. 


ON Group DRIVES, ‘American’ Steel Split Pulleys help to achieve the high 
efficiency for which such drives are famous. Total connected horsepower 
averages one-third less than would be required for individual drives. 


sion-Control Motor Bases provide a combination that can't be equalled for 
long belt wear...reduced bearing pressures...and low maintenance costs. 


66 MILL SUPPLIES © NOVEMBER, 1940 





Since no two plants have identical problems in power 
transmission, there can never be a standard solution. But years of 
experience have enabled us to develop a standard method of approach 
to transmission problems—an approach offered to industry as American 
Drive Selection Service. The ‘‘American”’ line, comprising a variety of 
types of drives, provides equipment best suited to each plant's partic- 
ular needs. Get the advantage of valid, unbiased recommendations—put 
your transmission problems up to American Drive Selection Service. 


In addition to Steel Split Pulleys, the “American” line includes: 


“American” Reduction Drives **Wedgbelt” Adjustable-Diameter Pulleys 
Tension-Control Motor Bases “Wedgbelts" (V-belts) 
"Wedgbelt” Pulleys “Hi-Torque”™ Motor Pulleys 

(Single and multiple grooves) Shaft Hangers, Bearings and Collars 


The AMERICAN PULLEY Co., 4220 Wissahickon Ave., Phila., Pa. 


| "Cnetican [lle comes 
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in the 


PETROLEUM INDUSTRY 












Photo courtesy National Petroleum News. | 


The petroleum industry ranks fourth largest in the United States. It employs more than a million 
Americans who collect an anhual payroll that exceeds $1,500,000,000. Petroleum creates one-third of all 
United States power and comprises one-eighth of all United States exports. Petroleum and its —- 
account for one-third of all United States water-borne trade and total one-eleventh of all railroad freight 


trevenue 


In the Petroleum Industry, as in many others in the 
d ican industrial ress, Barnes Better 


9 c prog 
b Hack Saw Blades and Band Saws are known for the cost 
po economies they effect in metal cutting operations. They 
oi are sold through a national organization of distribu- 
tors who can supply you with a good Barnes Blade or 





Saw for every metal cutting need. 
Just try ‘em and see! 
Write today for the Barnes Metal Cutting 
Manual. It's full of valuable data for pro- 


duction and maintenance men its the 
vest pocket. No charge! 


oe WALAMAIES ING» 


Vevey 





EXPORT OLPARTMENT - 211) WOOOWARD ave. OFTROIT 








% |f you are not altogether satisfied with the line of hack saw 
blades and band saws you are carrying, better decide to 
investigate Barnes. It's a fine line — with a good Barnes Blade 
or Saw for every metal cutting need. And you'll be impressed 
with their day to day performance records in the field. 


Barnes Better Hack Saw Blades and Band Saws are sold 
through a countrywide organization of distributors who are 
backed by intelligently planned sales aids that make their sell- 
ing job easier. Advertising is just one of them. Make a note 
of the name (Barnes) and address and decide today to write 
us about the others. 


oe The advertisement reproduced above is the fifth of @ 

series of two-color full pages running in a list of trade 

popers reaching 100,000 customers and prospects every 
month. 
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Pittsburgh Gage & Supply Co., Pittsburgh, 
recently opened a completely equipped 
branch in this building in Altoona, Pa. H. A. 
Tuck, district sales manager, is second from 
right in the group above. W. D. Little, the 
branch manager, is second from the left. 


LEGAL NOTICE 


CIRCULATION, ETC REQUIRED 
ACTS OF CONGRESS OF AUGL 
1912, AND MARCH 3, 193: 
Of Mill Supplies, published monthly, and semi 
re in December at Albany, N. Y., for October 1, 
40. 
State of New York ?} 
County of New York { 
Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared D. C. McGraw, 
who, having been duly sworn according to law. deposes 
and says that he is the Secretary of the MeGraw-Hill 
Publishing Company, Inc., publishers of Mill Supplies, 
and that the following is, to the best of his knowleds 
and belief, a true statement of the ownership, manage 
ment (and if a daily paper, the circulation). ete., of 
the aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 1912. 
as amended by the Act of March 3, 1933, embodied 
in section 537, Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 
1. That the names and addresses of the publisher, 
editor, and business manager are: Publisher, McGraw 
Hill Publishing Company, Inc., 330 West 42nd St., 
: ~% Editors, John J. Welch and James A. Chan 
non, 330 West 42nd St., N. Y. ©. Business Manager, 
A. M. Morris, 330 West 42nd St., N. Y. ¢ 
2. That the owner is: (If owned by a corporation, its 
nome and address must be stated and also immediately 
thereunder the names and addresses of stockholders own 
ing or holding one per cent or more of total amount of 
stock If not owned by a corporation, the names and 
addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated con 
cern, its name and address, as well as those of each 
individual member, must be given.) MeGraw-Hill Pub 
lishing Company, Inc., 330 West 42nd St., N. Y¥. © 
Stockholders of which are: James H. MeGraw, 353 
42nd St., N y Cc James H MeGraw, Jr, 350 
West 42nd St.. N. YY. C. James H. MeGraw, James H 
McGraw, Jr., and Curtis W. MeGraw, Trustees for 
Harold W. MeGraw, James H. MeGraw, Jr.. Donald © 
McGraw, Curtis W. MeGraw; Curtis W. McGraw, 320 
West 42nd St., N. ¥. C. Donald ©. McGraw, 0 West 
42nd St., N. Y¥. C. Anne Hugus Britton, 330 West 42nd 
St.. N. Y¥. €. Mildred W. MeGraw, Madison, N. J 
Grace W. Mehren, 73 No. Country Club Drive, Phoenix, 
Ariz. J. Malcolm Muir & Guaranty Trust Co. of New 
York, Trustees for Lida Kelly Muir, 140 Broadway, 
ny. % ¢€ 
That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 
total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None 
4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders. 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee is act 
ing, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe 
that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him 
5. That the average number of copies of each issue of 
this publication sold or distributed, through the mails 
or otherwise, to paid subscribers during the twelve months 
preceding the date shown above is (This information 
is required from daily publications onlv.) 
Db. C. MeGRAW, Secretary 
McGRAW-HILL PUBLISHING COMPANY, INC 
Sworn to and subseribed before me this 27th day of 
September, 1940 
[SEAL] If. FE. BEIRNE, 
Notary Public, Nassau County Clk's No, @. N. ¥ 
Cik's No. 974, Reg. No, 2-B-609 
(My commission expires March 30, 1942) 


STATEMENT OF THE OWNERSHIP, MANAGEMENT. 
BY THE 
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THIS MONTH’S SALES BOOSTER 
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FOR LUNKENHEIMER DISTRIBUTORS... 
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raw ***REACHING PRACTICALLY ALL THE SPEAKING OF ORDERS 
St., eee 
‘han SPECIFYING AND BUYING AUTHORITIES 
ag IN MAJOR INDUSTRIES Are you getting your shore of iron body gate valve 
eee ; business? Are you employing every opportunity to show 
hag i “ "ed the superior design and construction of Lunkenheimer Iron 
and R is M bt M 4 b R mpi tv e Y Body Gate Valves? Facts cannot be disputed — they speak 
con for themselves, and much more convincingly than words. 
rab e But they must be clearly demonstrated to valve buyers 
ec yyy and there is no better way than a direct comparison be- 
yy e tween Lunkenheimer and other makes. 
Ay YOU CAN USE IT WITH Put this on your ‘must’ list . . . “more orders for 
ramet GREAT EFFECTIVENESS Lunkenheimer Iron Body Gate Valves’. 
Sa WHEN YOU'RE SELLING Be sure you have a supply of our new Circular 564 
= 1 “CORRECTLY ENGINEERED” ee one neg ere 
(lway, } ° ' ery e ur u mers 
other | LUNKENHEIMER VALVES and prospects will help you get orders. 
ore of | 
rites 
os tlie Profit from the experience of our own factory representa- 
iIders tives who, year after your, awe soune thot the ena ESTABLISHED 1862 
s and . . eee . 
at tee way to convince buyers of Lunkenheimer's “Engineere CO. 
ler on Superiority” is to take a Lunkenheimer valve apart and THE LUNKENH EIMER oe 
ane of compare it point-for-point with whatever valve the pros- —wQUALITY’= 
tr pect has been using. Throughout the year, our advertis- CINCINNATI, OHIO. U. S.A. 
heliet ing will feature this visible proof of Lunkenheimer qual- NEW YORK CHICAGO | 
Seep ity, so take full advantage of a proven sales womay BOSTON _PHILADEL 
— ...make point-for-point comparisons on every call. EXPORT DEPT. 318-322 HUDSON ST. NEW YORK 
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= The Line cf Car wetly Enginceud Valves 
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“Handful of HOLDING-POWER” 


— as advertised to your customers 


O MORE than 140,000 engineers, engineering executives, 
factory managers and maintenance men, we say this month:— 


“The hand that grips these hollow screws holds the big- 
gest handful of gripping-power so far available to engineers... 

“Through improved methods of cold-drawing and ‘pres- 
sur- forming’, ALLENS are given more and more strength for 
tremendously tight set-ups. 

“Through perfected threading, they have greater ability 
to resist loosening under vibration. The Set Screws are pre- 
cision-threaded on lead screw threading machines. The Cap 
Screws are ‘duo-process’ threaded,— which means (in addition 
to surface accuracy) that the axial fibres of the steel are made 
to conform to the contours of the thread profile. 

“By virtue of these threading developments, ALL of the 
thread - surfaces engage in the tapped hole, with evenly dis- 
tributed friction-pressure over the entire length of the thread”. 


The above facts serve to emphasize that you never lack 
powerful sales-points in selling ALLENS. You never lack new 
developments to talk about. And just as ALLENS HOLD with- 
out fail, so do they hold your customers. 


Sold only through the Mill Supply Distributor 
THE ALLEN MANUFACTURING COMPANY 
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Frank W. Hoetzlein, new assistant man- 
ager, industrial department, Harris Pump 
and Supply Co., Pittsburgh. He was form- 
erly with Penn General Supply Co. in the 
same city. 


Curtis Heads Timken 
Milwaukee Division 


Officials of the Timken Roller Bear- 
ing Co. have announced the appoint- 
ment of George W. Curtis as the 
Milwaukee division manager. Indus- 
trial and automotive bearing sales as 
well as alloy activities of 
this division will be under his super- 
vision. 

Since Mr. Curtis’ graduation in 
1920 from Carnegie Institute of Tech- 
nology he has important 
engineering and sales capacities at 
Canton, Ohio, and Pittsburgh, Pa. 
Upon his transfer from Pittsburgh to 
Milwaukee in 1930 he was made dis- 
the industrial divi- 





steel sales 


served in 


trict manager of 
sion. 





H. H. Crosby, vice-president, Riechman 
Crosby Co., Memphis (with hat), and H. S. 
Wright, manager, electrical department, con- 
fer with a customer at a recent engineers’ 
banquet. 














THE OIL FIELD'S SLUSH 


TO THE PROJECTION ROOM'S HUSH 


Two of America’s biggest industries—oil and is based on recognizing and understanding 
the movies—are two of Thermoid’s best V-Belt 
customers. But what a difference in the belts 
they buy! The oil producer uses 16 huge E- 
section belts to drive the 54” pulley on his 
power slush pump (transmitting as much as In any problem involving industrial rubber 

595 H.P.). The movie exhibitor uses a pair of products— Hose, Belting, Packings, or meeme 
quarter-inch belts to run the high speed pulleys Linings of any type—you’re on 

on his projector—a load of less than 14 H.P. the right track when you turn to -| (Pil 
—so smoothly and silently that your ears Thermoid. You can count on ex- “acm y 
never detect a whisper or your eyes a flicker. 


the specialized requirements of every customer 
—no matter how large or small the belts he 
needs, no matter what the type of service. 


pert recommendations, person- 
True, these applications represent Re ex- alized service, and unexcelled 
tremes. But Thermoid’s reputation for V-Belts quality in the product itself. 


Standard types of belting Standard types of hase 


made by Thermoid made by TRermoid 
Transmission Belting Air Hose 


Conveyor Belting Water Hose 
Multiple V Belts Steam Ho: 
Grader Belting Tank Truck H 
Canners’' Belting Gasoline 
Bucket Elevator sTopaabate! 


Suction 


BELTING HOSE PACKINGS BRAKE LININGS 
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WAREHOUSES 


BALTIMORE 
OC ert. Oi 
oak eA EO 
CHICAGO 
CINCINNATI 
CLEVELAND 
DETROIT 
E R | E 
MEMPHIS 
NEW YORK 
PHILADELPHIA 
PITTSBURGH 
att OU LS 
SAN FRANCISCO 





















... to fill your orders quickly, 
Continental has fourteen well 
stocked warehouses located 
within local telephone reach 
of 95% of the industrial and 
contracting markets of the 
United States. Some exclusive 
territories still available. 
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Fergusson, Rust-Oleum Head, 
Passes Away While on Trip 


Captain Robert Fergusson, 63 years 
old, president and founder of the Rust- 
Oleum Paint Corp., Chicago, passed 


CAPTAIN ROBERT FERGUSON 


away suddenly, October 13, while re- 
turning from a_ business trip in 
Canada. 

Captain Fergusson came to this 
country from Scotland when he was 
16 years of age. For 40 years he 
sailed the seas, 28 of which he was 
a ship’s captain. After the World 
War when he was made Fleet Cap- 
tain of the Shipping Board in charge 
of the laid-up fleet, he settled down 
in New Orleans. In 1931, he left 
New Orleans and came to Chicago 
and established the Rust-Oleum Paint 
Corp. which just recently erected a 
new plant in Evanston, Ill. Two sons 
who have been active in the business 
for some time will continue the com- 
pany's activities. 


Those Allis-Chalmers boys have been fishing 
again. Walter Geist, vice-president, here 
exhibits a 24-lb. muskie, caught near Qui- 
bell, Ontario. It was one of seven he 
hooked on this trip. 
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A BRAND 


2, 


ANY 


eer (BCE AND A BRAND NEW PROFIT 





Carriage bolts of heat treated steel are accurately 
made, have smooth, round heads and true, square 
shanks. Available in either rolled or cut threads. 
Stocked in a full list of sizes up to %-inch diameter, 
14-inch length. Larger sizes made to specifications. 








The Weather-tight Bolt is for wood construction. 
Head of this bolt sets flush with surface of wood 
without counter-boring. Prevents moisture seepage 
beneath head and from nut end as well. Tapered 


Elevator Bolts are made in four standard types. No. |, 
flat head countersunk; No. 2, oval head; No. 3, flat 
head,with slot,four fins beneath head; No.4, flat head, 
four fins beneath head. Stocked up to %-inch diame- 
ters; made with large heads to Bolt Institute standards. 





Twin Thread Lag Bolts penetrate wood twice as fast 
as old-style single thread lag bolts. Hold tighter; 
self-centering; long tapered point permits starting 
by hand. And they sell at standard lag bolt prices. 


UMI 


splined shanks prevent turning when nut is applied. 


® A new bolt which has more than usual profit possi- 
bilities for you! It has so many uses that we ourselves 
don’t know all of them yet! It's the new Lamson 
Weather-tight Bolt, which can be used wherever your 
customers use carriage, step or elevator bolts. It is for 
wood construction—and it’s designed by our engineers 
to prevent water or moisture from entering the wood 
from either end of the bolt! It was designed for rail- 


i 


Oe ey a ee 











road box-car construction, to make box-car sheathing 
water-tight. It works so well in other uses however 
that its application is spreading rapidly. For garage 


doors, for instance—and wherever wood is bolted 

and exposed to weather. Ask for samples from 

your jobber, or from us, naming your jobber. 
a 

THE LAMSON & SESSIONS CO., Cleveland, Ohio 


+e Oo 3 
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FAST CUTTING 








FINE FINISHING 





LONG LASTING 





UNIFORMITY 





DEPENDABILITY 





SERVICE 


LIS IATTISIN 
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— VALUE 


What is value in Sandpaper? 





It is not price alone but a com- 


bination of all these character- 


istics: 


Management recognizes it; 


Men in the shops appreciate it: 


And Industrial Supply Distrib- 


utors realize its importance in 


selling the Coated Abrasives 


that are preferred for technical 


sanding operations. They stock 


and sell Behr-Manning exclu- 


sively. 


The complete story is — 


** Reduce the Cost per Piece Sanded”’ 


Ms110 


BEHR-MANNING 


DIVISION OF NORTON COMPANY 


zaG@. Maen. 
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Although this section of the Carson-Newton 
plant in Belleville, N. J., was erected only 
recently, plans have already been made for 
an extension. 


Chicago Purchasing Show 
Scheduled for November 13 


On November 13 and 14 the Pur- 
chasing Agents Association of Chi- 
cago will hold its tw elfth annual prod- 
ucts exposition in the exhibit hall 
and mezzanine floor of the Hotel 
Sherman. This event offers a display 
of new products, processes and serv- 
ices by both members of the associa- 
tion and advertisers in the associa- 
tion’s monthly magazine, The Chicago 
Purchasor. 

The noon luncheon on Wednesday, 
November 13, will feature Donald 
McGibeny, noted N.B.C. commentator 
who will speak on world affairs. Fea- 
tured on Wednesday afternoon and 
evening, will be free showings of the 
DuPont sound motion picture film, 
“A New World Through Chemistry.” 
The annual banquet on the evening 
of the fourteenth closes the exposi- 
tion. The speaker on that occasion 
will be Whiting Williams, national 


industrial consultant, who will speak 
on “What Are 


For ?” 


Workers Working 








Arthur Boettcher, whose appointment as 
vice-president and sales manager, Shadbolt 
and Boyd Co., Milwaukee, was announced 
in the last issue. 
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THE SIMPLE "“TORQUE-TEST" PROVES THE JUST STAND THE SIMPACT UP OilL POCKETS PERMIT OIL TO FLOW 
"TOLEDO" SIMPACT REQUIRES LESS EFFORT WHEN NOT IN USE. BALANCES DIRECTLY ON THE SIMPACT DIES, WITH- 
TO OPERATE. EASILY. ALWAYS READY. OUT WASTE. CLEAN THREADS. 


A FEW TIMELY SALES HELPS ON THE 
NEW "TOLEDO" SIMPACT 1” TO 2” 
SELF-CONTAINED RATCHET THREADER— 


One set of high-speed steel dies thread all 4 sizes 
of pipe. 


Finger tip die adjustment. Sizes changed in a frac- 
tion of time ordinarily required for cam-type receder. 


Automatic drip oiling. Oil pockets are filled at start 
of thread and oil continues to drip on pipe and 
dies as tool revolves. 


Pulls easier for a given depth of thread than any 
other one set dies threader. 


Minimum number of moving parts, easier to clean, 
longer wear. 


Work holder is simple, positive and long lived. 


The "Toledo" simpact stands up on floor for easy 
handling. 


yp oe 


A VERY IMPORTANT FEATURE OF THE "TOLEDO" 
SIMPACT IS ITS MINIMUM NUMBER OF PARTS. A Sell the “Toledo'' simpact—for service—for satis- 


SMALL NUMBER OF PARTS MEANS QUICK ASSEMBLY 
AND DIS-ASSEMBLY. EASY CLEANING. LONG LIFE. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


TOLEDO, OHIO NEW YORK OFFICE, 502 NO. 2 RECTOR STREET BLDG. 


"TOLEDO 


es mr onrae 


faction—for repeat business. 
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Hugh Krampe, newly appointed Chicago 
district sales manager of the Shaw-Box 
Crane & Hoist Division, Manning, Maxwell 
& Moore, Inc. 





“Found this shop spending plenty : Been trying for years to get into 
Be on trimming dies for short runs on WN this big maintenance of way shop. 
¢ ) \ all kinds of shapes. Showed them Not long ago, I heard they had | 
, \ ae how a Mighty Midget Unishear | a problem, cutting big 12 gauge 
5 | could cut out the same shapes, sheets for repair work. Stanley | Hardware Associations 
i accurately and fast. The clean, 144A Unishear got the order | Elect 1940-41 Officers 
\ | smooth edges and the fast cut- quick, and the superintendent is 
de ting without distortion sold them.” z- sold to the hilt on it.” \t 


the conclusion of a very 
successful convention at the Marl- 
borough-Blenheim Hotel, Atlantic 
City, October 14 to 17, members of 
the National Wholesale Hardware 
\ssociation elected the following. offi- 
cers for the coming year: Glenn E., 
Jennings, Wright & Wilhemy Co., 
Omaha, Neb., president; W. W. 
French, Moore-Handley) Hardware 
| Co., Birmingham, Ala., vice-president ; 
F. F. Thomson, Thomson-Diggs Co., 





Sacramento, Calif., vice-president ; 

a “This sign shop was ‘way be- o) "I've been in this game long A. J. Becker, Ohio Valley Hardware 
hy » hind on orders, cutting letters and (Wz) enough to know that a saving will & Roofing ¢ . Evansville, Ind., 
A YRN® signs out of 12 and 16 gauge - an — every — On _ vice-president ; a A, oo 
wy sheets. Now they're geared up jo oe ing section rom stainless secretary-treasurer ; lomas AA, Fern- 
to lick competition, with twe steel sink, No. 16 Unishear cut | ley, Jr., assistant secretary-treasurer. 

: time 70%, permitted salvage of ark Lyons *Gowi rons Hard- 

Mighty Midgets and a big Sta- pe g Mark Lyons, McGowin Lyons Hard 


$1.60 in metal on each cut, and 
tionary Unishear cutting curves, leaves smooth edges ready for the 
% \. = angles, all shapes.” Ss & next step. Sure I got the order!” 


ware & Supply Co., Mobile Ala., re- 
tiring president, becomes a member 
f the advisory board. 












YOU CAN'T MISS sales like these when you've 


got the Stanley Unishear line to offer. To cut any 


New members of the executive com- 
mittee are: John M. Holmes, Holmes 
Hardware Co., Pueblo, Calif.: W. P. 
Pracy, Tracy-Wells Co., Columbus, 
Ohio: and Claiborne R. Watkins. 
; . Watkins-Cottrell Co., Richmond, Va. 
Sachets, comet op ll New officers of the American Hard- 
making sales for you? Stanley Electric Tool Division, oe coos ae on ei ware Manufacturers Association are: 


on. 2 gauge, stationary Unishears Richard Harte, \mes, Baldwin, 
The Stanley Works, 146 Elm St., New Britain, Conn. uptol0gaugehot rolledsteel. | Wyoming Co., president: P. E. Barth, 


Sargent & Co., vice-president ; Charles 


F. Rockwell, secretary-treasurer. 
N 4 F A R S Executive committee members elec- 
ted for a three-year ‘T re: BE. &. 


sheet materials, just plug in a Unishear and follow 
the line - no distortion, no waste of material. 

Like all Stanley Electric Tools, Unishears are big 
profit-makers for Stanley distributors. Are they 


term are: 
Ingersoll, Ingersoll Steel & Dise Co., 
THE ELECTRICALLY DRIVEN HAND SHEARS Philip Rogers, Millers-Falls Co., and 


Stanley Woodward, Ruberoid Co. 
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LONG LIFE LINE 


When disaster strikes at sea and the order comes “To the lifeboats” so much 
depends on the lowering ropes . . . they form the line that means life or... 
In industry Wood's Transmission Equipment has saved money and labor through 
its efficient trouble-free operation and in replacement costs by its exceptionally 
long service life . . . the results of skillful design, careful manufacture and 
high quality materials. For information on any Wood’s Product, write . 


‘T.B. / 
‘" 


SONS COMPANY 
Note: Some good ferritory still open 
to alert distributors! CHAMBERSBURG, PA. 


LONG LIFE 
LINE 


EVERYTHING IN TRANSMISSION Bearings —Collars —Clutches — Couplings —Contactors —Hangers— Pillow Blocks — Pulleys —V-Belt 
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VALVES 
PIPE FITTINGS 
FIRE HYDRANTS 


| 


fa Ve-Vaele 
No. 63 


THE KENNEDY VALVE 
MFG.CO. ELMIRA.N.Y 


Send 
the coupon 
for 
your copy 





% 


Kennedy 

Valve Mfg.Co., “, 
1550 E. Water St.,%, 
Elmira, N. Y. , 


+, 
%. 


*, 
+, 
Please send copy of * 


your new Catalog 63. 
Name 

Position 

Company 

Address 
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. . complete information on prices and dimensions, recom- 
mendations for service, and references to design details, special 
accessories, etc., all on the same or facing pages for every 
type of valve .. . uniform arrangement of all tables of pipe 
fittings, together with complete prices for each kind of finish 
... five different indexes for greatest ease in locating products 
by class, type and figure number . . . large illustrations of sec- 
tional and exterior views of every type of valve... and a multi- 
tude of other distinctive features which place this catalog in a 
class by itself for completeness and convenience. 





The new Kennedy catalog lists iron body and bronze gate, 
globe, angle and check valves for all standard services and pres- 
sures, standard malleable iron and bronze screwed pipe fittings, 
and cast iron flanged pipe fittings and flanges; the Kennedy 
Safetop and Standard Fire Hydrants; various valve specialties; 
a wide variety of valve accessories for special operating con- 
ditions; and includes a large section of helpful engineering data. 


The coupon will bring your copy by return mail... be sure to 
send it today. . 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 


Valves and Pipe Fittings 














Ever stop to think of the work involved in | 


getting those swell plant shots used in the 
Dodge Mfg. Corp's ads? Here's a behind- 


the-scenes shot taken at the Ascote plant | 


in Garwood, N. J. Left is Gordon Wilson, 
Dodge-Newark Supply Co., with Bill Davis 
(Ascote). 


New C-H Plant In 
San Francisco 


Cutler-Hammer, Inc., Milwaukee, 
Wis., announced the opening on Octo- 
ber 1, 1940, of its new factory, ware- 
house and sales office at 711 
Ave., San Francisco, Calif. 

This new plant is a modern, one- 
story structure, with every facility for 
efficient fabrication and production of 
panel boards, switch boards, multi- 
breakers, and special assemblies of 
motor control. Distribution is handled 
through four sales offices: \n- 
geles, San Francisco, and 
Seattle. 

The building also includes large 
warehouse space with complete facili- 
ties for stocking and handling the 
company’s line of electric control ap- 
paratus. 

Pacific Coast sales headquarters will 
also be located in the new building. 
F. H. Oberschmidt, manager of the 
San Francisco office, supervises the 
Seattle, Wash., and Portland, 
sales offices as well. 


Potrero 


Li ss 
Portland 


Ore., 


(03 3.5539-TIARa> 


. 116g iM “, 


y 


Neil Hurley, Independent Pneumatic Tool 
Co. (left) is pictured with Henry Pelle, 
Oscar Stoker and E. B. Graft, all of the 
Graft-Pelle Co., Louisville. 





Bill French, Dodge sales pro- | 
motion manager stands beyond the camera. | 
Photographer is Tom Carew (McGraw-Hill). | 





*% 33% LIGHTER FOR EASY HANDLING 


* ALCOA ALUMINUM CASTINGS 6 TIMES 
STRONGER THAN RATED CAPACITY OF HOIST 


No doubt about it—smooth movement of materials through 
manufacturing departments means more profitable operation. 


The AL-LITE Aluminum Hoist keeps materials moving quickly 
and efficiently. Because the AL-LITE is one-third lighter than 
hoists of comparable capacities, it can be quickly taken where it 
is needed most...and one man can do the job. Besides, the light 
weight saves installation time and conserves workers’ energy. 


The AL-LITE Aluminum Hoist is strong, rugged and dura- 
ble. It’s able to withstand the roughest handling and heaviest 
loads. Destruction tests prove that AL-LITE “Alcoa” castings 
are six times stronger than the capacity of the hoist. This sur- 
plus strength is the AL-LITE accident insurance. The AL-LITE 
hoist is outstanding for safety, quality and economy features— 
patented safety overload governor that works automatically, 
prevents dangerous overloads... fewer parts to wear and get 
out of order, corrosion resistant aluminum housing... load 
chain guides to prevent chains from twisting ... oil bath lubri- 
cation...5 to 1 safety factor. The /ight AL-LITE is right for 
quick, efficient materials handling. ...See the AL-LITE Safety 
Hoist at your mill supply distributor or write for bulletin. 


CHISHOLM-MOORE 
ORPORATION 


(Division of Columbus-McKinnon Chain Corp.) 
120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK » CHICAGO + CLEVELAND 
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THIS CM ADVERTISEMENT IS ONE OF A SERIES APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 


Every month the important specifying and buying powers among industrial operating executives are told about the 


advantages of CM products—sales messages that smooth the way for profitable distributor sales. Mill supply dis- 


tributors interested in tying up with an accepted and outstanding line are invited to write us for ‘franchise details. 
































The fifth successive Donnelley-compiled general catalog distributed by 
the widely known house of Manning, Maxwell & Moore, Inc. 


WHAT A NEW CATALOG 
OFFERS YOU NOW 


Greater returns from the accelerating industrial activity. 


Strengthening of your salesmen’s work and multiplication 
of their influence. 


“Round-the-clock” contacts with the men who originate 
requisitions. 


Requisitions in terms of your stock—orders which mean 
turnover and not “pick-ups”. 


Faster and cheaper handling of orders. 
Saving in time for your inside organization. 


Sales help free from overtime costs, government regula- 
tions, or the draft. 


, , . er ae 

The Donnelley catalog compiling service offers you now the fastest delivery, the highest 
: 

funduard tf accuracy, the greatest ‘avine of your time and labor, and the lowest price at 

which these values are obtainable. 

And—if you act promptly—your new catalog can still be an important aid in 1941. 


R. R. Donnelley & Sons Company 


350 East Twenty-Second Street Chicago, Illinois 
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Hugh Darling (left) and Fred Rohrer of the 
A. J. Glesener Co., San Francisco, copped 
the first prize for the most informative ex- 
hibit at the Purchasing Agents’ Association 
of Northern California exhibit on October 
15 and 16. This job was done by them 
without any factory assistance. 


Link-Belt Humanizes 
Bearing Lines 


Realizing the difficulties encountered 
by both distributors’ salesmen and cus- 
tomers alike in trying to distinguish 
between the series numbers assigned 
to various types of anti-friction bear- 
ing units, Link-Belt Co., Indianapolis, 
has taken a step toward overcoming 
this problem. It is humanizing the 
presentation of its five types by com- 
paring them with prize fighters and 
re-classifying the group according to 
the various weights of fighters known 
to the ring. 

Transmitting power is essential to 


both the fight game and industry. 
But while a prize fighter can see 
his opponent and transmit powerful 


punches in an attempt to floor him, 
industry must continually battle 
invisible foe—friction, 

Link-Belt, as a result of a thorough 
study of friction’s tactics, believes it 
can help industry and the men who 
service it by aiding them to visualize 
this problem in terms of human be 
havior. Hence, the whole line of 
these bearings will be known as “Fric- 
tion Fighter” 


an 


bearings. 





When this new three story, modern building 
was added to the Hewitt Rubber plant, the 
company celebrated by holding open house 
for its employees. It was named the Twom- 
bly Building in honor of Earle K. Twombly, 
vice-president in charge of manufacturing. 
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“Yes, sir, by sending for Laughlin’s new catalog and 
sales helps, I found out about a wire rope clip that’s an 
entire demonstration in itself! 


“Just a fist grip! Clench your fist — show the Laughlin 
Safety Clip. Pinch your thumb and finger together — 
show the ordinary U-Bolt Clip. My salesmen say it’s the 
best salesleader for wire rope fittings they've had in years! 


“I’m glad I got in at the head of the Safety Clip parade 
by sending for all the sales helps I could get!” 


DISTRIBUTORS! 

A new sales story — and a real profit — is right in 
the palm of your hand, too. The many sales-getting 
user-benefits of the Laughlin Drop-Forged Safety Clip 
are dramatic, easy to remember, easy to demonstrate, 
easy to understand. 


BRANCH SALES OFFICES 


1027 Magazine St., 
New Orleans, La. 
318 Penn. Ave. 
Pittsburgh, Pa. 
Lewis M. Gardner 
2223 Warner Road 
Fort Worth, Texas 
10 High Street 
Boston, Mass. 


71 Warren Street 
New York, N. Y. 

P. O. Box 217 
Cortland, N. Y. 

564 W. Randolph St., 
Chicago, Ill. 

2921 E. Grand Blvd., 
Detroit, Mich. 


The THOMAS LAUGHLIN CO. 


PORTLAND, MAINE 





TURN BUCKLE Hook & Eye PLAR SHAPE “MISSING LINE 





923 East Third St., 
Los Angeles, Cal. 
250 Perry Street 
San Francisco, Cal. 


605 Pioneer Bldg., 
Seattle, Wash. 


4000 York Street 
Denver, Colo. 


SHOULDER BUT RIN BOLT 











But the Fist Grip clip is not only an attention-getter 
in itself. Repeat orders follow when its advantages are 
felt throughout all the wire rope-using industries — 
and it opens up the way for sales of related items. 


Send for more information on all the savings that sell 
the “Fist Grip” clip — rope! tools! clips! delays! 
accidents! saved. 


LAUGHLIN PROTECTS THE DISTRIBUTORS 


‘Se SQ SSS eee eee eee ae Ree ee ee eee ee oe 
MAIL COUPON TODAY FOR FREE FOLDER & CATALOG 


THE THOMAS LAUGHLIN CO. 
PORTLAND, MAINE 


Please send your new catalog and new Safety 
Clip Folder _M6 


NAME... 
TITLE 


COMPANY...... 


ADDRESG........ 


aT ECC a ee 
Seeeeeeeecesaeeeseeeeeees =* 


ROUND PIN ANCHOR SHACKLE MISSING (mm SWOULDER NUT FYE BOLT ROPE SOCKET open patters 
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C. G. Pyle (center), general sales man- 
ager, Hygtade-Sylvania Corp., is in friendly 
hands, between U. Grant Barr, general man- 
ager, and R. H. “Dick'’ Barr, industrial 
supply manager, Reilly Bros. and Raub Co., 
| Lancaster, Pa. 


Warehouse Man Praises 
Handy Crane Truck 


Some time ago, our firm (Ducom- 
mun Metals & Supply, Los Angeles) 
decided that due to increased business 
and the constant demand for new 





stock, a new warehouse would be built. 

After months of study and careful 

thought, the plans were ready, the 

building got under way, and was fin- 

Specifications, dimensions and prices on the com- ally completed in December, 1939. The 

plete line of W-S Forged Steel Fittings are listed in pe ar god ages ge taal 8 

e eat se and needs no comment. rere 15 

this new bulletin @ W-S Screwed Fittings of forged no wasted space. The entrance, aisles, 

carbon and alloy steels in three pressure classes — loading space, and all essential features 

2000, 3000 and 6000 pounds @ W-S Socket are as they should be. All the mate- 

rial is easily accessible and placed 

Welding Fittings of forged carbon and carbon- where is can be packed and shipped 
molybdenum steels for use with Schedule 40, 80, with a minimum of effort. 

: The equipment is thoroughly modern 

160 and double extra heavy pipe @ Several pages ok ak hk ts dale ww i 2 

of usable engineering data have been included. particular need. There are five over- 

Information that you will find helpful in solving head cranes servicing four 600-ft. run- 


rei ; ways, two sheet shears, one plate 
your piping problems. Write for your copy now! shear, two bar and angle shears, three 
THE WATSON-STILLMAN CO., ROSELLE, NEW JERSEY abrasive cutters, and several power 
hacksaws. The torch shop is supplied 
with the latest and most efficient torch 
cutting machines on the market, and 
ESSUAE the pipe ship is completely equipped 
TEMPERATURE a any type of work in that 
LAGrG However, the one piece of equip- 
ment that in my opinion stands out 

Use the pressure-temperature charts on above all others is the crane truck. 
Pages 21 to 25 of Bulletin A-3. You will This unique piece of equipment, 
powered by giant electric batteries, is 
mounted on a platform equipped with 
right class of fitting for your particular | rubber tired wheels, and has a 78-in. 
wheelbase that allows an extremely 
short turning radius. The boom has 
a reach of 19-ft., can be swung in an 
arc of approximately 300 degrees, and 
ial | has a lifting capacity of 6000-Ib. of a 

7-ft. outreach. 

‘= 5 | Fi e One of our men watching it work 
orged tee ittings | for the first time aptly christened it 


“the whirly” and to us, the ware- 


find them most helpful in selecting the 








requirements. 
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Make a Note of the 
Nearest Branch 





Atlanta, Ga. Memphis, Tenn. 


Boston, Mass. Minneapolis, Minn. 
Buffalo, N. Y. New Orleans, La. 
Chicago, Ili. Newark, N. J. 
Cleveland, Ohio New York, N. Y. 
Dallas, Texas Oakland, Cal. 
Denver, Colo. Philadelphia, Pa. 
Detroit, Mich. Pittsburgh, Pa. 

: \ Indianapolis, Ind. San Francisco, Cal. 
Kansas City, Mo. Seattle, Wash. 


Los Angeles, Cal. St. Louis, Mo. 
Montreal, Canada 
Toronto, Ontario 


“FACTORY 


SERVICE vet Wht Ma 


Cuts Down “Time Out” for Tool Repairs 


























! With industry in high-gear, fast servicing of electric tools is an abso- 
T A lute necessity. Black & Decker Tools don’t have to be sent “back to 

HIS ADVERTISEMENT the factory” for overhaul—with consequent delays and tie-ups. There 

pointing out the widespread ser- are 25 Black & Decker Factory Branches in strategic United States and 
vicing facilities offered by Black Canadian cities—set-up to deliver “factory service.” Each Branch is 
& Decker is appearing currently d f io oie ° uth « " a 
in American Machinist, Mill and manned by factory-trained mechanics, equipped with complete servic- 
Factory and Iron Age and will be ing and repair facilities, including genuine B & D replacement parts. 
featured regularly in other lead- Th ]  Cacliialnn Sen den he slimehe Sedan 

ing trade journals reaching your e only such facilities in the portable electric tool industry. 

cnieoagiage . ; By making Black & Decker Quality Tools your choice, you first mini- 

Black & Decker’s servicing facili- ; ° S dly. if ate senescent iain 

ties, unparalleled in the electric mize repairs. Secondly, if you should need service, you eliminate 

tool seers, are on ee indica- delays. Consider these facts—then ask your distributor to demonstrate 
OR SEE SS SE the portable electric tools you need—or write: The Black & Decker 

, Mfg. Co., 717 Pennsylvania Ave., Towson, Md. 





LEADING DISTRIBUTORS EVERYWHERE SELL 


Ye Oe 
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house roughnecks, it will always be 
just that. 

Where we formerly required three 
to four hours to load a truck and 
trailer with heavy pipe, the operator 
now simply extends the boom, we slip 
the cables around a lift, the boom 
swings in a half circle, and deposits 
the pipe on the truck. The operation 
is repeated and the trailer is loaded. 
Within thirty minutes from the time it 
arrived, the truck is on its way. 

With the old method of loading by 
the use of ropes and skids, there was 
a high percentage of accidents, such 
as crushed hands, wrenched backs, and 
foot injuries. The “whirly” has re- 
duced the accident percentage to the 
absolute minimum. In the pipe yard 
stacking the larger sizes of pipe, trans- 
porting pipe to the threading machines, 
spotting heavy barrels of stock where 
they can be distributed to the best 
advantage, or loading shipments on 
the trucks when the overhead crane is 
not available, the “whirly” has become 
our most useful piece of equipment— 
and we wonder why we waited so long 
to acquire it. 

‘When a car of heavy tubing encased 

in long unwieldy crates is spotted on 
the side track, we no longer look with 
dread upon the taask of unloading. 
Instead of the two days of hard labor 
formerly required for emptying the 
car, the “whirly” simply reaches in 
and lifts the crates a half dozen or 
more at one time, deposits them on 
waiting trucks or on blocks where the 
overhead crane can shift them to the 
proper department, and the car is 
unloaded within 5 or 6 hours. 

During the rush of loading ship- 
ments in the late afternoon, it often 
happens that the accumulation of ma- 
terial in some department is so heavy 
that the overhead crane cannot handle 
all of it within the time limit imposed 
by trucking regulations. The “whirly” 
relieves this congestion by moving a 
part of the material to the department 
where a crane is available. This speeds 
up shipments that under former con- 
ditions may have been delayed sev- 
eral hours, causing inconvenience to 
customers and a possible loss of busi- 
ness. 

To sum it up in one short phrase, 
and again comparing it to the bull ele- 
phant, the “whirly” combines power, 
mobility, and resourcefulness in’ one 
compact unit and is proving indispen- 
sable to the efficient operation of the 
warehouse. 


Competitors Honor Cross 


Members of the hack saw industry 
honored William E. Cross, vice- 
president and treasurer, Clemson 
Bros., Inc., with a dinner at the Tray- 
more Hotel, Atlantic City, on October 
1, in celebration of his twenty-fifth 
anniversary with the Clemson firm. 



















eS NO THREADS to corrode oF leak — Metal- 
to-metal contact of rolled-in seat rings provides 


a tight seal and reduces maintenance to ® 
minimum. 
» DOUBLE TIGHTNESS obtained by contact 


between body and seat on both the shoulder 
and the flare end of the seat: 





» SEATS WON'T TURN or loosen in service, 


due to special design. 


= STREAMLINE FLOW thru the valve— 
Absence of lugs oF wrench grips minimizes 


turbulence and reduces pressure drop. 


se EASILY RENEWED if required — 9¢8t can 
be removed with an ordinary steel rod. Only 4 


swage OF roller is required to install new seats 
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KNOW these tools 
DEMONSTRATE 
them... and 


you can't fail to 
SELL them 


Above all else, industry today 
needs time, Good portable electric 
tools can save time for industry on 
hundreds of important operations. 
You can sell the fine Millers Falls 
line in ever-increasing volume if 
you'll study the features and ca- 
pacities of the individual tools... 
analyze the needs of the particular 
customer ... and then demonstrate 
—get the right tool into operator's 
hands and let it sell itself. 

Every Millers Falls portable 
electric tool has features which 
give it a competitive advantage. 
The line is complete... wide 
range of kinds and capacities, with 
stands and accessories to cover 
every need. Prices have not ad- 
vanced; promises of delivery are 
being kept. The market is ready 
and waiting; know this line. . . 
demonstrate it... and you'll sell. 


THERE'S PROF 
I 


pOoRTABL 
Drills 

Nut Run 

Screw Dr 

Dis¢ sanders 


ners 
ivers 


f you don't h 


te ; » 
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gerritory 


MILLERS FALLS CO. 
GREENFIELD, MASSACHUSETTS 

















MILLERS FALLS 
TOOLS 
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Distributors Take Part 
In Milwaukee P.A. Exhibit 


Leading industrial 
Milwaukee played 
October 22 
Fourth 


distributors in 
an active part on 
and 23 in making the 
Industrial Products Exhibit 





Carnation-clad distributors, Earle Sedl- 
mayer and Roy J. Bauer (both of R. J. 
Bauer Supply Co.), work with manufactur- 
ers’ representatives, left to right: W. Huyler 
(Standard Pressed Steel), W. Condit (in 
back, W. O. Barnes Co.), J. L. Roddy 
(Standard Tool), and W. Johnston (W. O. 


Barnes). 


of the Milwaukee \ssociation of Pur- 
chasing \gents a success. More than 
15,000 visitors poured through the 
portals of the Hotel Schroeder and 
thus chalked up a attendance 
record for the show. 

The exhibit which took up two com- 
plete floors of the hotel was not open 


new 


—_ 
TT) 
ried 


Frank Summers (Pritzlaff Hardware Co.) 
whips out a trusty portable electric drill 
and covers Art Schroeder (Pritzlaff) and 
Russ Gregory (Holo-Krome). 


to the general public. — Invitations 
were sent out by the Milwaukee asso- 
ciation to the executives and the op- 
erating personnel of all industrial 
plants in Wisconsin. These invita- 
tions were supplemented by personal 
and mail contact on the part of the 
106 exhibitors who participated. 
While the Milwaukee distributors 
who exhibited ‘were small in) num- 
ber, compared to the total number of 
exhibitors, the wide variety of lines 


shown by them attracted a = major 

















ES, it’s been that way for over 

fifty years—steel pipe has con- 
sistently out-sold all other types of 
pipe. And in these days of high-speed 
progress, that’s a record. You'll have 
to admit that any product that can 
win and hold leadership for that long 
must have what it takes to satisfy. 






(TODAY) 


“STEEL PIPE IS OU 
BEST SELLER” 





(50 YE 








Steel pipe has held its leadership be- 
cause it has not let industry down. It 
has always given more piping service 
per dollar of cost than any other pipe. 

Naturally NATIONAL Pipe of today 
is an improvement over the steel pipe 
of fifty years ago. Year by year it has 
been made stronger, more uniform, 
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se 
United State Steel Export Company, New York 


“STEEL PIPE 18 OVE 
BEST SELLER 


freer of scale, easier to bend, and 


less subject to corrosion or pitting. 
But fundamentally, it’s still the same 
pipe that won the confidence of build- 
ers, industrial men, and technicians 
fifty years ago—America’s Standard 
Wrought Pipe. Write today for com- 


plete engineering information. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 
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The Food Industry is Daily 
Fighting Contamination and 
Corrosion ... You can help 


them with 


ALOYCO STAINLESS STEEL VALVES — FITTINGS 














"One of the Aloyce Line” 


No. 120 Aloyco Lever 
Throttle Gate Valve 


Quick-opening Bolted Bon- 
net Type—Screwed ends 
only 


Easily taken apart for 
cleaning 


Used for Tank and Kettle 
Dump Valves or in filling 
lines in the Food Industry. 














Food manufacturing istbut one of hundreds of industries fight- 


‘ag to improve its pro¥uct while meeting modern competitive 
conditions. : 

’ “ 4 

Stainless Steel Valvesyand Fittings are daily providing new 
applications where they help conquer contamination and corro- 


sion...at the same time cutting production and materials costs. 


The “Aloyco Line” provides wide-awake distributors and their 
salesmen with a complete line of stainless steel valves and fit- 
tings to cash in on the new profit opportunities modern industry 
has created. Aloyco products are available in any special an- 
alysis to meet any corrosive problem. 


Aloyco pioneering of new designs and applications, and a 
decade of experience serving distributors assures you a line 
of stainless steel valves and fittings with a national customer 


acceptance. 


Be prepared, with the “Aloyco Line”, 
to render a complete valve service. 
Write for literature and discount sheet. 


i COMPANY, INC. 
1300 WEST ELIZABETH AVE., LINDEN, NEW JERSEY 
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Taking a breather in Cordes Supply Co. 
booth during suppertime lull are, left to 
right: J. H. Freed (Nicholson File), A. C. 
Ziemann (Cordes Supply), C. G. Lincoln 
(Morse Twist Drill), and John Tuohy 
(Manufacturers Brush). 


portion of the attention. In every 
case, manufacturers’ representatives 
on their leading lines were present to 
supplement the distributors’ sales 
forces and lend a hand in answering 


inquiries. Quite a few orders were 





Novel catalog display captured attention 
in Shadbolt & Beyd Co. exhibit. Irv. Bur- 
dick (Shadbolt & Boyd) smiles approvingly 
while E. F. Bergemann (center), also of 
S & B gets serious. 


written up at the show and the volume 
of inquiries obtained indicate that all 
hands will be kept busy for some time 
on follow -up work. 

Among the Milwaukee distributors 
who exhibited were: R. J. Bauer Sup- 
ply Co., Camm Blades Machinery Co., 
Cordes Supply Co., K. J. Papke Co., 
Inc., J. Pritzlaff Hardware Co., Run- 
dle Spence Mfg. Co., Shadbolt & 
Boyd Co., Triplex Supply Co., and 
Western Iron Stores Co. 





W. M. Teague, Ill, 
Elected Vice-President 


W. M. Teague, III, was elected 
vice-president and -member of the 
board of directors of the Teague 
Hardware Co., Montgomery, Ala., at 
a recent meeting of the company’s 
stockholders. Mr. Teague has been 
with the organization since 1927. 
































These pliers 


HOLD THEIR EDGE... 


and your customers 





Good pliers should snip high-strength, plow steel wire then 
cut paper cleanly as a pair of shears. To meet such tests, 
these much-abused tools are made from steels with hardness 
to resist wear, plus toughness which resists shock and dam- 
age to cutting edges. That means heat-treated alloy steels 
strengthened and toughened by additions of Nickel. At 
right you see pliers, made from Nickel alloy steel by Peck, 
Stow & Wilcox Co., Southington, Conn., tested for uniform 
cutting ability. 


° . ° 
Nickel alloy steels respond readily and uni- Sie 

oo 4 se ’ * WA bye, ae 
formly to simple heat treatments that in- $< 5 ee “Ni ~ 


crease strength and toughness. Below you 
see “Pexto” pliers undergoing Rockwell 
hardness tests. Peck, Stow & Wilcox specifies 
Nickel-molybdenum steels for longer-lived 
hand tools. 


Using heat-treated 
Nickel molybdenum 
steels, Peck, Stow & 
Wilcox makes certain 
Pexto tools have extra 
strength, hardness and 

















toughness to withstand 





long, hard useze. 











For use on overhead wiring 
where tool slippage or break- 
age might cost a life, Pexto 
strand pullers are carefully 
built of Nickel alloy steels. 








You can always recommend those better tools 
which are made from tougher Nickel alloy steels. 
Ask your supplier, “Is this Nickel steel?” 


THE INTERNATIONAL NICKEL COMPANY, INC. new‘ vorx, w. v. 
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SYRACUSE SHOW 





WORKING 
WITH THE 


DISTRIBUTORS 





The Edward Joy Co., Syracuse, N. Y., fea- 
tured Mechanical rubber goods in its ex- 
hibit at the recent industrial products ex- 
hibit in Syracuse.. In this group are Ed 
Cunniffe, New York Belting & Packing Co., 
a customer, Cy Monnoyer, Edward Joy Co., 
Ralph Hanes, New York Belting & Packing 
Co. and Ed Geiger, Edward Joy Co. 








We always have played and will continue to play by giv- 


ing our Distributors full co-operation at all times. 


Right now industry is demanding quick deliveries on all 
types of hack saws and band saws plus metal cutting ser- 
vice. LENOX BLADES will give full satisfaction on 
metal cutting service and the LENOX management and 


sales force will always co-operate with distributors 100%. 


We do not want distributors to overstock but we do urge 





properly balanced stocks to fit the needs of your territory. 
Roy Adams (right), A. V. Wiggins Co., 


YOU CAN COUNT ON “LENOX” CO-OPERATION psp a= a oan 









AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS., U.S.A. 





“HIGH-SPEED” “MO-SPEED" “TUNGSTEN" “SUPER-FLEX" 
Molybdenum 





Leo Joh and Wilfred Francoeur of Burhans 
& Black, Syracuse, helped Don Williams of 
Black & Decker demonstrate electric tool 
applications at the recent Syracuse indus- 
trial products exhibit. 









FRET EBEBVEBECESNEEEEE HEHE HSH 


We LENOX “Ziz Blade in the Plaid Box” .ENOX © Pe 


LEME hhh oe 
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OOD CUTTERS ARE VITAL 
_FOR TODAY'S PRODUCTION — 


— Profit through satisfying your 
customers’ needs with reliable Brown 
& Sharpe Cutters . . . they help good 
machines give maximum output. 


Catalog No. 33 shows the complete line. 


BS Copy gladly sent on request. 
||BS Brown & Sharpe Mfg. Co., Providence., R. 1., U.S. A. 


BROWN & SHARPE 
CITTERS 











A FAIR 
MERCHANDISING 
POLICY 


Louis J. Bechhold, newly appointed sales 
representative for Osborn brushes in Vir- 
ginia, Maryland and Washington, D. C. 


Mars Issues New 
Welding Catalog 


W. P. & R. S. Mars Co., Duluth, 
Minn., has just issued a_ Ipose-leat, 
Se oe a paper-covered catalog covering elec- 
We have never During 22 years “We find J-M qual- tric and acetylene welding equipment 
found moredepend- handling J-M Pack- __ ity, plus J-M distri- - 
able products or a ings they have in- bution policies, the and accessories. 
fairer distribution creasedour packing perfect set-up for \mong the products displayed and 
policy,’ states Oph  businessandearned' profitable busi- explained are arc welding machines, 
Farmer, V.P.&Gen.  theconfidenceofour ness," says J. H. Rud- electrodes, Manganal products, wire 
Mgr., Peden Iron & customers,” reports dell, V. P., Central scratch brushes, protective equipment, 
Steel Co., Houston, J. C. McKendry, Rubber & Supply tools, tables and positioners, fume 
Tex. (17 years a_ Pres., Peerless Mill Co., Indianapolis, collectors, oxy-acetylene torches and 
J-M Packings Dis- Supply Co., Buffalo, Ind. (18 years sell- equipment, fluxes, rods, solders 


and 
tributor.) yy... ¥. ing J-M Packings.) Prest-O-Lite appliances. 


A. S. Reedy Dies 


\lbert S. Reedy, San Francisco 


.ASSURES YOU MAXIMUM manager for the Petroleum Equipment 
PROFIT ON EVERY SALE...FULLY [im 

PROTECTS YOUR INTERESTS. 

THAT’S JUST ONE OF MANY 


REASONS WHY YOU CAN 


build a more profitatle 
business uth 


J-M PACKINGS « GASKETS |erresrremereren 


| Timken Roller Bearing Co., who died on 
| Oct. 14 after’a short illness. 
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PURCHASING 
J-H- SMUT 
é ! 


















There are new men in most every company These new men know "G.T.D. Greenfield” 
today—new men whom you must meet and tools, for whatever magazines they read— 
sell. You get their confidence—and their they see big “G.T.D. Greenfield” advertise- 
business—quicker when you are selling tools ments. When you sell “Greenfield” you are 
they know and trust. selling the known and trusted line. 


GREENFIELD TAP & DIE CORPORATION 
Greenfield, Massachusetts 
Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, Los Angeles and 


San Francisco 


In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., 
Galt, Ont. TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 








Full page “G.T.D. Greenfield” advertisements appear in these magazines every month 
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FOR HYDRAULIC POWER 








You can sell Roper 
Rotary Pumps to 


Chemical Plants 

Coke and Gas Plants 

Fertilizer 
Manufacturers 

Cleaners and Dyers 

Steam Laundries 

Gas & Oil Marketers 

Glue & Soap Plants 

Sugar Mills 

Bottling Plants 

Machine Shops 

Gas Plants 

Paper Mills 

Shoe Factories 

Highway Departments 

Railroad Repair Shops 

Automotive Industries 


Textile Mills 

Rayon Manufacturers 
Hospitals 

Airports 


Canning Factories 
Water Works 
—and many 
manufacturing 
processing plants. 


other 
and 
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INCREASE YOUR 


PUMP SALES 


‘WITH THE HELP 


OF THIS MAN 









4. R. Kindle 





x. 





29 North Avenue, 
i Atlanta. Ga 





Manser? 
corporatio® 






yer 
Geo Dee Whineis 


He serves distributors in Alabama 


Florida, Mississippi, North and South 


Carolina, and Tennessee. 


J. R. Kindig has been selling and helping 
distributors sell for 24 years. These years 
of experience have brought him a prac- 
tical knowledge of all problems confront- 
ing you and your salesmen. A ‘'square 
shooter"’ from the word go— you will 
quickly understand why his customers 
place so much confidence in him. 

Get acquainted with the Roper man in 
your territory. You'll find that you can 
be friends without fear of that friend- 
ship being abused. A man with whom 
you can do business pleasantly, safely, 
and profitably. GEO. D. ROPER COR- 
PORATION, Rockford, Illinois. 


write tor 


»qg 942 that 


of the 


Our café 
FOR FURTHER . “s 
INFORMATION 


jives a clear concise story 


entirely new Roper Rotary Pump. It 


also explains in simple, non-technical 


SEL\OUR 
CATALOG IN 
SWEET'S 


anguage how to select and install 





rotary pumps. 
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Eighteen years with the company, the last 
five as a salesman, constitutes the experi- 
ence behind J. L. Walsh, now back inside 
as purchasing agent for the New Jersey 
Engineering and Supply Co., Passaic. 


Lincoln Moved to Milwaukee 
For Morse Twist Drill Co. 


C. Gordon Lincoln was transferred 
from St. Louis early this fall to the 
Milwaukee branch office of the Morse 
Twist Drill & Machine Co., New Bed- 
ford, Mass. Mr. Lincoln’s new terri- 
tory includes Wisconsin, Minnesota 
and upper Michigan. 

Before coming to the Milwaukee 
territory, Mr. Lincoln had previously 
spent two years in the Morse plant at 
New Bedford and some time both in 
the St. Louis and Chicago territories. 


Cleveland Tool Opens 
Branch In Toledo 


The Cleveland Tool & Supply Co., 
Cleveland, Ohio, has opened a branch 
in Toledo, with temporary 
at 617 State Street. 

A new building is being erected at 
1915 North 12th Street, which it is 
hoped will be ready for occupancy 
about November 1. 


quarters 





Bill Eitel, Eddie Horgan, 


Henry Fox, Bob 
| Fisher and Phil Kahmer, of the L. A. Benson 


(Baltimore) sales force go into a huddle 
with George Rowland, sales manager, and 
L. J. Bechhold of the Osborn Brush Co. 
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This pole peeling machine was 
originally driven by 5” flat belts. 
When the cutter hit a knot, the 
"@ belts slipped. unless speed was 
*Bkept low. reducing production. 
"The positive grip of Gates Vulco 
-§ Ropes keeps the machine running 
at full capacity. And the resilient 
V-Belts soak up the shocks with- 
out danger. 


The 
Concave Side 
IS A GATES PATENT 


— 


j — 


In Two Minutes 
This TES sven 


a big SAVING: V-Belts ana Power 


If you are interested in low operating costs, make this simple test: 





What Happens 
Whena 
V-Belt Bends 


Take any V-belt and have someone bend it as it bends in going 
around a pulley. (See photo above.) As the belt bends, grip its sidewalls 
between your finger and thumb. You will feel the belt’s sides bulge outward. 

This bulging gives a straight-sided belt the shape shown in figure 1, 
on the right . Clearly, this shape does not fit the sheave groove. 


But when you bend a belt that is built with the patented Concave 

side, you find that the sides become perfectly straight——as 

V-Belt shown in figure 2. Here are the advantages: This shape 

in Sheave exactly fits the sheave groove; this means uniform sidewall 

wear—-longer life! Also, the full side of the belt is gripping 

the pulley; therefore less slippage and this saves belts as 
well as power. 





It's the sides of a V-Belt that 
do all the gripping and get all 


inavdieaseaee The Gates Vulco Rope is the only V-belt built with the 
ee Patented concave side. 


THE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 


GATES “it: DRIVES 


CHICAGO, ILL.,!5% South HOBOKEN.N. J..femisal_ BIRMINGHAM, ALA.. ©! 1s! LOS ANGELES, CAL.. Gils’ piva. 


"Western Ave. 


DENVER. COLO.,2 Su DALLAS, TEX..22!2,¢*#* PORTLAND, ORE..3%2 X,.”- SAN FRANCISCO,CAL.. firs sv. 
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BE SURE TO GET 
YOUR COPY OF 


UPSON-WALTON’S 
NEW CATALOG 40 





A Complete New Catalog Illustrating Many New Producis.. 
List Prices, New Discounts. 


TACKLE BLOCKS—Complete new list prices and discounts. 
Revised and simplified for your convenience. 


WIRE ROPE—Specifications and data on U-W LAYRITE PRE- 


formed and regular wire rope. Describes grades and con- 
structions of every type. 


MANILA ROPE—Covers complete line of U-W waterproofed, 
standard and special ropes for all purposes. 


HEAVY-INDUSTRIAL and MARINE HARDWARE—Gives de- 
tailed information on all types of fittings manufactured by 
U-W for use with wire rope, chain and manila rope. 

BRATTICE CLOTH—Every U-W brand of jute and cotton... 
non-inflammable, airtight and waterproof ... is described. 


CLEVELAND, 
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. New 


Get Copies of this Valuable Cata‘'og for boih You and Your Salesmen 
. . « Write for Them Today! 


OHIO, US.A. 





| 


| 








W. C. Weslow, newly appointed manager of 
the mining division, Carboloy Co., Inc. 


Bob Brown Retains 
Dieterle Golf Trophy 


Bob Brown, president of the Key- 


| stoners of Philadelphia, upheld the 


| 
} 
| 


dignity of that office by retaining 
possession of the Dieterle trophy at 


| that organization’s annual September 
| golf competition, held at the Manu- 


| 
| 


| 





facturers’ Golf Club, September 27. 
He shot an even 90, 

Other prize winners were F. W. An- 
derson, Ralph Herrick, E. H. Feder- 
schmidt and Jack Deasy. 


Wolfe Appointed By 
American Nickeloid 


Gilbert L. Wolfe has been appointed 
representative of the American Nickel- 
oid Co., Peru, Ill., to have charge of its 
Schenectady, N. Y., office and to cover 
central New York. 

Mr. Wolfe has had considerable 
experience in production and_ sales 
work in the metal industry, having 
formerly been employed by Revere 
Copper & Brass Co., Rome, N. Y., and 
at New Bedford, Mass. 





To demonstrate the value of a large indus- 
| trial plant to the city in which it is located, 
| the Thermoid Company paid all of its em- 
| ployees in silver dollars on October 2. 
Newspapers cooperated in an effort to keep 
these “cartwheels” in circulation for one 
week. 
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JOINS THESE OTHER 


([tle Toots 





Acclaimed everywhere 
for accuracy, versa- 
tility, and sensible 
tow prices. Start at 
$99.75 less motor. 


DRILL 
PRESSES 


Floating drive spin- 
die design with SKF 
bearings. 4 sizes, 4 
prices from $17.25 to 
$44.75 less motor. 



















7" 
SHAPER 


All the precision and power of larger 
machines built down to scale for work 
within 7” stroke. $245 less motor. 





ANNOUNCES 
THE FIRST LOW COST 


PRECISION BENCH 


MILLING 
MACHINE 





Long Needed—Now Ready! 


A TIMELY MACHINE TOOL for QUICK, EASY SALES 


On paper for years—in tooling for the past two years—we've now completed 
development of this new Atlas Milling Machine to help meet the urgent machine 
tool needs of the nation. 


It's a remarkable miller—ruggedly built, accurate, efficient—just the machine 
to cut costs on all types of small milling jobs. It's market includes tool rooms and 
production departments of industrial plants, commercial shops of all kinds. 
school shops, service stations, and home workshops—any type of metalworking 
shop. 


To back up your sales efforts and bring you good leads, the largest Atlas 
advertising schedule ever released begins in the November issues of Machinery, 
American Machinist, Mill & Factory, Industrial Equipment News, Tool Engineer, 
Tool Die Machine Progress, Hitchcock’s, Modern Machine Shop, Industrial Arts 
& Vocational Education, Popular Mechanics, Popular Science. 


Look for this advertising and send today for complete specifications and 
selling details on this unusual new low cost Milling Machine and other modern 
Atlas shop equipment. 


ATLAS PRESS COMPANY 


1110 N. PITCHER ST., KALAMAZOO, MICH. 


NEW YORK CHICAGO PHILADELPHIA 
130 W. 42nd St. 35 E. Wacker at Wabash 113 N. Third St. 


QUALITY SHOP 
EQUIPMENT SINCE 1911 
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New airpainting 
equipment display 
attracts new custo- 
mers—makes coun- 
ter sales easy. Avail- 
able to Paasche 
stocking distribu- 
tors. 


This modern aderaft floor display 
stand is 5 ft. high by 3 ft. wide 
Attractively Finished. Has sliding 
glass doors, 2 drawers, large storage 
compartment. 


Distributors are 


getting plenty of sales action—NOW 


Paasche equipment, low upkeep, simplicity of adjustment, speed of opera- 
tion, ease of handling, convertibility for all types and kinds of coating 
jobs—all are sales points that are proving most valuable to mill supply 
distributors 





and will to you, too. 


Paasche Airpainting Units are salable to two big fields (a) the ever-growing 
product finishing market—every industry a market—and (b) maintenance 
painting—every call a prospect. 


There are airbrush units and accessories, water wash airpainting booths, 
ventilating units, aircompressor units, and many more that make up a 
large list giving you the answer to every airpainting need, 


You will like the Paasche Distributor Policy—the protection it affords— 
the cooperation it gives. Paasche representatives are available for your 
sales help. Get new catalog that helps you sell. 





Manufacturers of Airbrushes—Aircompressor Units—Airfinishing Booths—Hose Couplings—Oiling Guns—Portable 
Airpainting Units—Sprayers—Stripers— Ventilating Units—Water, Oil and Dirt Eliminators. 
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Demonstration Heips 
Clinch Tool Sales 


Many a wary buyer has fallen under 
the spell of R. A. Ludlow’s demon- 
stration powers, for this alert sales- 
man of Abrasive Machine & Supply 
Co., of Newark, N. J. knows the value 












R. A. LUDLOW 


of taking the tool right into the shop 
and putting it to work. 

Mr. Ludlow finds portable electric 
tools are well adapted to this type of 
visual selling, for many a p.a., after 
seeing a demonstration and learning 
the features of a tool first-hand, real- 
izes the many savings and improve- 
ments that can be brought about by 
the use of the product. 

Recently Mr. Ludlow found a cus- 
tomer who seemed a good prospect for 
several portable electric screw drivers, 
but the man was afraid the driver 
would slip and mar the work. Quick 
as a wink Mr. Ludlow was back with 
a portable, coaxed the man into the 
shop and showed him to his complete 
satisfaction that the tool would do the 
work. It wasn’t necessary to point out 
the savings that were possible. 

Not only Mr. Ludlow, but all sales- 
men of this distributor organization, 
employ this demonstration technique 
wherever possible. But first they are 
doubly sure to learn the facts about 
the tool inside and out. For this 
knowledge they credit their manufac- 
turers’ representatives whom they are 
not afraid to call on for sales meetings 
so that the products can be properly 
merchandised. 


Peerless Mill Supply 
Founder Dies 


Walter L. Taylor, secretary and 
treasurer, Peerless Mill Supply Co., 
3uffalo, N. Y., one of the founders 
of the business, passed away on Sep- 
tember 19, 

J. C. McKendry is now president 
and treasurer of the company, J. H. 
Kenney is vice-president and J. C. 
McKendry, Jr., secretary. 
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MSTRONG 
ed. 


AR 


DROP FORGED CARBON STEEL WRENCHES with 
accurately milled opening in all sizes from 5/16 
to 5”. 26 different types. 





for the quality 
that builds sales 
standardize on 





DROP FORGED CHROME VANADIUM WRENCHES 

























shop longer, lighter, thinner, stronger—chrome plated. 
-; ARMSTRONG WRENCHES 
‘ctric 
pe of 
after For a complete line that misses no sales, and the 
real- quality that brings back repeat business, standardize 
rove- . . 
ch on ARMSTRONG WRENCHES. No line is more sale- 
BOX SOCKE RENCHES. D: F d Ch - « ze 
Vanadium ‘Wrenches, Sleek. Gpmings hom able, no name is better known or none more uni- 
”" to 312”. 
t for versally accepted as proof of highest quality in 
ivers, . . . . . . 
ahs industrial tools; no line is more consistently or widely 
— advertised. 
» the 
plete ARMSTRONG WRENCHES are made of finer steels; 
o the e 
alone are heat treated, tempered and accurately machined. 
: They are stronger and handier—each is properly 
saAles- 
ition, balanced and beautifully finished. They give years 
a - of satisfying service. 
y are DETACHABLE HEAD SOCKET WRENCHES. Mini- 
rbout esen, Seaeeee ae be Fa & — meee 
. u rome-Vandadium ee ocke rencnes. . 
this Regular and straight wall, extra deep type, Standardize on ARMSTRONG WRENCHES and your 
ufac- double hes and —_— _-. — oo kK t , 
apes i lll wrench sales will rise while your aiiemeens 
tings | BRIDGE RATCHETS. Sock hined bar j TOOLS from your 
perly steel. Handles are gl ae on wrench troubles disappear. seve Nome fo 
 ) 
Write for Catalog-C-39 
HOLLOW SCRE R b 
Singly or in sets 4 btene me ARMSTRONG BROS. TOOL co. 
tensions and drop forged. Reversi- " - 
ng hg eh “The Tool Holder People 
Ore eter. “i 4 
PO Pett 305 N. Francisco Ave. Chicago, U. S. A. 
Sep- Eastern Warehouse and Sales: 199 Lafayette St., New York 
ident . 
I. Cc a ; Y AS b Sh sae >" ‘BeREE: 
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A TOUGH 
BABY! 


— but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 
Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 

Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATOR 


TRADE MARK REG. S > eT OUS. PAT. OFFICE 


STEEL BELT LACING 








3 









Industrial pliant 
men like ALLIGATOR 
steel lacing because: 


. Without any fuss or monkey 


business it can be put on with 
a hammer and it drives straight 
It will handle the lacing prob- 
lem for belts ranging from tape 
less than 1/16” thick up to belt: 
5/8” thick and as wide as they 
come. 

The belt can be unfastened in a 
jiffy just remove the rocker 
hinge pin and the joint comes 
apart. 

Alligator Steel Lacing is made of 
a special grade of steel that 
combines ductility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 
ably long life. 

Alligator makes a joint that is 
smooth on both faces—it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 
It is supplied in steel, Monel 
and “Everdur” in twelve sizes. 











AL 





JOHN H. GRAHAM & CO., INC. 
105 Duane Street 
Manufactured by G. W. GRIFFIN CO., Franklin, N. H. 1940 


RIF FIN 


Dependable 


You can always depend on adding 
satisfied customers by selling 
GRIFFIN HACK SAWS. They meet 
competitively every customers 
metal cutting problem with blades 
that stay sold and bring repeat 
business. 


It will pay you to check up on 
GRIFFIN’S hack saw story. Write 
us today about the GRIFFIN PLAN 
for profits. 


General Sales Agents 


New York, N. Y. 


MILL SUPPLIES © NOVEMBER, 1940 





Three-Way Service 
Helps This Saiesman 


John A. Shepley, Erie (Pa.) Mfg. 
& Supply, uses his own native sales 
ability to help customers get rid of 
surplus items, and in so doing wins 
the enthusiasm of buyers and _ their 
continued patronage. 

“During dull times,” he writes, “I 
have been able to liquidate some used 
machinery that certain of our cus- 
tomers happened to have on hand. In 
several instances the proceeds real- 
ized from this equipment were credited 
to the account of the firm for whom it 
was sold. In this way, old balances 








JOHN A. SHEPLEY 


were cleared off. A percentage was 
also deducted for our own overhead. 

“The service rendered in a transac- 
tion of this kind is threefold—the 
original owner of the equipment bene- 
fits, as does the one who buys it and 
our own firm, too. 

“One of our shops had on hand a 
quantity of used lathes, grinders, 
planers, drill presses, etc., which they 
had taken over from an affiliated shop. 
The superintendent wanted some new 
equipment such as a_ carbide tool 
grinder, welding unit, lathe grinder, 
etc. The management suggested we 
might use whatever proceeds we could 
realize from the sale of the used items 
to get the needed new equipment. 
Small shop owners and garage men 
were glad to get the used material at 
reasonable prices. 

“Some of the items the superintend- 
ent wanted, and which we were able 
to secure from the sale of this material, 
were: a sensitive drill press, a rod 
bender, welding unit, angle cutter, car- 
bide tool grinder, tool post grinder, 
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Why our Distributors 
find “American Swiss” 
Swiss-Pattern Files 
profitable to handle 


.¥ 1 

Because their uniform ex- 
cellence (we make only 
one type of file—Swiss- 
Pattern; and only one 
grade —the best) make 
them preferred by dis- 
criminating tool and die 
makers and bring repeat 


orders 

2 
Because the large line 
(over 2500 different 
shapes, cuts and sizes) 


sion filing job. 


3 


Because their 
keen filing edges and 
high grade file steel make 
them cut faster and last 
longer (25% 
according 
survey) 





to a_ recent 


4 


Because every file 


superior, | 


provides an exactly suit- | 
able file for every preci- | 


specially | 


is | 


guaranteed for perform- | 


ance 


5 


Because the sales policy | 


behind them is 
through Distributors”, and 
we fully protect our 


Distributors. 





American Swiss File & Tool Co. 


Elizabeth New Jersey 


AMERICAN 
SWISS 


102 


"100% | 





lathe carriage or planer grinder and 
a new lathe chuck. 

“It’s an answer to the problem of | 
the man who says he wants to buy but 
hasn’t the money to spend. Something 
like the frog that fell into the can of 
cream and kicked up a pad of butter 
from which he hopped out.” 


Horrell Promoted | 
By Blaw-Knox 


S. J. Horrell has been appointed 
vice-president of the power piping 
division of Blaw-Knox Company. Mr. 
Horrell became associated with the 
company in May, 1939, and has been 
serving this division in the capacity of 
sales manager. These duties have been 
increased to include charge of engi- 
neering and sales. He has had more 
than 18 years experience in piping 
work, having been an operating man 
as well as a consultant in the design 
and fabrication of piping systems for 
power houses, for the process indus- 
tries, and for other high pressure, high 
temperature applications. 

It has been announced that 
Harry Gay has been engaged by the 
company and appointed chief engineer 
of the power piping division. Mr. Gay 
has an. extensive technological back- 
ground in the fields of paper and pulp 
processing, power plant engineering | 
and hydraulics. Much of his career has 
been devoted to the study of problems 
confronting these fields and he has 
been associated with such prominent 
engineering organizations as Stone & 
Webster, Sargent & Lundy, Greeley & 


als« ) 





Hansen, Day & Zimmermann, and 
Henry C. Ulen. 
Rollway Bearing Erecting 
Plant Addition 
Ground has been broken on a site 


adjoining its present location by Roll- 
way Bearing Co., Inc., Syracuse, 
N. Y., to provide plant capacity for | 
expanding business from its regular 
markets and from national defense 
sources. The new building will be de- | 
voted to bearing assembly and ship- 
ping facilities. With this space avail- 
able, considerable rearrangement of 
plant departments is being undertaken. 


Thomas Leaves 
Elastic Stop Nut 


Harold B. Thomas, one of the 
founders of the Elastic Stop Nut Corp., 
Union, N. J., and 


of sales, 


vice-president in 
has resigned to enter 
consulting work in industrial product 
analysis and market research. He re- 
mains active 


charge 


as a director and mem- 
the executive committee of the 
: poration. 


per of 
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| say— 
“Sell them Veelos to 
save their sheaves” 


comments 

GEORGE E. 
STEPHENS 

S. Donald Fortson Co. 
Augusta, Ga. 





cW 

HEN uneven tension de- 
velops on an ordinary v-belt 
drive, you get belt slippage. And 
these slipping belts—the tight 
ones that are transmitting most 
of the power—wear down the 
sheave groove a great deal more 
than the loose ones. This un- 
even groove wear means ma- 
chining or replacing the whole 
sheave to fit a new set of v-belts. 
Veelos V-Belting eliminates this 
costly sheave wear because each 
strand of Veelos is adjustable to 
proper tension. A full comple- 
ment of Veelos V-Belts can al- 
ways be kept at even, normal 
tension to assure maximum 
drive capacity and minimum 
sheave wear. Sheaves are expen- 
sive—to machine or _ replace. 


That’s why I sell my customers 
Veelos and save their sheaves.” 
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WINTER TAPS 


are marching out to 


SERVE 


American Industry 





Backed by PROVEN PERFORMANCE 


The performance of WINTER TAPS is well known among 
tap users. Today. more than ever before, Industry de- 
mands quality AND service in taps. Distributors are able 
to give their customers both with the WINTER line. 


Our expert engineering service, full merchandising co- 
operation, and thru-the-dealer sales policy stand right 
behind WINTER TAPS just as in the past. 


While we do not urge overstocking, we do urge that well- 
balanced stocks to fit the territory requirements be main- 
tained in order to give the IMMEDIATE SERVICE that 
industry must have. 











WINTER BROTHERS —— 


AN AI ~ = 











Main Factory: WRENTHAM. MASS.—Branch Factory: DETROIT, MICH. 


A Division of the National Twist 
Drill & Tool Co., Detroit, Michigan 


WINTERTAPS»°DIES 
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| CLINCH THE SALE BY BEING ABLE TO 
R | PROMISE “IMMEDIATE SHIPMENT” 


|Your customers USE Blast Gates 


| Wherever a plant in your territory uses low-pressure 
| air and gas you have a live prospect for Rockwell 
| Blast Gates, 


| Plant expansion and modernization to meet the de- 
mands of national defense give you many oppor- 
tunities for an additional source of profits when you 
handle the Rockwell line—the complete line nationally 
recognized for its highly effective modern design and 
for the high standards it sets in economy and effi- 
ciency. 


All sizes and all types available for prompt shipment. 
Send at once for the Rockwell Catalog. 


'W. S. ROCKWELL COMPANY 


| 50 CHURCH ST. NEW YORK, N. Y. 


L_ [BLAST GATES 


-mefxnoO 
























VINCENT Improved Grinding 


shel bal tenmel. Wheel Dressers and 
Cutters 


MANY LARGE INDUSTRIAL 
PLANTS SAY....... 


“Very Satisfactory” 


Before we ever offered the new Improved Vincent-Hunt- 
ington Grinding Wheel Dressers and Cutters to the trade, 
they had proved themselves by test in many of our largest 
industrial plants, to be perfectly satisfactory. They have 
uniform hardness, high quality, long life, and give de- 
pendable performance. All this at no inPrease in price. 
They are the best for the money. Keep your stocks ready 
to supply any demand—cash in on the continued business 
which will be yours. Our data sheets are ready punched 
to fit your binders—send for them. 






NON-BURRING CUTTERS 
All full size with 18 TEETH. 


Milled from high carbon 
too! steel! scientifically heat 
treated by the ‘Vincent 
Process'' insuring uniform 
hardness and increasing life. 
Cannot burr or mesh even 
if washers are left out. 













‘lf it's a Huntington Dresser or 


Cutter 
VINCENT MAKES IT" 








These Bushings used in all 
Special and No. | and 2 Im- 
proved Huntington Dressers. 


These Bushings used in No. 0 
Regular and Hooded Improved 
Huntington Dresser. 


THE VINCENT STEEL PROCESS CO. 









2434 Bellevue Ave. 
Detroit, Michigan 
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Are Wide Price Fluctuations 
Necessary and Desirable? 


An address delivered by C. O. Dray- 
ton, American Screw Co., before the 
National Wholesale Hardware Associ- 
ation last month. 


Note: This may be a subject you and 
I will be forced to consider and deal 
with as the months advance, when de- 
mand for many materials increase be- 
yond the immediate elastic limits of 
supply. You know there are agencies 
who appear to have very detinite ideas 
on this subject. 

In organizing my thoughts on this 
subject, I felt that I should advance 
the business viewpoint and not deal 
in a personal assertion of opinion. 

I'm going to take an editorial liberty 
and separate the subject; dividing it 
into its two component parts :— 

1. “Are wide price fluctuations nec- 
essary?” 

2, “Are 


F desir- 
able ?” 


wide fluctuations 
I make this division because I be- 
lieve that the question of necessity 
and desirability are two separate con- 
siderations which do not have a com- 
mon denominator of business relation- 
ship. I might go so far as to say 
they should not be related in business. 
Let us first consider, “Are 
price fluctuations necessary?” 
This may be a purely academic ques- 
tion. I find that the belief of many 
business men is that under current 
business conditions when the precision 
of manufacture is great, when the 
determination of costs is more highly 
perfected, and when the users’ buying 
motives and habits can be more accu- 
rately measured, the elements of cut, 
try and guess are not controlling fac- 
tors in the determination of price. 
These advanced business refinements 
of cost accounting and market re- 
search, if reasonably tempered by old 


wide 
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That's How This New 
Cut-Off Machine Cuts 
Non-Ferrous Metals 


Here's another Delta hit—a new Delta 
Cut-off machine designed especially for 
cutting brass, aluminum, copper and other 
non-ferrous metals with polished smooth- 
ness. It is equipped with a special high- 
speed steel blade and oiling device which 
feeds cutting oil to the blade. It leaves 
) the cut outentie smooth, thus eliminat- 
| ing additional finishing and polishing op- 
erations. It is available at a fraction of 
the prices customarily charged for ma- 
chines of this ty It can be used any- 
where, in large aoe or small, where non- 
ferrous metals have to be cut to accurate 
length on a production basis. At these 
remarkably low price levels your custom- 
, ers can actually get two cut-off machines 
for the price of one—machines that can 
be used for scores of jobs, and quickly 


pay for themselves in time and money 
saved. 


lt Cuts These Metals 


Solid Sections: Soft Brass up to I'/2" di- 
ameter; Half-Hard Brass, up to 1|'/4'"" diameter; 
Aluminum, up to 1I!/2"" diameter; Aluminum Ex- 
truded Sections, up to equivalent of 2 sq. in.; 
Vv Copper, up to I!/2"" diameter, or equivalent of 2 
., sq. in.; Magnesium (Dow Metal), up to I!/4" 
diameter; Micarta & Similar Rods, up to 1!/2" 
“ diameter. 
Tubular Sections: Soft Brass, Hard Brass, Alu- 
minum, Copper, Dow Metal, Micarta & Similar, 
S. Tubing, all up to 2" diameter. 


A Real Sales Opportunity 


This new Delta machine offers you a chance to 
make some immediate sales. There is a real 
need for this type of machine among your cus- 
n tomers. Get your share of this profitable busi- 


1e ' ness by pushing this unit now. 
MFG. 
\ “ O. 
(INDUSTRIAL 
DIVISION) 


| 632 (eee CU ee ee ek 
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RELIABLE— 
FOR EVERY 
FIELD AND USE 


INCLUDING 


Pile Driver 
Hoisting 
Hammerfall 
Transmission 
Drilling Cable 
Bolt Rope 
Shovel Rope 
General Contracting 
Structural Requirements 
Marine 
Stevedoring 
Dredging 
Oil & Water-Well 
General Hardware 


WALL CORDAGE is particularly worthy of Mill Supply distribu- 
tion. Specialized constructions catering to a variety of uses enable 
Distributors to supply the proper rope for the particular job. 


48 South Street, New York City—Factory: Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, Tulsa, Baltimore, New Orleans, 
Norfolk, Pittsburgh 


LONGEST ROPE WALK IN THE WORLD 

















THEY 
STAY 
SOLD 


LOWELL 


SHPETY -STEEL 
. _ 2 


STRENGTH STORY! 


A two-foot wrench cannot be bent or 
broken by ten men with a straight 
pull. Has fully enclosed ratchet 
and parts with absolute crush- 
ing action on hardened steel 
pawls. 















There are all sizes of 
Our Reversible Ratchet 
Guarantee Wrenches in the 
A new LOWELL family, 
handle even as small as 
—, 6 inch in length. 
one 
returned 


SELL 
LOWELL’S 


106 MILL SUPPLIES © NOVEMBER, 1940 


LOWELL WRENCH CO. 


WORCESTER, MASS. 




















fashioned common sense, should void 
the necessity of experimenting with 
price and thereby void the necessity 


of wide price fluctuations. We can- 
not avoid the emergency situations. 


These emergency conditions are diffi- 
cult to predict. They may result from 
erratic changes in raw material costs. 
They may result from an unforeseen 
slump in general business, which may 
force a manufacturer or wholesaler 
to liquidate an overstocked situation 
at distress prices to raise funds to 
pay off bank loans or to meet cash 
working requirements. These condi- 
tions are infrequent and business can 
normally cope with the problems as 
they arise. Therefore, I believe that 
we can conclude that wide price fluc: 
tuations are usually unnecessary. 

So I come to the second part of 
my subject: “Are wide price fluctua- 
tions desirable?” Most business men 
with whom I have talked, when asked 
this question have answered unquali- 
fiedly “No”, to this | Let’s 
explore why this is so. 


agree. 


The hardware wholesaler and the 
manufacturer are both extremely im- 
portant forces in American industry. 
Somebody has to make the gadgets 
and somebody has to distribute them— 
and scores of years of experience have 
proved that the most satisfactory way 
to render the two services is by doing 
what your members and manufactur- 
ers, like my employer, are doing. 

I believe that we can start by ac- 
cepting our present setup as being 
basically sound. Understand I don’t 
say perfect, for I feel strongly that 
there is much to be done to cement 
more securely the bond of business 
friendship between the wholesaler and 
manufacturer. But, I repeat, basically 
the setup is sound. The important 
consideration then is the way we re- 
gard the work in which all of us are 
engaged. The almighty dollar has 
been a powerful—perhaps a too pow- 
erful interest for many. I do not 
minimize the profit motive in business, 
but I would like to believe that there 
is more to business than the search for 
the pot of gold. 

If the manufacturer or the whole- 
saler is thinking wholly in terms of 
making money, the important factor 
of service is first neglected, then for- 
gotten. 

This pursuit of the dollar, often 
engenders shabby practices. I do not 
believe a shabby practice ever justifies 
the end. It can be immensely disas- 
trous, because it compels a forthright 
fellow or firm to fight fire with fire. 
These industrial practices can be com- 
pared with what is going on in Eu- 
rope today. It is possible for unfair 
and unbusinesslike practices to degen- 
into a dog-eat-dog affairs, as 
the European world has deteriorated; 
all because one side wouldn't play the 
game fairly, and the other 


erate 


side sat 
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“Here’s Why LUBRIPLATE 
LUBRICANTS Got the Job!” 


writes the Power Tool Designer, 
Mall Tool Company, Chicago, III. 


“er 

HIS SAW was designed to stand up 
through all kinds of weather — rain, 
snow, sleet. Naturally, we needed as 
nearly perfect a lubricant as possible, 
especially since the housing is com- 
pletely sealed in. We selected Lubri- 
plate Lubricants for the job ... and 
are glad to state that Lubriplate has 
proved 100% satisfactory.” 


This letter from one of the thou- 
sands of satisfied Lubriplate users is 


not unusual. It’s typical! 


You, too, can quickly obtain scores 


of customers who will be equally en- 
thusiastic about this amazing, modern 
lubricant. What’s more, your men will 
get this new extra business without 
long-winded sales talks or ballyhoo. 
They simply ask prospects, “What's 
your toughest lubricating job?” 


Because Lubriplate solves the tough 
ones, prospects see for themselves that 
Lubriplate is the most spectacular lub- 
ricant on the market today. They or- 
der and reorder without urging. Write 
for full information on a Lubriplate 
franchise today! 


FISKE BROTHERS REFINING CO. NEWARK, N. J. * TOLEDO, O. 


Dealers from Coast to Coast 


LUBRi=LATE 


TRANSMISSION OF POWER WITH LESS LOSS__LESS WEAR_LESS COST 
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JOYCE IS A DEPENDABLE 


SOURCE 








many important 


for 


swhen 
you 


sell 


VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
% Complete satisfaction in service 





More than 20 years of painstaking h and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 
Sizes from %4 h. p. Bench to 5 h. p. Pedestal 


wide wheels, and adjustable tool rests. 
models. 


Let us give you prices and details on special profit-making franchise 
tor Valley Distributors. 





No. 76 A—I0 Tons 
Popular everywhere 





No. 160 A—25 to 75 Tons 
A geared screw jack with 


features 





jy Valley Electric Corp. 


4221 FOREST PARK BLVD. @ ST. LOUIS, MO. 
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by too long and tolerated what was 
going on. 
Let us see how the analogy ap- 


plies. Suppose there exists a fairly 
stable price situation between manu- 
facturers of hardware products and 
the wholesale group which assumes 
the responsibility of their distribution. 
Within the limits of fair competition, 
everything is going along well. Sup- 
pose a new manufacturer comes into 
the field, and attempts to get a large 
share of business without regard for 
costs, (or it could be an established 
manufacturer who wants a_ larger 
share and decides to ignore the sound 
pricing policies which hitherto he has 
followed.) Whichever, he cuts prices 
so invitingly that they appear irre- 
sistible. What is the wholesaler to 
do? 

You and I know that in the last ten 
years, when price stability in many 
lines has been more of an aspiration 
than a fact, this situation has pre- 
sented itself many times. Now the 
wholesaler is thoroughly mindful of 
his contacts. He knows the degree of 
trust that exists between most manu- 
facturers and his firm. He is entirely 
aware of all conditions, but I some- 


_ times wonder if he is aware of the 


| price cutter. 


| go out of business. 


threats to this sound relationship be- 
tween himself and the manufacturer 
brought about by the advent of the 
price cutter. 

If he is not aware of these threats 
and merely accepts the price cuts as 
they are offered, the manufacturers 
with whom he has been doing busi- 
ness in mutual confidence and trust 
must meet the terms offered by the 
The new condition soon 
becomes a situation of dog-eat-dog. 

Under such conditions who is the 
gainer? Not the manufacturer, be- 
cause in the end he must change his 
sales strategy, cheapen his product or 
Not the whole- 
saler, because the new low price at 
which he buys tends to become the 
fixed price, and his dollar profit goes 
down. What begins as unfair com- 
petition between manufacturers tends 
to likewise become unfair competition 
between wholesalers. In the end the 


| wholesaler is performing his function 





for a good deal less profit. 

Perhaps if I translate this idea 
from words to figures it will mean 
more to both of us. 

We will assume you have in stock 
5000 units of a product, the turnover 
of which is good and which cost $1.00 
per unit. You decide you should 
have a profit on the selling price of 
25% to adequately compensate you 
for the service of distribution,—that 
means a resale price per unit of $1.33}. 
Furthermore, we will assume you are 
offered 1000 additional units at 90¢ 
per unit by some one who chooses to 
cut the market price and that this 
appears to be an attractive purchase, 
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SMOOTH-ON 


Iron Cements 
are a profitable 


line to handle 





1. Wide Use: 


Used by every type of 
foundry, mill and factory. 


2. Many applications: 


Repairing cracks in boilers, heaters, pumps, 
process apparatus, valves, etc. 


industrial plant, 


Sealing leaks at seams, bolts, rivets, pipe 
joints, etc. 

Tightening loose parts of apparatus, fixtures, 
appliances, etc. 


Making tight joints on any type of pipe 
connection. 


Waterproofing walls, floors, 
etc. 


cisterns, tanks, 


3. Long-established reputation: 


Successfully used for over 45 years by thou- 
sands of engineers, repair men and mechanics. 


4. Extensive advertising campaign: 


Consistently advertised in 46 national weekly 
and monthly publications. 


5. Dealer Co-operation: 


The hundreds of Smooth-On advertisements 
each year say “Buy from your Distributor’. 


Mill Supply houses report fo us that SMOOTH- 
ON is a consistently steady sales producer, and 
that salesmen find these many-purpose and well- 
established iron cements sell readily. 


Supply of free 40-page Repair Handbooks, dis- 
play placards, together with full information and 
prices, sent on request. 


SMOOTH-ON MFG. CO., DEPT. 25 
570 Communipaw Ave. Jersey City, N. J. 


Tell your customers— 


Do it with 
SMOOTH-ON 








| 
\ 


| manufacturer 


—you order. The total cost to you of 
the 6000 units becomes $5900.00. If 
this so called bargain is offered at 
random, it works to establish a lower 
resale price and if we again assume 
a 25% mark-up on the selling price, 
we now have a resale price of $1.20 
per unit or a devaluation of your 
entire stock, so that the net return 
based on your total cost and the new 
selling price is now 18%. Stocks de- 
preciate in value, the dollar of sale is 
lower and so is the overall percentage 


| of profit. 


A reasonably stable price market 
engenders buying confidence, pro- 
motes adequate and balanced stocks 


and fosters healthy profitable busi- 
ness. Declining or constantly vary- 


ing prices encourage buying hesitancy, 
tend to limit investment in adequate 
inventories and result in insufficient 
profit, if not the entire elimination 
of profit. 


Now I am only too willing to admit 


| that it is hard to say NO to a bar- 


gain. It 
moral 


takes a tremendous lot of 
fibre to look a bargain in the 
face and say, “don’t tempt me.” When 
a manufacturer offers you something 
good at an percentage 
under the going price, and you quickly 
calculate the additional profit it may 
mean to you; it is difficult to refuse. 

Yet, Iam convinced that oftentimes 
it is good business, to “No” to 
that kind of a bargain. A price cutter 
is no good to anyone, no matter whom 
he represents. His goods are no bar- 
gain, even if they are worth more 
than he is willing to sell them for. 
They are no. bargain, the 
principle by which he business 
is wrong. He is thinking only of 
himself; he has no regard for the in- 
dustry of which he may be a part. The 
harm he is willing to do other manu 
facturers, he would as quickly do to 
you, if he thought it would serve his 
purpose. He does not know the mean- 
ing of loyalty or the course to follow 
for the building of permanent good 
in business. Come different times 
and he will have no hesitancy in sell- 
ing channels of distribution which 
may even circumvent or tend to de- 
stroy your very existence, if it is to 
his advantage. 

The price condition, as between a 
and wholesaler who 
handles his products, is greatly differ- 
ent than the price situation at retail. 
It is different, because the wholesaler 
must of necessity know every detail 
of cost. Thereby he is a capable 
judge of the fairness of a price. 


appreciable 


Say 


because 


does 


If a manufacturer, by inventiveness 
and skill were able to reduce greatly 
the price of an article offered to whole- 
salers, I would say that not only 
should the wholesaler accept it, but 
should encourage the price reduction. 
For that means the advancement of 
industry. Manufacturing skill which 
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BARROW ON BIG CON. 
STRUCTION JOB 


F-4} 
Barrow 
A18 
Tubular 
Barrow 


Lansing Mortar Box 


F-4), 












K-4 Concrete and Utility Barrow 


Have YOU the 
LANSING 
Bulletins, 
Catalogs, 
Folders, 
etc. 


latest 
















LANSING COMPANY 
Lansing, Michigan 
Chicago Kansas City 
New York Boston 
San !'rancisco 


Minneapolis 
Philadelphia 
Los Angeles 











Ask for latest New LANSING 
Catalog 








109 








Your Customers 
Want this New 


 RikeID 


| Threader 
That ends the 


bother of changing 
dies... 






No. 65R-C also threads short ni 
cuts drip threads—iron, steel, 
copper pipe. 


pples, 


tass, 





HIS modern die stock sells easily, 

saves time and bother, gives years of 
stand-up-and-take-it service—no wonder 
sales are growing fast. For this self- 
contained RIDGID No. 65R threads 1” 
to 2” pipe with one set of chaser dies— 
shifts quickly to each size—no extra dies 
to lug around or lose. 


We're featuring the 65-R with its power- 
ful sales features in our November trade 
paper advertising. Tie in your sales work 
with ours, tell your customers, get more 
profitable sales. 
story. 


THE RIDGE TOOL CO. ELYRIA, OHIO 


Fel les (Db PIPE TOOLS 


Choice of 2 mis- 
take-proof workholders, instant setting to 
pipe size, no bushings needed. And dura- 
ble? . . . it’s all-steel malleable-alloy with 
drop-forged hardened tool-steel cam plates- 


Write now for complete 






































“You can 
bank on 


FAIRBANKS" 


You Can Get 


Most successful stores handle only goods that “sell them- 
selves.” This is a point worthy of consideration in your choice 
between different makes of Hand and Platform Trucks, Wheel- 
barrows and Casters. 

One look at any of these Fairbanks products and you can 
put your finger right on the salient points which enable them 
to sell themselves. “Quality” is written all over them. 

For illustration, take a Fairbanks Hand Truck. Note the 
strong, rugged appearance the steel straps on front and back 
give it. See the hard-oak frame which provides flexibility and 
absorbs vibration. Note that handles are a part of the frame, 
therefore cannot work loose. 

The many outstanding features in all Fairbanks products make 
them easy to sell from appearance alone. But we give distribu- 
tors the additional help of our advertising to boost sales. 

Fairbanks has a mighty profitable sales policy. Why not look 
into our proposition? 





Write for full particulars and catalog No. 50. 


THE FAIRBANKS COMPANY 
19 East 4th St. New York, N. Y. 


Boston, Pittsburgh 
Factories: Binghamton, N. Y., Rome, Ga. 








Hand and Platform 


Trucks, Wheel- 
barrows, Casters 
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The Best Salesmen 





makes possible lower prices is praise- 
worthy. New processes which make 
possible substantial reductions in costs 
and warrant lower prices soon be- 
come universal. Every manufacturer, 
every wholesaler, every retailer and 
every ultimate consumer becomes the 
beneficiary of that progressive step. It 
is good for all. 

But unless individual action within 
an industry is good for all, in the end 
it is good for no one; not even the 
fellow who thought he was smart 
when he started it. Your own busi- 
ness experience has most likely shown 
you that the safest and most profit- 
able way for all concerned, is to 
keep the game fair all along the line. 

You and I live in a business world 
where the industrial facilities allow 
overproduction and where we cannot 
legally safeguard our day to day ac- 
tivities by sensible strategy of control. 
The competitive pressure is severe 
and is likely to increase in intensity. 
Many items which are produced and 
sold respond readily to tonnage orders. 
Too often these items are sold with 
little thought of what constitutes good 
merchandising and pricing. The unit 
of manufacture may be small, but 
the delivered bulk may be extremely 
large. The temptation for the manu- 
facturer to keep his plant busy is ex- 
ceptional. He may excuse himself, by 
saying, “well, I can’t make anything 
if I sell at such and such a price, but 
I will take care of the overhead that 
way.” You know the rest. 

To encourage price concessions by 
accepting an attractive offer is the 
easy way. All bargains start the easy 
way. But I believe that the hard way 
is the best way. The hard way is to 
turn down the offer which encourages 
those who seek to destroy your profit. 

[ do not pretend to imply that the 
onus of controlling the price cutter is 
wholly the wholesaler’s responsibility. 
To do so would be foolish and fanci- 
ful thinking, but I would like to ad- 
vance the idea that wholesalers and 
manufacturers, acting together, might 
be capable of discouraging some of 
the destructive practices affecting the 
profit of both. 

There may be some who will regard 
this hypothesis as too visionary and 
impractical but I ask you to remember 
that vision of products or ideas in 
merchandising is usually the first step 
in successful operation and manage- 
ment. No price cutter can market his 
goods successfully if the wholesaler 
won't bid him welcome. 

You and I are old enough to know 
that things do not always go smoothly. 
There are no businesses without trou- 
ble. Most troubles are caused by fear, 
selfishness, and the unwillingness to 
meet and conquer these troubles. I 
know that most troubles can be met 
and overcome if one’s attitude is 
right; if one is bent on doing right 
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by all in his field, competitors in- 
cluded. 

The manufacturer who would only 
use the wholesaler when it suits his 
convenience, is headed for trouble. 
So is the wholesaler who allows him- 
self to be so used. The manufac- 
turer needs the wholesaler and is wise 
if he never lets himself forget it. 
But so does the wholesaler need the 
manufacturer, and he is equally wise 
if he forever remembers it. Only by 
the consideration and the preserva- 
tion of the interests of both can they 
both hope to prosper through the 
years to come. 


Drill Specifications Approved 
By Standards Group 


American Standards Association 
has approved standards for straight- 
shank twist drills. It is intended to es- 
tablish (1) American standard prac- 
tice for terminology and definitions of 
such drills, (2) the preferred diam- 
eters of straight-shank drills varying 
in diameter “from 0.0156 to 0.500 in., 
and (3) the corresponding drill length 
and flute lengths. The standard was 
sponsored by the A.S.M.E., S.A.E., 
and the National Machine Tool Build- 
ers Association. 

The standard covers a_ sufficient 
number of drill diameters to provide 
suitable percentages of screw thread 
depth in tapped holes for different 
conditions pertaining to each thread 
size in the American Standard Course 
and the American Standard Fine 
Screw Thread Series within the range 
of the drills specified. 


Terminology and Definitions 


Drill—An_ end-cutting tool which 
consists of a shank, neck, body, and 
point. The neck is omitted on some 
sizes. 

Body—That portion extending from 
the shank or neck to the outer corners 
of the cutting lip. 

Shank—That part of the drill by 
which it is held and driven. 

Neck—The diametrically _ relieved 
portion between body and shank. 

Tang—The flat end of the shank, 
intended to fit into a driving slot in 
the drill holder or socket. 

Point—The cutting end of a drill, 
made up of the ends of the land and 
the web forming the lip; usually, it is 
roughly conical in form. 

Over-All Length—The length from 
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The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS, Lacers 
and Lacing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages 6r long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth ‘‘humpless" joint. 


WIREGRIP Belt Lacing Machines, Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 
Pull all gears, wheels, motor wheels and motor 


pulleys regardless of distance from end of shaft. 
The ‘Universal’ puller. 


Write for 
Catalog 








“The Belt Lacing People’’ 
310 N. Loomis Street 
Chicago, U. S. A. 
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ARMSTRONG-BRAY & CO. 








ORGAN Semi-Steel 











Ready user acceptance because of outstanding construction features and 
dependable performance in service—there's your start on good, solid 
vise business. MORGAN Semi-Steel Vises are real shop insurance to 
manufacturers—they retain accuracy and precision after years of constant 
hard usage—parts are interchangeable—and have perfect rigidity. Our 
unqualified guarantee, a reliable product, and our definite distributors 
policy all work to get a big share of profitable vise business for you. Let us give 
you more details. 


the shank end to the outer corners of 
the cutting lips. It does not include the 
conical cutting point. 

Flute Length—The distance from 
the outer corners of the cutting lips to 
the extreme back end of the flute. 

Flutes—The helical or — straight 
grooves cut or formed in the body of 
the drill to provide cutting edges, to 
permit removal of chips, and to allow 











Protective Distributors Policy 


MORGAN VISE CO. 108-112 N. Jefferson st. CHICAGO, ILL. 
i sas: 
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“DU-MORE" "KLEEN KUT” 


@ We are one of the very few who can offer you from ONE 


SOURCE a complete line of files. 


No matter what your customers need you can give them serv- 


ice and satisfaction with the CARSON NEWTON LINE. 
Why not become a ONE SOURCE FILE DISTRIBUTOR? 


Are you interested? 


CARSON NEWTON CO. . 
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You'll Get In—with MORSE 


No doors are closed to the Distributor who 
is prepared to meet the modern demand 
for positive power transmission drives. By 
completing your power transmission line 
with MORSE Silent Chain and Roller 
Chain equipment, you can “hit on all six” 
in getting into the plants of ag who 
know the advantages of chain drives and 
therefore prefer them. 


By selling the Morse line you can in- 
crease your service effectively and profitably 
by insuring proper applications on specific 
jobs. 


Get the facts concerning the Morse Fran- 
chise — NOW! 


CHAIN COMPANY 
ITHACA...NEW YORK 
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"ALLIGATOR" 
SWISS PATTERN 


Belleville, N. J. 








cutting fluid to reach the edges. 

Land—The periphery of that por- 
tion of the drill body not cut away 
from the flute. 

Margin—That portion of the land 
which is not cut away to provide clear- 
ance. The margin forms the full diam- 
eter of the drill. 

Body Diameter Clearance—That 
portion of the land that has been cut 
away so it will not rub against the 
walls of the holes. Sometimes called 
the “land clearance.” Its purpose is to 
reduce friction. 

Clearance Diameter—The diameter 
of the relieved portion of the drill. 

Web—The central portion of the 
body that joins the land. The extreme 
end of web forms the chisel edge. 

Web Thickness — The minimum 
thickness of the web at the point, un- 
less another location is indicated. 

Web Thinning—The operation of 
reducing the web thickness at the 
point to reduce drilling thrust. 

Chisel Edge—The edge at end ot 
web that connects cutting edges. 

Lips—The cutting edges of the drill 
extending from the chisel edge to the 
periphery. 

Helix Angle—The angle which the 
leading edge of the land makes with 
the axis of the drill. The helix angle 
is identical with the rake angle of the 
cutting edges at the periphery of the 
drill. A straight-flute drill would have 
no helix angle. 

Rake Angle (In Relation to Work) 
—The angle between the leading edge 
of the land and the axis at the drill 
point. 

Point Angle—The angle included 
between the lips. 

Lip Relief Angle—The angle meas- 
ured between a tangent at the surface 
back of the cutting edge at the peri- 
phery and a line at right angles to the 
axis of the drill. 

Chisel-Edge Angle (Center Angle) 
—The angle included between the 
chisel edge and the cutting edge as 
seen from the end of the drill. 

Back Taper (Longitudinal Relief) 
—Drills are usually made slightly 
smaller in diameter at the shank end 
than at the point; this is known as 
back taper. 

Axis—The longitudinal center line 
through the drill. 


Kind of Shank 


Straight-Shank Drills—Drills hav- 
ing cylindrical shanks. The shank may 
be the same or of a different diameter 
from that of the body of the drill. It 
may be made with or without driving 
flats, tang or grooves. 

Taper-Shank Drills—Drills having 
conical shanks suitable for direct fit- 
ting into tapered holes in drilling ma- 
chine spindles or driving sockets. The 
tapered shanks generally have a driv- 
ing tang. 

Taper Square-Shank Drills—Drills 
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BRISTO 


MEANS 
speed! 


apreed.. .1N SOCKET SCREW 


SET-UPS FOR YOUR 


CUSTOMERS! Bristo Screws are 
of the fluted socket head design 
into which the wrench slips eas- 
ily and locks tight. This means 
easier handling even in hard- 
to-get-at places. A Bristo can be 
set up tighter time after time 
without danger of stripping or 
rounding out. This positive ac- 
tion means speedier assembly, 
stronger construction, minimum 
assembly cost—benefits that are 
your strongest selling points. 


speed, -- IN SALES FOR YOU! 


Sell Bristo to your customer once, 
and you have him for good. You 
get his business again and again. 
Result? More Bristo sales, more 
often—and an even bigger boost 
to your reputation for quality. 
ACT NOW! Get all the facts on the 
Bristo Socket Screw line and the oppor- 
tunities that may be waiting for you in 

your territory. Write. The Bristol 


Company, Mill Supply Division, 
Waterbury, Conn. 





BRISTO 


THAOE MARK REG 


SOCKET SCREWS 


having tapered shanks with four flat 
sides for fitting ratchets and braces. 
Number of Flutes 

Two-Flute Drills—These are the 
conventional drills used for originating 
holes. 

Single-Flute —Drills—Drills 
principally for drilling wood and other 
soft substances. 

Three-Flute Drills (Core Drills)— 
These drills are used for enlarging and 
finishing holes. They will not originate 


ting edges at the center. 








| drills. 
| tion as three-flute drills. 

| Rotation 

} . ; 

| Right-Hand Drills—The great ma- 
| jority of drills are made “right-hand” ; 
| that is, when looking toward the point 
i the shank extending away, they 


must be rotated in a counter-clockwise 


| direction. 


| made to cut when rotated in a clock- 
| wise direction; they are not used ex 
| tensively. 
b 
Oil Holes 


Some drills have holes through the | 


solid metal or webs extending to the 
| cutting lip. Holes may extend through 
| the entire length of the drill or only 
| through the body length. 

Other drills have oil channels ma 
| chined in the webs and covered. This 
type of drill is usually made in sizes 


larger than 24 in. 


| Advisory Council 
Announces Show Dates 


\ new 34-page booklet containing 
important information on American 
| shows and exhibits for 1941 has just 
| been published by Exhibitors Advisory 
Council. 

This master schedule is classified to 
cover 50 different industries or activi 
ties and includes approximately 350 
shows. Data on each exhibit or show 
to be held during 1941 include the 
name of the exhibit, date, location, 
sponsor and the name and address of 
| the permanent secretary. 

While compiled primarily for mem- 
| bers of Exhibitors Advisory Council, 
|this schedule is available to non-mem- 
bers at $5.00 per copy. Supplemental 
information will be auto 
matically to subscribers as quickly as 
it becomes available. In order to make 
it convenient for filing the large num 
|ber of supplements anticipated, the 
| master schedule is placed in an ac 
| cordion binder Copies of the 1941 
| Exhibit and Show Schedule may be 
| obtained by addressing Exhibitors 

Advisory Council, 120 Greenwich St., 


| New York City. 


released 
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used | 


holes because they do not have cut- | 


| Four-Flute Drills—These drills are | 
| interchangeably used with three-flute | 
They are of the same construc- | 


Left-Hand Drills—These drills are 


ONE DART’S 
THE START 


of Many 


Sales 











Ask your customers to install 
one Dart at our expense, and let 
it prove its value. Nine times out 
of ten, orders for more Darts 
follow. We know. We've made 
that offer before in our adver- 
tising. And we're still making it. 
It’s an offer that makes friends 
.. . friends who know the value 
of Darts and stay with them. In 
other words, it builds repeat busi- 
ness consistently at worthwhile 
profits. 


un 
E. M. DART MFG. CO., Providence, R.1 


Sales feents 
Phe Fairbanks Company, New Yooh 
an 
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ABRASIVE PRODUCTS, In 
to he 


F. W. Harrington, Sales 
Manager’ Abrasive 


Products, Inc. 


E YOU CAN'T 
DIFFERENCE IN A 


OOK AT THE DIFFERENCE | 


waive Products, 
th Sreintree, 
a. 
tlemen: 
at 4 P.M. on February 13t 


pleasure, same arrivea the following sorsaing, 
et 9:30 4. &. 





= Pay THE Bhs 1 re t0mr ap | 
SVE BOESWT CUT vous COsrs: 































nuses FACTORY... 


Ifistributors sell to industry 


R. F. W. HARRINGTON, Sales Manager of 
brasive Products, Inc., says: “For the past two 
ears we have used FACTORY as one of the 
asic Magazines in our advertising schedule be- 
ause we realize the necessity of ‘across-the-board’ 
overage of all industry. Almost every plant is 
user of coated abrasives, so advertising reaching 


wqmost large plants in a wide variety of industries 


> "% of the greatest help to our distributors. 
w™ The editorial formula of FACTORY forms a 
NCE IMMtural background for the advertising of a prod- 
ct used primarily for production work and, to 
E lesser extent, for plant maintenance. 


Since this advertising program was begun, we 
ave noted an increasing recognition of Jewel 
“Brand abrasives, and have been told by our dis- 
“Mbibutors that they find it easier to sell Jewel 





rand to their customers.” 


ard # the 


Prndwce 


Ducy Shown on the opposite page is Mr. Harrington's 
pmplete statement telling why his company uses 
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A McGRAW-HILL 
330 West 42nd Street, 





New York, 








FACTORY 


MANAGEMENT ond MAINTENANCE 


PUBLICATION 


advertising in FACTORY to support sales efforts 


of its distributors. 


More than 350 manufacturers advertise regularly 
in FACTORY because they know it reaches indus- 
try’s most influential buying group . . . plant 
operating men with management, production, and 
maintenance responsibilities in all manufacturing 
industries. 

In fact, more plant operating men pay to read 
FACTORY than any other business paper serving 
the broad industrial field . 


be seen by salesmen and many who cannot be seen, 


. both men who can 


yet wield an important influence on buying. 

If you have not had an opportunity to examine 
a recent issue of FACTORY we shall be glad to 
send you a copy so that you can see for yourself 
why its editorial and advertising pages are so 
At 
your request, we'll be glad to send a copy with 


interesting to your customers and prospects. 


our compliments. 











N.Y. 


MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 











I’m one of those fellows who 
takes things for granted. | sup- 
pose most of us are accustomed 
to accepting the modern com- 
forts without giving a thought 
to what’s behind them. Well, I’ve 
just learned the why, what, when 
and howof the Home Appliance 
Industry. It would open your 
eyes to see what goes on behind 
the scenes in producing these 
modern miracles. Years of re- 
search, the mightiest engineer- 
ing talent, the finest of materials 
are all part of it. And I’m proud 
to say that the Industrial Tape 
Corporation line of adhesive 
tapes plays an important part in 
protecting polished surfaces, 
movable parts such as doors 
and plates in the shipment of 
refrigerators, stoves, ranges and 
many other home appliances. 
Here, men, is where your profits 
come in. You can sell this in- 
dustry adhesive tapes by the 
gross simply by showing how 
costs can be cut and labor 
saved. Action is the word. Adios, 


friends. Nosey Nich 














SEND COUPON 


Gentlemen: 
Please forward at once, in- 
formation on industrial adhesive 
tapes. No obligation, of course. 


NAME 
ADDRESS 


CITT... 








INDUSTRIAL 
TAPE 
CORPORATION 


NEW BRUNSWICK,N. J. 
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| Allegheny-Ludium 


Appoints McCaskey 


\llegheny Ludlum Steel Corp. has 


| announced the appointment of Stanley 


\. McCaskey, Jr. to an executive 
position in the corporation. 

Mr. McCaskey is a graduate of the 
Harvard Law School in the class of 
1931, and has been admitted to prac- 
tice before the Pennsylvania Supreme 
Court and the U. S. Supreme Court. 

In addition to general corporation 
experience with the South Penn Oil 
Co. and the Six States Coal Corp., 
Mr. McCaskey was chief counsel for 
the Treasurer of the United States and 
served in Porto Rico with the Porto 
Rico Reconstruction Administration. 


Time and Duty Analysis 
of Salesmen 
\lthough one might infer from the 


term “time and duty study” that it 
is like time and motion study in in- 


| dustry, actually the two types of 


| analysis have little in common except 


fundamental objectives. Obviously 
the objectives of “time and duty” an- 
alysis are: (1) To determine exactly 
how salesmen spend their time and in 
what activities they engage. (2) To 
determine the most effective methods 
and equipment which the salesman can 
use to sell various types of merchan- 
dise. (3) To procure information for 
the sales department regarding the job 
and the sales plan which will facili- 
tate the work of selection, promotion, 
transfer and supervision of salesmen. 
(4+) To help set standards tor measur- 
ing selling performance and _ effort. 
(5) To determine the direct costs of 
selling various classes of customers. 
\fter the salesman’s work is 
analyzed, it should be possible to 
determine the number of accounts 
each salesman should have so that he 


can be assigned a territory that will | J 


occupy his efforts for a definite period 
of time 

Ihe duties of the majority of sales- 
men can be broken down into the fol- 
lowing major effort and activity 
groups: 1. Travel. 2. Waiting. 3. In- 
terview. 4. Non-selling. 5. Idleness. 
\ knowledge of the time consumed 
by each of these elements is most 
important. These sales activities may 
be subdivided and each of the smaller 
groupings clocked with precision, For 


example, it has been possible to se-| 
cure rather exact data by calls relating | 


to the following activities of whole- 
sale salesmen: 1. Time spent in travel 
ind miles traveled. 2. Time spent in 


waiting 3. Time spent “order tak- | 


ing,’ number of items sold and dollar 
value of this business. 4. Time spent 
in selling by means of samples, printed 
matter and checking stock: also the 
number of items mentioned, number 
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Many pages are photographed from 
manufacturers’ catalogs without 
typesetting expense. 


High speed prices are planographed 
in RED! 


On important lines we “tie-in” with 
manufacturers’ national advertising 
by reproducing their trademarks in 
the distributor's catalog. 


For Details Write To: 


WEINBERG & Mchre 


INCORPORATED 
GH10W.Van Buren St.,CHICAGO,HL. 
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of items sold, and the value of items 
sold. 5. Time spent in broken inter- 
views. 6. Time spent in general and 
irrelevant conversation. 7. Time spent 
collecting, making adjustments, ar- 
ranging displays and instructing retail 
clerks. 8. Time spent in personal 
matters. 

The usual practice is to have the 
observer spend at least one entire day 
with each salesman in the field, as it 
is difficult to obtain an accurate pic- 
ture without devoting that amount of 
time to each man. The information 
gathered is then combined in a daily 
recapitulation sheet for each salesman. 
When the information in this form 
is supplemented by the observers notes, 
the management has an opportunity 
to analyze the work of each salesman 
and to set comparative performance 
standards.—By Herman C. Nolen, in 
The Journal of Marketing, January, 
1940, 


You Get What You Pay For! 


“Why do you charge 5¢ a glass for 
your lemonade when the other boy 
charges only 2¢?” asked Mr. Sharp, 
as he sipped his second glass. 

“The cat fell in his,’ answered 
truthful Tom. 

When you're tempted to make an 
apparent saving by buying cheap glues, 
remember there’s usually a “cat” in the 
background.—National Adhesives Di- 
vision, National Starch Products ad- 
vertisement in Modern Packaging. 








Concrete Escalator 


(Continued from page 23) 








resented by a super-conveyor such 
as this, the following figures are in- 
teresting : idlers, 16,000; steel shaft- 
ing, 11 miles; anti-friction roller 





Closeup of belt installation. 


bearings, 50,500; angle iron, 10% 
miles; 36-in. six-ply belting, 20 
miles. In the manufacture of this 
belt, there were required more than 













gx, A BEARING LINE CAN BE 


TY PROFITABLE 


1. Tho Line ix Complete 
2. The Quality ix Right. 


3. The Source of Supply 
is, Well - Coordinated. 


‘he Ahlberg Line gives you all these 
profit advantages . . . the proper type 
for each application from a single 
source . . . proved quality that has 
earned acceptance. Prompt service and 
sales help from 25 Factory Branches. 


Write for new 96-page Catalog 


AHLBERG ALL-BEARING SERVICE 
Ball--Tapered Roller—Straight Roller——Thrust 
Pillow Blocks and other Mounted Bearings 


AHLBERG BEARING COMPANY 


Manufacturers of (CUB) Master Ball Bearings 


3026 West 47th Street - - - Chicago, III. 














Safety Belt Hooks and Lacers 
Give You More Profit! 
2 
3-4 


X 5 7 
6 
SAFETY 
Portable Lacer Each Rib Contacts 
A we ONLY 


The Best a & 
Belt-Lacing : ee 


i —_ att 


Let us explain, 
quote you and 
outline our sales 
co-operation. 














See Those Jaws 
Not fiat, but RIBBED 


oe i) 
System Y § 22 , 
with the oT ae , Hooks are easily 
est sunk below the 
a surface of belt 
Y 4 F ull 6” Capacity 
For You! Stouter These two features 
St appeal to 
ronger mechanics. 


Sales ore easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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COFFING 

"Quik-Lift” 
ELECTRIC HOISTS 
- ++ make money for 


distributors > *°:-* 
lot's of it! 


Because they're priced right—correctly designed, and because 
there's always a profitable market. 








Coffing ‘'Quik-Lifts’’ are proving themselves day after day in 
mines, oil fields, machine shops, garages, railroad shops, and 
for scores of industrial and general uses. It is lightweight, 
speedy, powerful, and has low head room. Simple and extremely 
sensitive in operation. ‘'Quik-Lift'’' models over 1000 pounds 
cap. incorporate the Perry Power Unit—a speed reduction device 
which requires less motor power and assures longer life with 
higher efficiency. 





Get your start on good solid profit today with the ‘Quik-Lift'’— 
send for our data sheets. 


COFFING HOIST COMPANY 


DANVILLE - - - - ~ ILLINOIS 















COFFING “tssicn” HOISTS 
RATCHET LEVER SPUR GEAR ELECTRIC 
LOAD BINDERS TROLLEYS DIFFERENTIAL 

















New GASKET 
Handbook and Catalog 


64 fact-packed pages of ad- 
vanced engineering data... 
complete size and price infor- 
mation . . . many new and 
improved products . . . pro- 
fusely illustrated . . . concisely 
written ... to offer time-saving 
reference. 
Your copy sent on request. 
GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick, N.Jd. 


Branch Offices in Principal Cities 
“America’s Oldest and Largest Industrial Gasket Manulacterer” 
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a thousand bales of cotton and 
nearly a million pounds of rubber. 








Vear dam end of the belt line. Over 
| hill and down dale, belt is operated in 
26 sections or flights, each flight oper- 
ated by a 200 h.p. motor. (Motor house 
in foreground). On down grades of 
25 per cent or more, regenerative type 
motors are employed. The tremendous 
kinetic energy of the loaded belt at 
those points is utilized to operate the 
motors as generators, producing cur- 
rent to help succeeding flights. 








Sales Meeting In Print 


(Continued from page 31) 








1.16 to 20 min. per inch of 
| diameter. 
| 2. Yes. It is 30 to 35 min. per inch 
of diameter. 

3. 30-lb. per s 
per hour. 

4. 60-lb per sq. ft. of hearth area 
per hour. 

5. 80-lb. per sq. ft. of hearth area 
per hour. 

6. Yes, to 110-130 per sq. ft. of 
hearth area per hour. 

7. 5 to 10 min. per inch of diameter. 

8. 50 to 100-Ib. per sq. ft. of hearth 
area per hour. 

9. To avoid burning or otherwise 
harming the material and to study 
service life of the refractory. 

10. Yes, by dividing the total of 
heat conductivity of steel times the 
specific heat of the other metal by 
the conductivity of the other metal 
times the specific heat of steel. 

11. 30. 

12. 0.115. 

13. 80 per cent as much brass as 


|. ft. of hearth area 


14. 71 per cent as much copper as 


15. Only 35 per cent as much 
aluminum as steel. 
16. Yes—if there isn’t enough of it 




















to form a proper heat-absorbing 
surface. 

17. 1 to 4 per cent. 

18. 5 per cent. 

19. Yes, as high as 60 per cent. 

20. Fireclay, and bricks made from 
it. 

21. Flint clay to make them highly 
refractory, and plastic clay for a 
binder to give mechanical strength. 

22. Ground brickbats. 

23. To replace some of the new 
fireclay and thus increase resistance 
to spalling and to reduce volume 
changes. 

24. It maintains its strength to 
higher temperatures. 

25. They should not be bonded 
with common firebrick, and the fur- 
nace should be kept at a dull red even 
when not in use. 


Answer To Problem On Page 31 


144 cows, of which the neighbor 
owns two. 


Tom got 48 
John got 36 
Joe got 24 
Bill got 18 


Tim got 16 
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The fault in this problem, as in all 
similar ones is simply that the frac- 
tions do not add up to unity. This 
fact usually gives a clue to the solu- 
tion. Thus, the least common de- 
nominator for all the fractions is 72, 
and they add up to 71/72—which 
means that the neighbor would have 
had to lend only one cow to a 71l-cow 
herd. But he loaned two—making the 
answer an obvious doubling of the 
original trial figure. 








Sales Short Cut 


(Continued from page 25) 








used on small belts subject to sharp 
turns, high speed and great strain. 
Sut plants with many belts now 
often use patented fasteners or ce- 
ment. The latter method requires 
belt clamps, cement, a belt-maker’s 
plane, a belt shave, and a belt 
slicker, used for shaping laps, plus 
the necessary cement. The former 
method requires a variety of equip- 
ment, depending on the fastener 
used. Commonest is the belt hook, 
supplied mounted on cards. One 
card is clamped by machine over 


| 





Eick 


and TAP 
CHUCKS 
























Ettco Drill Chucks—made in 5 sizes from 60 drills to 5,” 


. s 
Cash in on these universally accepted 
H Ettco Drill d T Chuck e easier 
time-savers to cr "becanie y * ae elemie in 
extensive use in shops everywhere, saving time and money and 
producing better work for their users. With the Ettco line your 


profit opportunities are just as big as ycu want to make them 
because there’s an Ettco for every high speed, sensitive drilling 








Ettco Tap Holding and tapping requirement. Satisfactory performance has al- 
Chucks — made in 5 ready paved your way to cashing in also on reorders. 
sizes from #0 tap to Ettco Drill Chucks are faster and simpler because they are 


tightened by hand quickly without key. They are accurate, 
true-running; drills can be changed in a jiffy. 


Ettco Tap Holding Chucks assure a firm grip without in- 
jury to shank. Shank is centered by merely tightening knurled 
nut. Special chucks not required for each size tap. 


Write for complete information on Ettco Distributor’s Propo- 
sition. 
Also: 


ETTCO TOOL COMPANY Laem octinse 
594 JOHNSON AVENUE Multiple Heads 


BROOKLYN NEW YORK 




















Reg. U. S. Pat. Office 


SELF-LOCKING 
need SET SCREWS 


Traditional “Unbrako” strength and accuracy plus automatic 
locking ability give these screws a distinctive sales advantage. 
Set them up with only normal pressure, and like magic they 
lock there. No chance for them to vibrate loose. No danger 
of accidents or costly machinery breakdowns. Write us for 
other selling points, samples and distributor’s proposition. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. sox si9 
—— srancnes —— 
BOSTON - DETROIT - INDIANAPOLIS - CHICAGO - ST. LOUIS - SAN FRANCISCO 
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QUALITIES THAT BRING CUSTOMERS 
BACK TIME AFTER TIME for 


CONGRESS DRIVES 





V-BELT PULLEYS 





V-STEP CONE PULLEYS 


% TRUE RUNNING 
% PROPER BALANCE 
% QUIET OPERATION 


The rapid growth in new and replacement purchases 
of CONGRESS DRIVES attest to a definite preference 
by many large industrials. The reason for this is 
the consistent good day-after-day performance which 
is made possible by our strict adherence to careful 
manufacture and our resultant high quality products. 
Our distributors enjoy substantial returns and good 


sales volume, because of the uncontested worth of 
CONGRESS DRIVES. Our technical staff is ready to 
help your customers solve their difficult transmission 


problems. 


We can handle your orders immediately 


because of adequate stocks and facilities. We will 
be glad to go into more detail on the advantages to 
you of selling CONGRESS DRIVES. Write. 


CONGRESS DIE CASTING DIVISION 


CONGRESS TOOL & DIE COMPANY 


3754 East Outer Drive 


DETROIT 


MICHIGAN 








on 


safer Simplex Jacks. 


Be prepared—check your stock of Simplex 
5-ton (No. 522), 15-ton (No. 310-A shown), and 
20-ton (No. 2030) Emergency Jacks and other 
Simplex Automatic Raising and Lowering 
Jacks and Simplex Ball Bearing Screw Jacks. 


Now’s the time to re-check your Jack pros- 
pects—there’s 
Medal Safety Award Jack for every 
job and many jobs for every jack. 


Send for a supply of the new Sim- 
plex Junior Catalog No. 40—be 


a Simplex 


Your Jack Sales Up Through 
National Defense Activity! 


Every shop, plant, mine, railroad—everybody 
participating in the National Defense Program 
has things to move, new machines to install 
and scores of other jobs calling for faster, 


sure every prospect has one! 


TEMPLETON, KENLY & CO. 
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Chicago, Ill. 


Better, Safer Jacks Since 1899 


Gold 


SIMPLEX Jacks 


Awarded 


the 


Gold 


Medal 


for Safety 
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each end of the belt, then the two 
are mated and held together by a 
through-pin of rawhide or steel. 
Another common fastening is the 
fastener, which is put across the 
joint, the ends driven through the 
belt, and then clamped or crimped 
down. Other common jointing de- 
vices—particularly for fabric belts 
are the jointed plates fastened with 
rivets. This type of fastener re- 
quires a riveting hammer, bucking 
bar or block, and a rivet extractor 
as well. Still another fastener is 
steel lacing—really a multiple fast- 
ener fabricated from sheet steel. All 
these types are sketched. 

In addition, of course, the belt kit 
should include couplings for round 
belts, V-belt couplings (if V-belts 
are made up to fit) and other spe- 
cialized equipment, depending upon 
the particular plant. Finding out 
what is needed, and providing it, 
will go a long way toward setting 
you up as the belt supplier when the 
time comes. 








Let's Be Frank About It 


(Continued from page 30) 








minimum of 5 per cent compared 
with a territory where the manu- 
facturer must do practically all the 
selling for the distributor. 

My rambling remarks could be 
summarized as follows: Every 
manufacturer is eager for good dis- 
tributors; every good distributor is 
looking for a connection that pays 
him adequately for his performance. 
The distributors who do a job have 
a right to demand a gross profit that 
covers the functions which they 
perform, but they are not going to 


| get it unless there is a graduated 


schedule of discounts, so that the 
distributor who performs fewer 
functions and has less operating ex- 
pense or investment cannot afford 
to undersell the market. This is no 
persecution of the smaller distribu- 
tor. If he carries no stock and 
spends little or nothing on adver- 
tising and only goes after obvious 
deals, he can make just as much 
money on a 10 per cent gross as the 
larger competitor can on a 20 per 
cent gross. 

Instead of crying for more dis- 
counts and more free service from 
manufacturers, I suggest to you dis- 
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tributors that you get your own| 
house in order, and, when you prove | 
you can fulfill the functions that a| 
distributor is supposed to perform, | 
you should demand and get from| 
your manufacturers a modern and| 
definite program with some such| 
features as: 1. A preferential for 
carrying adequate stock. 2. An 
allowance for advertising. 3. Free 
technical - cooperation from the 
manufacturer up to a definite allow- 
ance of 5 per cent on your actual 
sales. 4. A standardized finance 
plan. 5. Fair trade contracts con- 
trolling resale prices. 6. A 100 per} 
cent distributor policy. 

When you are right, no manu-| 
facturer can refuse you for fear of 
seeing his distributors shift over to 
the manufacturer who has a better | 
policy. 














Thar's Romance On Them 
Shelves 


(Continued from page 28) 








eliminated. Not only that, the 
materials from which they are made 
have been improved like in every- 
thing else. Another thing is that the 
thickness of the washers is now ad-| 
justed to the size of the bolt on| 
which they are used. The heavier 
sections give better spring and lock- 
ing action at the same time the 
larger sizes help prevent breaking 
of the washer under load. 

“Helical spring washers are now 
made of other materials than the 
one grade of steel formerly avail-| 
able. This is an angle that is use- 
ful when you are selling some com- 
pany which manufactures process- 
ing machinery, food or chemical 
equipment. Oftentimes sanitation | 
or the presence of corrosives re-| 
quires the use of stainless steel, | 
bronzes, and other non-corrosive | 
materials. Here is a chance for} 
some specialty selling that may give | 
you an opportunity to contact the| 
chief engineer or someone else be-| 
yond the purchasing agent.” 

“Well, I begin to see something | 
in this,” said Bill. “In other words| 
here is a chance for me to drop a| 
hint to the purchasing agent, or to} 
use the service approach by offering | 
to pass this information along to the | 
chief engineer or shop superintend- | 
ent. They ought to be interested in | 
a gadget that is available in a | 





on NO0Te 


ONES V-Belt Sheaves are made 
from High Test Cast Iron to 


order. They are accurately ma- 
chined with polished grooves to 
give long ‘belt life. They are 
furnished for all styles and sizes 
of V-Belts, in both the standard 


and light duty types. 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 Roosevelt Road, Chicago, Illinois 
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@ Do your customers a real 
service... but also save yourself 
many a headache! Reach for a 
PACKAGE instead of the shears 
when they want shim stock. 


This packaged stock comes in a complete line of handy 
assortments—to meet your customers’ every need. You have 
bigger units of sale—with less handling . . . and, from the kits 
you sell, automatically reap the benefit of continuous “fill-in” 
orders of shim stock. @ Write for catalog and dealer pian, 


LAMINATED SHIM CO., INC., 58 Union St. 


Glenbrook, Connecticut 


Ne 
slid 
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material suited to their needs, and 
which will hold an assembly tight 
and absorb shocks without rattling. 

“Why there are lots of jobs so 
big that I guess I’ve never noticed 
the little things that keep them to- 
gether. I’ve looked at miles of 
railroad but never saw the bolts and 
spring washers that make the all-im- 
portant joints. I’ve seen a big 
steam shovel or a tractor working 
hard on a big construction job tak- 
ing a beating day after day but never 
saw the bolts and spring washers 
, that held the big machines together, 

A FOR CONSISTENT absorbing the shocks and preventing 
+] expensive failures. Every shop or 

SA L E 5 Vv '@) L U M b mill I go into must have these same 
° “hidden” sales possibilities. I sup- 
pose the same goes for every other 
item on the shelf.” 

Pop beamed and closed with, 
“That’s it. You've got items of 
interesting information which al- 
ways makes for extra friendship and 
extra sales especially when you can 
Ry add that service hook to it. Why 

[ know one tractor company alone 


THE EDWIN H. FITLER ¢c¢Oo. that buys these lock washers two 






















Manufacturers of Quality Rope for Over a Century—Established 1804 carloads at a_ time and in any 
MAIN OFFICE, PHILADELPHIA, PA. language “That Ain’t Hay!”. 
New York Chicago St. Louis New Orleans Los Angeles San Francisco . 














Control For Profits 


(Continued from page 27) 








One is here reproduced, (see Figs. ’ 
2 and 3) front and reverse. When- 


ever a salesman secures a new cus- 
| tomer, he personally fills in the 
| necessary data on the front and 


1 
— a | sends it in for filing. 
| 









O » reverse side are space: ; 
No. 5 No. 8 n the reverse ide are paces 
5"'diameter 8" diameter for each month of the year for a 
round or round or period of 10 years. Every month, 


5” x 10" flat 8" x 16" flat the total sales of all commodities 


are entered. The figures are taken 

from the ledger and conform strictly 

with accounting department records. 

From the salesman’s daily reports, 

the number of calls he makes on the 
customer each month are indicated ' 
on the card. 








Also the No. 9 Upright Saw 








A “SPARK PLUG” FOR YOUR SALES EFFORT 


_ a saw that will give a new spark to your sales. For bars, sheets. 

tubes, angles—odd jobs, continuous production—the Wells Saw is a 
money-saving production booster. It’s fast. accurate, portable, dependable, 
easy on blades and has features galore that your customers will like and 
benefit from. One customer calls his Wells “the handiest tool in the shop.” 
That sort of reaction builds customer good will and more profits for you. 
Want to handle the Wells line? Write for details today. 


Salesman's Daily Reports 


Each salesman is required to 
make daily reports of all calls on a 
special report form. Requirements 
in regard to these reports are leni- 
ent, however, as the company does 
not wish to burden the salesman 
| with any more of this work than is 
necessary. The main thing is that 


Three Rivers WELLS MFG. CORP. Michigan 











A METAL CUTTING BAND 
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Be. does have something. That’s as plain 


as the smile on the P.A.’s face. 


And if you’ve been following Brody’s career 
in these pages, you know what it is. For new- 
comers, here’s the answer in a nutshell: 

The lines Brody sells are advertised regu- 
larly in Business Week ... the magazine where 
management men do two big jobs at one sit- 
ting: As they shop for business ideas, they 
also shop for business goods! 

Brody will tell you that ever since his lines 
have been backed by Business Week advertis- 
ing, he sees bosses regularly. He sees the men 
who have the final say-so on major purchases. 

And he'll tell you that the advertising pages 
of Business Week not only make life more fun 
for salesmen ... but more profitable as well! 


BUSINESS WEEK 


WHAT’S BRODY HAVE 
THAT WE DON’T HAVE? 








In October . . 


. here’s a partial list of compa- 


nies selling their products to active management 
through the advertising pages of Business Week: 


Allis-Chalmers Mfg. Co. 
(Motors, Power Transmission 
Equipment*Pumps, Blowers) 

Aluminum Co. of America 
(Aluminum Alloys) 

Ampco Metal, Inc. 

(Ampco Metal) 

Anchor Post Fence Co. 
(Steel Fences) 

Philip Carey Co. 
(Corrugated Asbestos 
Roofing & Siding) 

Century Electric Co. 
(Electric Motors) 

Clarage Fan Co. 

(Unit Heaters) 

Crane Co. (Valves) 

Cutler Hammer, Inc. 
(Motor Control Equipment) 

Henry Disston & Sons, Inc. 
(Files) 

E. I. duPont de Nemours 
& Co., Inc. 

(Neoprene) 

Fafnir Bearings Co. 

(Ball Bearings) 

Fairbanks, Morse & Co. 
(Motors, Scales, Pumps) 

General Electric Co. 
(Incandescent Lamps) 

Goodyvar Tire & Rubber Co. 
(Mechanical Rubber Goods) 

Hewitt Rubber Co. 
(Mechanical Rubber Goods) 

Hyatt Bearings Div., 
General Motors Corp. 
(Roller Bearings) 

Hygrede Sylvania Corp. 
(Fluorescent Lighting) 

International Nickel Co. 
(Nickel Alloys) 

Keasbey & Mattison Co. 
(Corrugated Asbestos) 


Kester Solder Co. 
(Cored Solders) 
P. R. Mallory & Co., Inc. 
(Precision Parts) 
Morton Salt Co. 
(Salt Tablet Dispensers) 
New Departure Div., 
General Motors Corp. 
(Ball Bearings) 
Norton Co. 
(Abrasives, Grinding 
Wheels) 
Page Fence Association 
(Metal Fences) 
Republic Rubber Div., 
Lee Rubber & Tire Corp. 
(Mechanical Rubber Goods) 
Russell, Burdsall & Ward 
Bolt & Nut Co. 
(Bolts & Nuts) 
SKF Industries, Inc. 
(Ball & Roller Bearings) 
Scott Paper Co. 
(Tissue Towels & Toilet 
Tissue) 
Standard Conveyor Co. 
(Conveyors) 
Standard Pressed Steel Co. 
(Steel Stools & Benches) 
Thomas Steel Co. 
(Cold Rolled Strip Steel) 
Twin Disc Clutch Co. 
(Clutches) 
U. S. Steel Corp. 
(Steel Products) 
Westinghouse Elec. & Mfg. 
Co. 


(Electrical Equipment) 

Willson Products, Inc. 
(Masks, Helmets, Goggles, 
Respirators) 








“,., where advertising pages make life more fun for salesmen!” 
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The Steady Worker 


finds a ready 
market to-day 





That is a good reason for telling 
your customers about the sturdy, 
durable all-steel construction of 


With a minimum of maintenance 
costs and absence of lost time for 
repairs Peerless Hoists give a 
greater return for an ordinary in- 
vestment. 


All Gears Guaranteed 
Five Years 


The HARRINGTON Co. 
17th & Callowhill Sts. 
Philadelphia, Pa. 























NO SELLING problem 


with these important safety tools 

























stay sold, because there is no tool made that will 
do a better job of striking hard blows on surfaces 
that must not be marred or damaged when being 
struck. Genuine Java Water Buffalo hide, treated 
and compressed into striking heads is unequalled 
for the purpose. 


| Chicago Rawhide Hammers and Mallets sell and 
* 


a necessity in the foundry, in sheet metal, elec- 
trical and many other industries where speed 
and production with safety, even in unskilled 
hands is required. 


? Chicago Rawhide Mallets sell because they are 
on 


faults of lead, rubber or wood. They are well 
balanced tools with indestructible malleable heads 
and replaceable Java Water Buffalo insert faces, 
are accurate, economical and definitely superior to 
similar tools which chip, split and “‘mushroom.” 


3 Chicago Rawhide Hammers have none of the 
2 


Send for circular and learn about these better 
hammers and mallets which have such wide sales 
possibilities in an ever-increasing market. 


CHICAGO RAWAUCE MEC.CO. 


1290 ELSTON AVE: CHICAGO-U-S-A- 
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they be made systematically, for 
each and every call, though little 
information is necessary besides the 
recording of the fact that he did 
call, when and upon whom, together 
with such boiled-down facts as he 
may deem important in_ special 
cases. These daily reports do, how- 
ever, have an important function as 
will be seen. 


Sales Control on Cooperative 
Basis 


From the foregoing it is evident 
that the Woodbury sales control 
system is based upon but three 
types of records. It is simple and 
the salesman as well as the house 
is automatically kept informed of 
the results he is producing. This 
does not mean, however, that it is 
so automatic that there is little oc- 
casion for sales manager and sales- 
man to get together. Quite the 


| opposite. It makes occasion for fre- 


quent but sound, to-the-point dis- 
cussion of sales problems between 
the two, so much so that these in- 
dividual discussions have become 
more important than periodical sales 
meetings. 

If it is a matter of slipping vol- 
ume in any one or more of the com- 
modity groups, the figures are there; 
no guess work, no argument. The 
only discussion bears on causes and 
what can be done to overcome them. 
Similarly, on the sales of high profit 
items; where to add effort and 
where to subtract in order that the 
total profit may be increased. 

A salesman may think in a gen- 
eral way that he is doing well with 
a certain customer. It is natural 
that some isolated good orders 
stand out in his mind. But the sales 
manager notes that this customer 
has been buying less and less as 
months go by. This is brought to 
the attention of the salesman. Un- 
less he laboriously keeps personal 
sales records on all customer sales, 
such a case might well slip his 
notice. Again, what is the reason? 
What is the remedy? 


Perhaps there has been a falling 


| off in the number of calls on that 


customer. If so, the calls made by 
the salesman that have been checked 
off on the customer’s card direct 
from the salesman’s daily reports 
show the exact status. Is this hard- 
to-reach customer’s business worth 
extra effort, or perhaps the chang- 
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ing of a route schedule, so that he 
can be seen oftener ? 

The frequency of the calls may 
show too many calls on an account 
which does not warrant them. On 
the other hand, it should be remem- 
bered that regular and frequent 
calls should be made on companies 
of good potentiality, but for the time 
being not buying much from Wood- 
bury & Co. for one reason or an- 
other. 

The whole system, therefore, boils 
down to a study and analysis, con- 
tinuously kept up by both sales 
manager and salesman, of conditions 
as they exist and not as either party 
might guess they were without the 
exact information easily and quickly 
available. Approach any Wood- 
bury salesman with the question as 
to what method of sales control 
they employ and the chances are 
ten to one that he will produce from 
his pocket his latest monthly sales 
sheet and explain the features much 
as described above. Almost with- 
out exception they will say “It helps 
me.” “Would be working in the 
dark without it.” “Helps me to 
make a profit.” 

A plan such as this, carried out 
painstakingly, not only insures con- 
trol of sales, more profit for the dis- 
tributor and more money eventually 
for the salesmen, but it also insures 
better coverage and more sales for 
the suppliers who are represented 
by the distributor. 


"Mechanics" of Operation and 
Cost 


The operation of this system re- 
quires the services of but one extra 
stenographer. She does all of the 
work incident to its operation and 
also handles correspondence _ be- 
tween sales department and sales- 
men. After the sales manager has 
noted the daily sales reports they 
are turned over to her and _ she 
enters the calls made on the cus- 
tomer sales cards. She enters the 
month’s total sales to each customer, 
obtaining the figures from the 
books. 

Likewise, as stated before, she 
ascertains from the daily orders the 
sales figure for each month for each 
commodity group and fills in the 
monthly sales report. 

The cost of the Woodbury system 
is, therefore, represented by the 
salary of this one emplovee. 














SALES AMMUNITION! 


SAFE-LINE 
WIRE ROPE CLAMPS 


the wide variety of applications 
offers unusual opportunities to 


DISTRIBUTORS... .. . 


Safety — security — simplicity —these words take 
on added significance today because of the rapid 
speed-up of production in all industries. The national 
emergency demands increased schedules and SAFE- 
LINE Wire Rope Clamps can help to this end in all 
fields of endeavor. 


Utilities, construction companies, mines, logging 
camps, steel mills, aviation and automotive shops, 
loading platforms, communications companies — these 
represent hundreds of applications for indoor and 
outdoor use. SAFE-LINE Wire Rope Clamps are 
guaranteed against breakage and fracture. The most 
modern clamp on the market, and moderately priced. 
No splicing or serving —saves time — no special tools 
needed, Send for particulars and get that business 
now! 


4583-4603 St. Jean Ave. 
a DETROIT, MICHIGAN 














@ No other Bronze Bearings and Bronze Bars are so power- 
fully and consistently advertised to all classes of consum- 
ers as are Bunting products. This means more and more 
profitable sales for you...The Bunting Brass & Bronze 
Company, Toledo, Ohio. Warehouses in All Principal Cities. 


BRONZE BUSHINGS BEARINGS 
PRECISION BRONZE BARS BABBITT METALS 
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PRODU PAGE NO. MAIN FEATURE MANUFACTURER 
Two-Speed Motor 126 Instant change of speed Walker-Turner Co., Ine. 
Bronze Globe Valve 126 Dise and seat of stainless steel Reading-Pratt & Cady Div. 
Small Belt Sander 127 Quality construction, performance Skilsaw, Inc. 

Surface Plates 127 Convenient for layout work Delta Manufacturing Co. 
Electrifugal Pump 128 Pump, motor unit on one shaft Allis-Chalmers Mfg. Co. 
Midget Floodlight 128 Has numerous applications General Electric Co. 

Heavy Duty Shear 129 Longer handles give more power Bartlett Mfg. Co. 

Carbon Brush Concaver 129 Brushes seated quickly Ideal Commutator Dresser Co. 
Flexible Steel Rule 130 Tool kit essential Brown & Sharpe Mfg. Co. 
Inner Ring Bearings 130 Permanently sealed, prelubricated Stephens-Adamson Mfg. Co. 
Electric Screwdriver 131 Sorts, picks up, drives Independent Pneumatic Tool Co. 
Caulking Compound 131 Oil-resisting Johns-Manville 

Pulleys 131 Complete assortment Duro Metal Products Co. 
Circuit Breaker 131 Combines thermal & magnetic action Westinghouse Electric & Mfg. Co. 
Tool Room Lathe 132 Telescopic taper attachment South Bend Lathe Works 
Shim Stock 133 Plainly marked in inches Laminated Shim Co., Ine. 
Bolt Anchor 133 No caulking is required Rawlplug Company, Inc. 
Precision Sharpener 134 Maintains exact clearances of saw E. C. Atkins Co. 

Oil Hose 134 Speeds tanker loading, unloading Hewitt Rubber Corp. 

Vacuum Holders 135 Sturdy lifting device Landon P. Smith, Ine. 
Pedestal Type Grinder 135 Totally enclosed Hisey-Wolf Machine Co. 

Shell Tapper 136 Accurate tapping operation Landis Machine Co. 

Bench Shear 136 Sensitive cutting control O'Neil-Irwin Mfg. Co. 

Low Cost Lathe 137 Boring, tapping, reaming, etc. Oster Manufacturing Co. 














NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Two-Speed Geared Motor 


Instant Change of Speed 





Now available are 


geared motors with a double winding, 
which, together with an interlocking 
switch, provides the operator with a 
choice of two speeds, changeable in- 
stantly at the pressure of a button. 
This new motor is of special interest 
to designing engineers and manufac- 
turers of equipment requiring instan- 
taneous speed change, such as polishing 
and buffing equipment, etc. Available 
in various speeds from 700 to 8,000 
r.p.m. and in sizes from } h.p. to 3 h.p. 
for polyphase circuits only, this two- 
speed motor has been thoroughly tested 
in service as standard equipment on 
the manufacturer’s flexible shaft ma- 
chines.—IValker-Turner Co.,  Ince., 
Plainfield, N. J.—Mitt Supp cies, 


Bronze Globe Valve 


Disc and Seat of Stainless Steel 





Announcement has been made of a 








“Sehockproof” November 1940 new bronze globe valve, identified as 
ckp1 ) ; 
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Fig. 531-P. This valve has a full- 
plug type seat and disc, designed for 
throttling services on high tempera- 
ture and high pressure steam lines. 
It is also suitable for use on high pres- 
sure lines carrying boiler scales and 
other gritty substances which quickly 
wear ordinary seating materials. The 
body is made of a special hard bronze, 
disc and seat of heat-treated stainless 
steel, 500 Brinell hardness, and stem is 
high strength wear-resisting bronze.— 
Reading-Pratt & Cady Div., Reading; 
Pa.—MIv Svupp.ies, November 1940. 


Small Belt Sander 


Quality Construction and 
Performance 





The new “Zephyrplane Junior” is an 
efficient sanding tool for the home 
craftsman, and also for many _ final- 
finish operations in small woodworking 
and cabinet shops, lumber dealers’ 
clean-up shops, etc., where a 2}-in. belt 
is more practical. This sander is light 
in weight, perfectly balanced, speeds 
up work and produces a smooth ripple- 
free finish. Some of the features of 
this sander are: die-cast aluminum 
frame; ball bearing construction; pow- 
erful, sturdy universal motor; bake- 
lite handle for cool comfort; thumb 
operated, quick belt change; trigger 
type momentary switch for safety.— 
Skilsaw, Inc., Chicago, [ll—Mur 
Suppiies, November 1940. 


Surface Plates 


Convenient For Layout Work 





To meet the need of shop men who 


wanted accurate, convenient surface 
plates for layout work, two new sur- 
face plates, 15-in. x 8-in. x 3-in. and 





Ge ouo/ 





HOLO-KROME 


Distributors 
are way ahead! 


Industry demands for the Indus- 
trial Preparedness Program 
QUALITY-PRECISION-SERVICE 
UNFAILING PERFORMANCE-— 


Requirements that have always been 


Holo-Krome Standards. 


Holo-Krome Distributors have long 
known these facts to be to their par- 


ticular advantage with the result— 


H-K Distributors are way ahead! 


KROME 
OTKCd GD eamamig) 


THE HOLO.KROME SCREW CORP SOCKET SCREWS Hrtrorn, conn usa 
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STOW 
JUNIOR 


Prices as 
low as 


$35.00 


Model J 
(Iilus.) 
$54.50 


WHEN you handle STOW, you're 
backed by the widest knowledge of 
flexible-shaft use available anywhere 
today. For 65 years ago STOW in- 
vented the flexible shaft—and ever 
since has upheld this leadership. If 
you want to sell a machine that’s the 
most rugged in its class, with the right 
power and speeds for the job, with 
mountings suited to every purpose, 
sell STOW Heavy-Duty and STOW 
Junior, together with the broadest line 
of Attachments on the market. And 
with STOW Flexible Shafting, in all 
sizes and capacities up to 10 H.P., 
available for power transmission and 
remote control demands—you have a 
profit combination that has Big 
Growth possibilities. 

Distributors are lining up fast for 
STOW’s Full-Line representation in 
Exclusive Territory. Write today for 

franchise proposition. 


Manufacturing Co., Inc. 
5 Shear St 
BINGHAMTON, N.Y 


10 


Established 1875 


Inventors of Flexible Shafts 
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16-in. x 22-in. x 3-in., have been intro- | 
duced which give the user everything | 


he needs at a fraction of the cost of 
| hand-scraped precision plates. These 
new surface plates provide a true sur- 
face to start with, a massive design 
and properly ribbed casting to insure 
the surface remaining true, ledges at 
the edges of the plate for clamping 
purposes, and edges that are square 
with each other and square with the 
face. In addition, these plates may be 
made into precision plates by simply 
| scraping to a master plate or to each 
| other. — Delta Manufacturing Co., 
Vilwaukee, Wis—MIti 
November 1940. 





Electrifugal Pump 








This new “ 


SUPPLIES, | 


Pump, Motor Unit On One Shaft And 
One Housing | 





Electrifugal” pump is an | 


all-in-one centrifugal pump especially | 


designed as a complete pump and 
motor unit on one shaft and one hous- 
ing. Instead of using standard motors 
having special end housings and shaft 


extensions, this pumping unit has a 


special motor with a one piece cast 
iron motor yoke and pump bracket. 
Feet are cast integral with the housing 
and bracket. Extend under entire 
unit instead of under motor only. In 
splash proof construction the “Elec- 


trifugal” pump is available in sizes 
from 1 h.p. to 10 h.p. inclusive at 
3500 r.p.m. and from } h.p. to 74 h-p. 
inclusive at 1730 r.p.m. for heads up to 
160-it. For normal service the pump 
is built with cast iron casing, bronze 
fitted. It can, however, be made all 
iron, all bronze, all stainless steel, or 


of other special metals 


to suit any 
industry.—Allis-Chalmers Mfg. Co., 
Vilwaukee, Wisconsin—Mitt. Svup- 


pLies, November, 1940. 


Midget Floodlight 
Has Numerous Applications 


\ low-priced midget 


nated as type L-65, the floodlight 
burns a 100-watt incandescent lamp. 


It has numerous applications wherever 
i small unit is needed to produce a 
flood of controlled light. The flood- 
light 3-Ib. and stands about 


weighs 
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“Handy” | 
floodlight has been announced. Desig- | 


| grip and greater rust resistance, have 
real eye appeal. 
| construction gives them longer life in 





It's the “HOLDING 
POWER" of 


ECONOMY 
PRODUCTS 


that assures 
economical plant 
operation— 


Distributors collect 
good dividends selling 
Economy Products. 
Plant managers are 
always interested in 
cutting production 
costs—more so now 
than ever. Speeding 
up of manufacturing 
demands smooth run- 
ning assembly and 
that’s where Econo- 
my Products demon- 
strate their true 


Hollow Set Screw worth. 


They are precisely made, threads clear and 
sharp, and special heat treating gives them 
strength and durability. They are available 
in packages or bulk. Our special screw ma- 
chine products service is available to our 
distributors—-try us on that next order. 


ECONOMY MACHINE PRODUCTS CO. 


5200 Lawrence Ave. Chicago, Ill. 











EXTRA!!! 





Here's a new Eagle Oiler of tested 
quality. Eagle Tru-Blue Oilers, fin- 
ished with heavy lacquer for easier 


And their sturdy 


use. 
inside or out. 
Brass Bushings 
Threads. 


Take advantage of the new sales pos- 
sibilities offered by Eagle Tru-Blue 
Oilers. 


No solder or brazing compounds 
Welded Steel Spouts: 
with Machine Cut 


Wriie for full details 


| EAGLE MANUFACTURING COMPANY 


Dept. MS6 Wellisburg, West Virginia 
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9-in. high. It has a 44-in. steel mount- | 
ing base which is of sufficient size 


to hold the light upright without 
permanent mounting. The base also 
is arranged for mounting on a 3 or 
4-in. outlet box. Horizontal and ver- 


| 
| 


tical bolt adjustments make possible | 


various positionings of the light. The 
floodlight proper is of aluminum, and 
has a long-life etched reflector cov- 
ered by a 7-in. diameter convex heat- | 
resisting glass door and cork gasket 
to make the unit weatherproof.— 
General Electric Co., Schenectady, 
N. Y.—Mitvt Svuppties, November 
1940. 


Heavy Duty Shear 


Longer Handles Give More Power 





This heavy duty shear, No. 19, has | 


a bull dog jaw with a cut of 2} in. 
Extra length in the handles make it a 
most powerful tool. It is made of drop 
forged crucible tool steel with bolts 
and links in proportion to the capacity 
of the shear. The design of the com- 


pounding lever action gives an evenly | 


distributed cutting strain from a close- 
throat start to the finish at the point of 
the blade. This tool is designed to be 
used in both hands or when supported 
in a vise, as a bench shear.—Bartlett 
Mfg. Co., Detroit, Michigan—Mi1 
Suppiies, November, 1940, 


Carbon Brush Concaver 


Brushes Seated Quickly and 
Accurately 





It’s easier to correctly form brushes 
to the commutator curvature with this | 
new device. No longer need the engi- 
neer “sand in” a new carbon brush. 
The old brush is used as a template 
to accurately locate the arc segment on 
the cutting guide slot, which = cone! 
responds to the contour of the com | 
mutator or slip ring. After this seg- | 






SEL 
THES 
POINTS 





NY \ 
EY 18% TUNGSTEN HIGH SPEED 
STEEL CUTTING EDGE 


THAT MAKE MARVEL THE ONLY 


UNBREAKABLE HACK-SAW BLADE; 


You don’t have to invent sales arguments to sell 
MARVEL High-Speed-Blades—they are sold right 
from the start with these exclusive construction 
features which assure uninterrupted operation with 
the finest cutting edge; permit high speeds and 
heavier feeds; and a tauter blade 
accuracy. 










greater cutting 


* 


2S gre aE PD 
>) ae 3 


These three salient points mean that MARVEL 
Blades may be put to any test by any user without 
fear of failure . . . will increase the output of any 
machine. ... MARVEL Blades resell 
themselves by performance. That's 
a fact you shouldn’t overlook. 


y= 


MARVEL High-Speed-Edge Hole 
Saws will not only do the work of 
ordinary hole saws, but will also do 
deep drilling, will cut large holes 
up to 14%” thick and will stand up 
on drill presses. Sizes from 34” to 
444” in diameter. Sell them and 
you can sell a double market. 


ARMSTRONG - BLUM MFG. CO. 


“The Hack Saw People” 


5753 Bloomingdale Ave., Chicago, U. S. A. 
Eastern Sales Office: 199 Lafayette St., New York 
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The Boss 


was glad, too, when | 


| won this Sales Prize 


CHECK 





, MY BIG SALES OF 


KEY-TITE 


MADE EXTRA PROFITS | 


Se 
KBy-TITE 
= ail 


FOR HIM 


Yes, Key-Tite is along 
margin profit item and 
a volume sales item too. 
Give credit to the sales- 
man who can increase 
his volume of sales but 


! 





the big praise goes to 
the salesman whose margin of profits on 
his volume sales is the greatest. Key-Tite 
waterproof sealing compound for thread 
and gasket connections carries a much 
greater margin of profit than most of the 
items you handle. Key-Tite sales mean 
volume and profit. 


The sales story is simple...here it is: 


1. For all lines carrying water, 
gas, compressed air, low pres- 
sure steam, etc. 


2. Provides a permanent leak- 
proof seal. 


3. 
4. 
5. 
6. 


Is economical to use. 
Will not settle in the can. 
Does not freeze the joint. 


Does not affect color or taste 
of potable liquids. 


National advertising month after month 
creates acceptance for Key-Tite...en- 
ables you to build real volume sales on a 
real profit producer. Inquire about your 
territory—write for details and prices. 





2621-A McCasland Ave. + East St Louis, Ill. 
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| The 


| 


ment is found the new brushes may be 
formed without further set up. Any 
electric drill or electrical shaft drive 
may be used to operate the cutting 
head. The complete unit includes 
aluminum guide casting, cutting file, 


removeable angle plate with clamping | 


device and “C” clamp. Takes practi- 
cally any size brush for 4 to 48-inch 
diameter commutator.—/deal Commu- 
tator Dresser Co., Sycamore, Illinois— 
Mint Suppiies, November, 1940. 


Flexible Steel Rule 
Tool Kit Essential 


. wiese S 4 
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Made in 6-in. length only, this new 
flexible steel rule is graduated in 32nds 
on one edge and 16ths on the other and 
the opposite side has 64th graduations 


| on one edge only. The rule can be 


turned quickly from one graduation to 
the other without turning end for end. 
32nds are numbered every 


graduation and the 64ths every 8th 











i 
| 


| 


4th | 


graduation. This rule with its gradua- | 


tions is a handy item for the tool kit.— 
Brown & Sharpe Mfg. Co., Provwi- 
dence, R. 1.—Miu.1. Suppiies, Novem- 
ber 1940 


Extended Inner Ring Bearings 


Permanently Sealed, Prelubricated 





These bearings are for machine ap- 
plications on straight shafts. Identified 
as style “A,” the bearings have the 
patented “Sealmaster” centrifugal laby- 
rinth seal. Annular grease groove with 
two holes in outer diameter of outer 
race permits regreasing. Bearing is 


fitted with snap ring as standard equip- | 


ment against bearing location, and per- 
mits through bore in the housing, 
eliminating counter boring to a shoul- 
der. While the knurled, cup point set 
screws are furnished as 
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SELLS,GOULDS PUMPS 


Right now, manufacturers the 
country over are expanding 
plants, buying additional pumps 
- modernizing plants, replac- 
ing old pumps. AND THEY’RE 
ALL IN A HURRY! That is 
where you come in; for the 
distributor of GOULDS Pumps 
has a better chance than any- 
one else to fill the bill for the 
buyer who is in a hurry. 





No. 1 REASON-WHY ... 


is GOULDS Fig. 3620 “Close-Cupld” 
Centrifugal—general service pumps 


that meets more than half of in 
dustry’s needs. 

Prompt delivery from large stocks 
of assembled units—complete with 


‘wuilt-in motor—ready for installation 
in any position \ few units of 
moderate capacities in your stock 
will help on hurry calls 





No. 2 REASON-WHY... 


is GOULDS line of Filexi-Unit 
Pumps, a heavy duty series of centri- 
fugals assembled on order from 
standardized, stocked parts. Perform 
ance equal to custom built pumps 
at 20% saving to buyer. Only 
GOULDS large’ volume _— enables 
standardization on such heavy, high- 
quality units 


“Close-Cupld” and Flexi-Unit alone cover 
an amazingly wide range of industrial re- 
quirements, making GOULDS distributors 
popular with “buyers in a hurry.” If you 
haven't full data on both these lines, write 


GOULDS 
PUMPS Inc. 


SENECA FALLS, N.Y. a 
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equipment, the one-halt dog point set 
screws with lock wire can be furnished 
at no extra charge.—Stephens-Adam- 
son Mfg. Co., Aurora, Ill_—Mu.u Sup- 
PLIES, November 1940. 


Electric Screwdriver 
Sorts, Picks Up, Drives 


A new device has made its appear- 
ance which promises to be one of the 
most practical development yet an- 
nounced for handling screws on assem- 
bly operations. Known as the Thor 
“Pix-Up” Finder and Adjusto-Tray, 
the device sorts, picks up and holds 
screws for driving. The Adjusto- 
Tray is a screw-holding tray that has 
a series of longitudinal siots in the 
bottom. A quantity of screws are 
spilled into the tray; shaking the tray 
a few times suspends the screws in the 
slots by their heads. Then a power 
screwdriver equipped with the “Pix- 
Up” Finder is placed over the screw 
head, pressed and, as the tray de- 
presses slightly on its spring mount- 
ing, the finder grips the screw head 
firmly in perfect alignment, holding it 
ready for the driving operation. The 
operation is not magnetic, but entirely 
mechanical . . . the finder being split 
to act, in effect, as mechanical fingers 
in picking up and holding the screw. 

All Thor portable power screwdriv- 
ers, pneumatic as well as electric, can 
be equipped with the new “Pix-Up” 
Finder for driving all types and sizes 
of screws.—Independent Pneumatic 
Tool Co., Chicago, Til—Miit Sup- 
pLies, November 1940. 


Caulking Compound 
Oil-Resisting 


To meet the need for an oil-resisting 
electrical caulking material for trans- 
former and oil switch bushings and 
covers, a permanently plastic substance 











| 
| 


called “Petroseal” has been developed. 
This compound is equally adapt- 


able to any electrical apparatus em- 
ploying transil oil. “Petroseal” is 


described as a non-hardening, adhesive 
plastic compound which will not slump 
or flow, nor dry out or check. It re- 
mains easily workable over a_ wide 
range of temperature. It adheres read 
ily to any clean, dust-free surface, yet 
can be easily removed and salvaged. 
The material has good dielectric 
strength and is not injurious to work 
ers’ hands. The compound weighs ap- 
proximately 100-Ib. per cu. ft., and is 
furnished in 1 and 
of 30 and 12 pugs, respectively — 
Johns-Manville, New York, N. Y.— 
Mitt Suppiies, November 1940. 


5-lb. pugs, cartons 
y 


Pulleys 


Complete Assortment of Sizes 





The counter display shown is an 
innovation, supplying a complete as- 
sortment of popular size V-pulleys, 
couplers, flange and crown pulleys 
and also V-belts, in cartons which 
form an attractive two-color counter 
display. This display is shipped set 
up. The back of each box carries a 
complete speed range listing of all de 
sired speeds afforded by various com- 
binations of driven and powered pul- 
leys—Duro Metal Products Co., 
Chicago. Ill—Miti Surrries, No- 
vember 1940. 


Circuit Breaker 


Combines Thermal and Magnetic 
Action 





Circuit protection is attained by a 
new small circuit breaker just 
nounced. 


an- 
protection of lighting, appliance, and 
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Designed primarily for the 
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JOHNSON GAS APPLIANCE 
CO. ENGINEERS WILL BE 
GLAD TO HELP SOLVE THEM 


When you run into a “stumper”’ 


think of us. Our engineers were 
handling heat-treating problems 
before you were born, and have 
met and conquered thousands of 
them. Call us, and we'll help you 
sell that job, for we manufacture 
specific burners for any and all 
applications. 


This Johnson No. 120 
Gives You Plenty of 
Sales Ammunition 


For heat- 
treating hi- 
speed 
steels, No. 
120 is a nat- 


ural for 



















general ma- 


chine and tool 


shops. Users say 
it's cheaper to op- 
than 
thing they've ever 
tried. We'll gladly 
supply with 
photostats of let- 


erate any- 


you 


ters from men us- 
ing No. 120. Your 
toughest custom- 
ers won't ignore 


these testimonials. 


Let us Give You All the Dope on How 
to Make Money with Johnson Appliances 


D metg pr 
Cedar Rapids ED © LOWA 


521 E. Ave. N. W. Established 1901 
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A New 
JUSTRITE 


S 


PRODUCT 
No Spilling! 









New Special Safety 


Filling Can 
x**« * 


Pours Easier 
kkk 
Eliminates need 
for funnels! 


@ Where gasoline or other 
flammable liquids are poured into fuel tanks 
or other receptacles, this new type filling 
can reduces the fire hazard. Its flexible 
spout does away with funnels and makes 
pouring easier without any splashing or 
spilling. Listed by Underwriters Labora- 
tories, Inc., it is a quality-built Justrite 
product designed by men who know how 
to give you maximum safety! Write for 
complete information and prices today! 


Justrite “approved” 


Safety Cans for stor- 

ing and handling 

flammable liquids 

are also offered in 

sizes from 1 pint to 
5 gallons. 





Justrite “Oily Waste” 
Cans are available 
with or without foot 
lever in sizes from 
6 gal. to 40 gal. 
Ask your nearest Industrial Distributor 
to show you any Justrite Safety Product! 


JUSTRITE 


MANUFACTURING CO. 
2079 N. Southport Ave., Chicago, Ill. 
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motor circuits in homes, buildings, 


stores, and factories, this new “Quick- 
lag” circuit breaker introduces a new 
principle to circuit protection. It suc- 
cessfully combines for the first time 
in a single unit a cooperative magnetic 
and a thermal trip. It is available in 
ratings of 15, to 35 amperes, single 
pole only, 250 volts A.C. and 125 
volts D.C. The combination of the 
bi-metal thermal and the magnetic trip 
actions gives the device the advantage 
of instantaneous trip on short circuits 
‘ombined with the advantage of time- 
delay for momentary overloads such 
as those caused by lamp, appliance, or 
inrush currents. Automatic 
operation is indicated by the handle 
position, which has a central tripped 
position, Current ratings are clearly 
and plainly marked on the operating 
handle, which is trip-free.—Ilesting- 
house Electric & Manufacturing Co., 
East Pittsburgh, Pa-—MIu tu SupptieEs, 
November 1949. 


motor 


Tool Room Lathe 


Telescopic Taper Attachment 


which 
time on tool room operations have been 


\ number of features save 


incorporated in the new series “S” 
tool room lathe. This 16-in. swing 
underneath belt motor driven precision 
lathe is made in 6, 7 and 8-ft. bed 
| 


engths, having distances between cen- 
ers of 34-in., 46-in. and The 
headstock has 1}-in. capacity through 
the spindle and takes collets up to 1-in. 
capacity. The design of the lathe 
makes it especially adapted to fine tool 
room work. Convenient arrangement 
f controls saves time and effort. Large 
hand wheels facilitate preci 
sion adustments on 


58-in. 


diameter 
tolerance 
work. The telescopic taper attachment 
lathe 
is always ready for use, 


clk me 


is permanently attached to the 
and 


carriage 
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| This ad in Mill & Factory will help you 


BEFORE YOU BUY 


Cling-Surface 
Belt Treatment 
See why it’s Profitable 





Ask your Supply Salesman to show 


you this Cling-Surface sales ‘‘Demon- 


o 


strator.”’ It proves the money-value 


of Cling-Surface in saving belts. Trial 


tube and literature sent on request. (3) 


CLING-SURFACE CO. 


44 Years Saving Belts and Power 


1024 NIAGARA ST., BUFFALO, N.Y. 
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by COOPER 


ZU IK KS 


Stainless Steel 
Fittings 


Meet 


Ney 


Uh 


the growing 
demand ffor all 


types of 
CORROSION. 
RESISTING 
FITTINGS 
the COOPER 


“Lustracast”’ 


with 
Line. 
Brighter, cleaner, 
greater corrosion 


resistance. 





Write for details 
and samples today. 


THE COOPER ALLOY FOUNDRY CO. 


150 Broadway 


Elizabeth New Jersey 




















LINE 
S$ PUR S| 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 





Car Movers for Every Need 





POWER KING 

for heavy duty in mines and cement mills 
NEW BADGER NO. 5 

for wee and ordinary car moving jobs 
BADG NO. 


for 4 with tow brake beams—efficient for 
usual car spottin 

ADVANCE SAFETY CAR WRENCH .. 
for dumping hopper bottom cars 











The Advance Car Mover Co., Inc. 


Appleton Wisconsin 
CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 
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BALDOR 


| scaninc GRINDERS 


Built For Heavy 
Production Service 








‘ 1 YEAR 
' GUARANTEE 


New BALDOR Grinder No. 724 


has separate, combination hts and eye- 
shields; tool rests are citable and adjust- 
able to and from wheel and up and down; 
water pot; ¥2 HP motor, 3400 r.p.m., 60 
qs. 7 ss IF g 
wheels made by Carborundum 
Company. Price, without bulbs 


Ask for BULLETIN on FULL LINE 


BALDOR ELECTRIC COMPANY 


4364 Duncan Ave.. St. Louis, Mo. 











BALDOR GRINDERS 


built by Motor Specialists 
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position of the ear- 
attachment, 
necessary to tighten two 
binding screws. The fully enclosed un- 
derneath motor drive provides eight 
spindle speeds ranging from 21 to 725 
rp.m—South Bend Lathe Works, 
South Bend, Ind.—Mivt. Suprpvies, 
November 1940. 


regardless of the 
riage. To engage the taper 
it is only 


Shim Stock 
Plainly Marked In Inches 





Thin shim stock supplied in slotted 
cartons, is now available _ plainly 
marked in inches on its edge, with 
half-inch subdivisions throughout the 
100-in. length. The precision-thin 
metal can be conveniently — pulled 
through the carton slot and cut off 
to the exact size required. Not only i is 


waste avoided, but the markings also 
act as a signal, indicating when the 


roll is about used up. These packaged 
rolls of brass or steel shim stock facili- 
tate shim stock storage, prevent stock 
from being mislaid and handling is 
made easier by the slot-dispensing fea 
ture —Laminated Shim Co., Inc., Glen 
brook, Conn.—Mitt Supprits, No 
vember 1940. 


Bolt Anchor 
No Caulking Is Required 





Something new in a masonry bolt 
anchor, known as “Hammerset” has 
heen introduced. It is a two-piece unit 
consisting of a sleeve and a nut, held 
aia by perfect precision taper 
friction. The sleeve is formed with 
one vertical slot extending its entire 
length which opens or closes accord- 
ing to variation in the diameter of 


As the 


than 


the hole in the 
of this sleeve is greater 


masonry. 
diameter 
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BOLTS 


NUTS 


SCREWS 


RIVETS 


WASHERS 


MILLDALE , 








SO) Ia estinle 
TO SELL 





Shafer concave roller design 
gives you features of better 
bearing performance—readily 
recognized by users of power 
transmission equipment. Shafer 
Bearings give you something 
you can sell; Shafer cooperation 
helps you build profitable sales 
volume. Find out what it would 
mean to you to join the con- 
stantly growing list of Shafer 
distributors. Write today for 
details of the Shafer agency 


arrangement for your territory. 


SHAFER BEARING CORPORATION 
35 EAST WACKER DRIVE » CHICAGO 





SHAFER 


Radial-tnrwuat 


ROLLER BEARINGS 
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the nut, it simply contracts when 
driven into a normal hole, locking the 


nut in position at any depth desired. | 


Therefore, it can also be used in bot- 
tomless holes, hollow tile, cinder con- 
crete floors, etc. When locked, it is 
said the anchor cannot move vertically 
or horizontally—Pawlplug Company 
Inc., New York, N. 
PLIES, October 1940, 


, 


Y.—MILL Sup- 


Precision Sharpener 


Maintain Exact Clearances Of Metal 
Saws 





The “Curled Chip” system of high 


speed metal sawing is proving its 
value in many difficult production op- 
erations, according to the manufac- 
turer. Foreseeing the need for an 
automatic precision grinder to sharpen 
the “Curled Chip” saws, metal saw 
sharpener No. 11-30 has been devel- 
oped. The new sharpener con- 
trolled by special cam action for the 
exact clearances of high and low teeth 
as well as precise beveling. Anti- 
friction bearings are employed for all 
working parts of the No. 11-30. The 


is 








importance of precision grinding can | 


be readily appreciated from a brief 
study of the “Curled Chip” system of 
metal cutting. E. C. Atkins col- 
laborated with Covel-Hanchett Co. in 
the development of this new metal 
saw sharpener.—E, C. Atkins Co., In- 
dianapolts, Ind —Mu.t Supe ies, No- 
vember 1940. 


Smooth Bore Oil Hose 


Speeds Tanker Loading and Unloading | 





Recognizing that ioading and dis- 
-harging time is an important cost 
item in the operation of oil tankers 
a smooth bore hose has 
been developed which speeds up the 


uri 


Darges, 
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1905G#ranD1940 


HIGHEST QUALITY 
FLEXIBLE SHAFT MACHINES 


Ve to 3 H.P. 


Many types and sizes 
Your 


Attachments 
Success 


for hundreds 
of operations 
Depends Upon 
Satisfied Customers 





# 








be retissea | OUR NEW 
en 80 p AG E 
“Machines | CATALOG 
crewe | READY 
a Write for 
Rotary Files copy 











N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 

















SELL This 2-Way 
DEFENSE 
PROGRAM! 












Cesco No. 92 


RESPIRATOR 













Safety! Defense! Pro- 
tection! More Pro- 
duction! Sales points 
that appeal to every 
plant beseiged with 
Type A, Silica, Lead 
and Nuisance Dusts. 
This low cost, long- 
lived CESCO respi- 
rator has 45 sq. in. 


of filter area, plus 
comfort and safety 
features that ''cinch’’ 
sales! 








Cesco No. 750 
FACE SHIELD 


Your best recommen- 
dation against flying 
particles, sparks and 


splashes, showers of 
liquids, chips of 
metal. Window, 


ture and safety de- 
tails convince pros- 
pective buyers. 


WRITE 
prices, descriptive |it- 
erature and attractive 
discounts. 


CHICAGO EYE SHIELD CO. 


for details, 


: - s 
2329 Warren Bivd. 
Chicago tMinois 
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This is your sign 
of Quality Tools 





COLLIS 


e DRILL SLEEVES AND SOCKETS 
e LATHE CENTERS 

e CHUCK ARBORS 

e DRILL DRIFTS 


Collis Quality Tools meet modern 
needs in a modern way — they give 
long, satisfactory service because they 
are designed and made by skilled 
mechanics with many years of expe- 
rience in making taper tool products. 
We can handle all of your orders for 
regular or special requirements and 
make it well worth your while — try 
us! 


THE COLLIS COMPANY 


CLINTON, IOWA 
LARTER 











makes ONLY 
non-ferrous 
and stainless 
fastenings 


this MODERN 
HARPER 
PLANT 


QNE COMPLETE manutac- 
turing unit that manufactures 
Bolts, Nuts, Screws and 
Washers out of everything ex- 
cept iron and steel has the 
largest stock in the country. 


Cap Screws of BRASS, Lag 
Screws and Hanger Bolts of 
BRONZE, Bolts and Screws in EVER- 
DUR, Washers, Rivets and Nuts of 
MONEL and most every type of 
STAINLESS fastenings you could 
require. 

That's the story—3600 STOCK 
ITEMS in every alloy except iron 
and steel and plenty of production 
equipment to make those small 
troublesome specials you need right 
now. 

Send for the 72-page Harper Cat- 
alog — “‘Bible’’ of the non-ferrous 
and stainless fastening industry. The 

Harper Company, 2622 Flet- 
cher St., Chicago. 


HARPER 
Chicago 



















rate of flow. This hose is made of 
synthetic, oil-proof rubber, which will 
not swell or slough off, and will not 
discolor petroleum products.. For 
regular continuous suction and dis- 
charge service dock and cargo hose is 
built with two spirals of spring steel 
reinforcing wire imbedded within the 
hose wall. For normal discharge and 
moderate suction service, as in barge 
loadings, etc., a slightly lighter con- 
struction of the same basic design is 
available. In both cases ends are en- 
larged, nipples are built. in, heavily 
reinforced, and permanently sealed 
against leakage. No external clamps 
are needed. Both the heavy duty type 
and lighter construction hose are 
available in continuous lengths up to 
50-ft.—Hewitt Rubber Corp., Buffalo, 
N. Y—Mutt Suppries, November 
1940, 





Vacuum Holders 
Sturdy Lifting Device 











Announcement has been made of a 
new-style vacuum cup-holder, or lifter, 
capable of holding as much weight as 
a strong man can lift. The device 
literally puts a handle on all kinds of 
glass as well as marble, granite and 
various smooth-surfaced articles 
whose weight normally makes lifting, 
pushing, raising, lowering or carrying 


awkward and difficult. The vacuum 
cup holders come in three models 
with chromium-finished body and 


5/16-in. thick base of tough, durable 
rubber. The amply sized swivel han- 
dle with rubber grip is designed for 
easy carrying in any position.—Lan- 
don P. Smith, Inc., Irvington, N. J.— 
Mitt Suppiies, November 1940. 





| Pedestal Type Grinder 


Totally Enclosed, Completely 
Ventilated 


| The new pedestal type grinders, in 
5 and 74-h.p. sizes, are built in 18 and 
20-in. wheel sizes. Motors are totally 
enclosed and ventilated through large 
pedestal. Continuous circulation of air 
passes through motor and out of one 
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DIXON 


Leads Again— 
WITH A NEW CORRUGATED 


STEEL STEM 


FOR 





“BOSS” 


MALE COUPLING 


STYLE MX-16 


Furnishing Male Hose Couplings with corru- 
gated stems made of steel, is another first for 
DIXON. Furthermore, these new, stronger, 
longer-wearing stems cost no more than the 
malleable iron stems formerly supplied. Made 
with smooth, deep corrugations to insure a 
tight fit in the hose under clamp pressure. 
Ends are carefully rounded to prevent damage 
to hose tube. Furnished on 12", %" and 1” 
sizes. On sizes 114" and larger, stems are 
malleable iron, with new ‘COR-O-ZIG” corruga- 
tions—one-half zig-zag pattern, one-half spiral 
pattern. 


The style MX-16 Male Couplings is the com- 
panion for “BOSS” Washer Type and “G]-BOSS” 
Ground Joint Couplings, described below. It is 
much more practical and ical than an 
iron pipe nipple, as it eliminates the need of 
oversize hose. Cadmium  plated—rustproof. 
Sizes 1” and larger have 4-bolt “BOSS” Inter- 
locking Offset Clamp; 7%’ and smaller have 
2-bolt clamp. 


“BOSS” FEMALE COUPLING 


WASHER TYPE-STYLE W-16 





For steam, air or liquid lines in every service. 
Built to eliminate leaks, pressure losses and 
shut-downs, and to protect hose ends, Cadmium 
plated—rustproof. Sizes 4%" to 4”, inclusive. 


“GJ-BOSS’’ FEMALE COUPLING 


GROUND JOINT TYPE. STYLE X-34 


Same as “BOSS” Female Coupling Style W-16, 
except for ground joint union of spud and stem. 
Copper insert in spud fits rounded head of 
steel stem, forming soft-to-hard metal seal that 
remains leak-proof, regardless of wear. No 
lost or worn-out wash to repl Sizes 12" 
10 4”, inclusive. 





Sold Only in Strict Accordance With 
Our Established Distributor Policy 


DIXON 


VALVE & COUPLING CO. 


Main Office and Factory: Philadelphia 


Branches: Chicago, Birmingham, Los Angeles, Houston 
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UF KIN 


UNIVERSAL 
INDICATOR 





Tua ) 
READING FACES 


And those two reading faces 
offer one big reason why you 
should feature the Lufkin Uni- 
versal Indicator. They'll sell it 
for you! They permit the ma- 
chinist to take readings (no 
matter what position the tool 
is in) without the aid of a mir- 
ror or resorting to awkward 
positions. Any machinist 
knows what that means, Then 
too, is the one piece rotating 
head, permitting more rapid 
and easy setting of the tool. 
It's a superior tool throughout 
—that means sales for you! 


UOFH/N 


SGINAW, MICHIGAN . New York Cuty 


TAPES . RULES PRECISION TOOLS 
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motor foot into pedestal and then into 
other motor foot and so back through 
motor. Guards are designed to pre- 
vent work from jamming between 
wheel and guard, yet they extend far 
enough beyond periphery of wheel so 
that all sparks and chips are arrested. 
Flange on outlet makes an easy con- 
nection to the dust collecting system.— 
Hiseyv-Wolf Machine Co., Cincinnati, 
Ohio—Mitt Surprises, November, 
1940. 


Shell Tapper 


Accurate Tapping Operations 
Assured 





Available now is a machine designed 
especially for tapping the nose end of 
shells ranging in size from 75 m.m. to 
155 m.m. inclusive. The illustration 





shows the “Landsmaco #1-4R” shell | 


tapper arranged for the 75 m.m. shell 
although the special arrangement now 
permits handling all sizes from 75 m.m. 
to 155 m.m. on one machine with one 
attachment. The special carriage or 
holding device comprises a work sup- 
porting cradle, a hardened and ground 
bushing which supports the nose end 
of the work and a female center which 
supports the base end of the work. The 
machine spindle of this unit is equipped 


with a collapsible tap designed espe- | 


cially for this work. A special feature 
of this collapsible tap is the tripping 
collar which also functions as a pilot 
to assure the maintenance of unusually 
close tolerance specifications for align- 
ment of the thread with the body of the 
work. This shell tapper provides an 
efficient and exact means for shell tap- 
ping where maximum production is a 
prime factor—Landis Machine Co.., 
Waynesboro, Pa. — Mitt Supp ies, 
November 1940. 


Bench Shear 


Sensitive Cutting Control 


The “Micro” bench shear meets the | 


requirement for a precision shear for 
work between the heavy floor type 
foot operated shear and the small 
thumb and finger operated shear. It 


can be set for accurately trimming 


metal stampings for die duplicating | 
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Ottemil- 
ler’s dis- 
tributor 
service makes the Otte- 
miller line attractive and 


profitable to handle. As a 

reliable source of supply for 

screw machine products, 
Ottemiller has already won | 

the recognition of leading distributors 
in all parts of the country. 

The 100% dealer cooperative service 
offered by Ottemiller is worth while 
investigating because it results in 
building a profitable, steady, repeat 
order business. Ask us for details of 
the Ottemiller line and the sales prop- 
osition which pays you 
for your efforts. 


‘| THE WM.H. 
YORK, PA. 


MOBILIZE 
FOR PROFITS 
NOW. 


WITH 
PAINE 
Carbotoy-Tippedk 
\\ suDDEN // 
DEPTH 


ROTARY 
DRILLS 











7 


SALES 
BUILDING 
FEATURES 


@Make accurate uniform 
holes for expansion bolts 
in Tile, Concrete, Slate, 
Stone, Brick, Marble, etc. 

®@Hold edge 50 times longer 
than ordinary drills. 

@Faster cutting. 

@Quiet Operation. 

®@No cooling agent required. @ Easily resharpened. 

® For use in Portable Power Drill or Braco. 

A NATURAL FOR PROFIT 
We ship immediately from stock. 


THE PAINE COMPANY 
2969 Carroll Ave. Chicago, Illinois 


New York Warehouse & Sales: 48 Warren St. 
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work and shearing material to die | 


e duplicating size from stock sheets. The | 
Industrial | design permits the operator close ob- 
e e . - ° 
Acti DI ty means | servation of the work at all times .and 
the hand operated lever provides sen- 


| 
MORE S A LES! | sitive cutting control. The working 
. a sit _— 
table can be drilled and tapped for 
precision gauges for die substitute and 
semi-production work. The design of 
the bench shear allows circular and 





, =e 
tt ey 


a te eal 





SELLS LIKE 





: Now is the time to take advantage of the ; , | 
] os ge for selling ATLAS | irregular shaped material to be we 
ar Movers. eeding up of all kinds wre ‘ine ee , ei 
of industrial activity mobos ATLAS Car | sheared where only part of the eared ° H 
— “ee ~~ wherever | is to be trimmed. Clearances may be because more than 90 _& of the engi- 
there’ ide track. : 5 
saute sek ae tee ae cee | set for shearing ordinary material to | neers who have asked for and tested 


dependable for the job—with all that, extremely 


‘lose tolerances wi | working samples of Greene, Tweed 
they are simple and easy to operate. Get close toleranc without 9 P : 


right in there with the ATLAS and col- buckling or knurling and for “hair- Packings have become permanent 
lect dividends. | line” shearing of the very lightest | users. 

APPLETON-ATLAS | ee ae ae 9 <a Get your share of the business we are 

/ CAR MOVER CORPORATION | teed ange gg a ce making for you every day with our 

2947 North 30th St., Milwaukee, Wis, a ™ entities eemmalie. Cilies Geis cual 

(Formerly located at APPLETON, WIS.) | att alte 4 every a They 















sntanieniaacttae ena will make money for you. 
Low Cost Lathe EASY TO SELL o— 
The CALDER Boring, Tapping, Reaming, Only six rs aw Se _—E! 
offers everything... Facing, Etc. | major packing field. The 


Greene, Tweed A.B.C. Chart | y 
makes selection quick and YE ip 
easy. Send for a copy to- eS. 
day. "7 


* 
-— PALMETTO- 
for steam and hot fluids 
; 


‘parco 


for water 


‘pELRg 
# 


for solvents, oils 


* 
All Calder cutters are milled from high car- CUTNG, 


bon strip steel and heat treated throughout. | for alkalis 
This means uniform, sharp, precision-cutting With a capacity of 14-in (round) 
| i capacity of 14 oO - SUPEX. 


; teeth for uniform dressing. Each part is 





. « « #0 insure better wheel | 
performance for your customers 


—_ 








ek ep 


: | for cutting-off, boring, tapping, ream- 
hardened to withstand tough service and all | . “gt te ee PI ; : T 
bi . : . | ing, facing, threading, etc., the new 
: parts can be quickly and easily dissembled “Raniduction” lathe ‘hh; rt Seaton for acids 
for replacement. Lubrication is provided | “S@P!@uC _— m4 = ee ee app a a 
through the end screws. | tion in industry. Designed primarily PALMETTO 
‘ oa : as a low cost, manufacturing lathe for 
The Calder ves longer, better service than simple turning operations, the ma- UPER 
ordinary oon — ee ote offers | chine does not require highly skilled HEAT 
’ your customers greater economy in keeping | ;.). nee eSr SE i ee — 
wheels in prime condition. labor to operate it. Equipped with a a general all-purpose 
| cross slide and saddle, it is quickly and sheet packing 
Ask for details NOW! easily set up for three operations. The | 








# Reg. U. S. Pat. Off. 





spindle head is totally enclosed, carry- 
ing the spindle and worm shaft which 


CALDE RPA MUO | cans in oil. A variety of chucking GREENE, TWEED & CO. 


equipment is obtainable including face | 101 Park Avenue, New York, N. Y. 


CO. Lancaster, Pa. 
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New Customers | 


TYPICAL CONTRACTS, BIDS 


AND PROPOSALS FOR NEW METAL-WORKING PL 





CONTRACTS AWARDED 
EASTMAN KODAK CO., Rochester, N. Y. 
6-story 63x216-ft. factory $500,000 
2-story 84x90-ft. factory $55,000 
APEX ELECTRIC MEG. CO., Cleveland, Ohio. 
30x77x110 factory $40,000 
CLARK CONTROLLER CO., Cleveland, Ohio. 
30x150-ft. factory $40,000 
HICKOX ELEC. INST. CO., Cleveland, Ohio. 
2 factory additions $70,000 
MARQUETTE METAL PRODUCTS CO., 
Cleveland, Ohio. 
65x200-ft. factory $40,000 
TRIPLEX SCREW CO., Cleveland, Ohio. 
41x64x182-ft. addition $50,000 
MARS THOR ELEC. MFG. CO., 


is. 
120x580 factory $150,000 

N. | reel AVIATION, INC., 
‘ex 


airplane plant $7,000,000 
A. O. SMITH CORP., Milwaukee, Wis. 

2-story 200x200-ft. addition 
WALLACE BARNES CO., LTD., 


Wausau, 


Dallas, 


Hamilton, 


nt. 
3-story 65x120-ft. addition $100,000 


Week of October 9 to 15 











EDO AIRCRAFT CORP., College Point, N. Y. 
aircraft plant $200, 000 

ROLLWAY BEARING CO., Syracuse, N. Y. 
addition $40,000 

BROWN, BOGGS CO., LTD., Hamilton, Ont. 
machine shop $40,000 

CANADIAN MOTOR BOAT CO., LTD., Mon- 

treal, Que. 

42x259-ft. plant $200,000 

GLENN L. MARTIN J Middle River, Md. 
aircraft factory $1,000 

SCINTILLA MAGNETO. c.. Sidney, N. Y. 
900-ft. addition Over $2 00,000 

OTIS FENSOM ELEVATOR CO., Hamilton, 


Ont. 
2 plant additions $350,000 


HAMILTON STANDARD PROPELLER DIV., 


E. Hartford, Conn. 
addition 80x130-ft. $50,000 


EDW. G. BUDD MBG. Co., Philadelphia, Pa. 
addition Over $40,000 


CHICAGO PNEUMATIC TOOL CO., Franklin, 


Pa. 
60x250-ft. addition $40,000 





CONTRACTS AWARDED 
ALU + a ama CO. OF AMERICA, Edgewater, 
oak 81x141-ft. factory addition 
BRODEN CONSTR. CO., Cleveland, O. 
a &. heat-treating, welding & tool room 


S.K.F. *° INDUSTRIES, INC., Philadelphia, Pa. 


2-story 60x100-ft. plant addition $45,000 
BENDIX AVIATION MARINE DIV., Phila- 
delphia, Pa. 


alterations & imprvs. factory $50,000 
AMERICAN BRAKE SHOE & FDRY. CO., 
Pittsburgh, Pa. 
factory, new heating & mechanizing shop 
CONSOLIDATED AIRCRAFT CORP., San 
Diego, Calif. 
final assembly bidgs. $700,000 
ILLINOIS TOOL WKS., 5 ERED, Ill. 
2-story addition $50,000 
DEISSLER MACHINE CO., Greenville, Pa. 
l-story 36x300-ft. plane $50,000 
BRIDGEPORT BRASS CO., Bridgeport, Conn. 
l-story 130x130-ft. factory $43,000 
MAXIM SILENCER CO., Hartford, Conn. 
2-story 42x55-ft. addition $40,000 


Week of October 16 to 22 





AMERICAN FORGE DIV., AM. 
SHOE, Chicago 
2-story 66x116-ft. addition $50,000 
BENDIX AVIATION MARINE DIv., 
delphia, Pa. 
plant addition Over $50,000 
AMERICAN CHAIN & CABLE CO., 











Pa. 
3-story machine shop, 110x120-ft. 
DOMINION GOVT., , Sarees, Ont. 
aircraft aan de $150,000 : 
MAXIM SILENC cO., Hartford, Co 
2-story RST. addition $40,000 
er STANDARD MFG. CO., New 
onn. 
machine-gun factory Over $40,000 
FOSTER WHEELER CORP., Dansville, } 
addition Over $40,000 
W. C. LIFE, INC., Syracuse, N. Y. 
addition ‘Over 
SUPERIOR Ug a & "DIE CO., Detroit, 
factory $400. 
FRIDEN CALCULATING MACHINE (Cj 
San Leandro, Calif. 
addition $40,000 
CORBIN SCREW CORP., New Britain, ( 
addition $50,000 



















BOEING AIRPLANE CO., Seattle, Wash. 
enlargement $7,500,000 


CHICAGO PNEUMATIC TOOL CO.., Franklin, 


a. 
l-story 60x250-ft. factory $40,000 
W. C. LIPE, INC., Syracuse, N. Y. 
l-story plant addition $40,000 
FRIDEN CALCULATING MACHINE CO., 
San Leandro, Calif. 
l-story factory addition $40,000 
— STANDARD MFG. CO., New Haven, 
onn. 
l-story gun plant $150,000 
WORTHINGTON PUMP & MACH. CORP., 


Harrison, N. 
l-story 108x180- t. shop addition $40,000 


BIDS ASKED 
yes C, KUPFERLE FDRY. CO., St. Louis, 


l-story 45x78-ft. addition $40,000 
AMERICAN CHAIN & CABLE CO., INC., 
Reading, Pa. 
3-story 110x120-ft. machine shop $40,000 





CONTRACTS AWARDED 
AJAX MFG. CO., Cleveland, Ohio 
factory addition about $40,000 
a STEEL & WIRE CO., Worcester, 
ass. ‘ 
plant additions $5,000,000 
McCROSKY TOOL CORP., Meadville, Pa. 
plant addition 65x100-ft. 
INTERCONTINENT AIRCRAFT CORP., 
Miami, Fla. 
airplane factory $750,000 
N. Y. SHIPBUILDING CORP., Camden, N. J. 
shop building $140,000 
SIER-BATH CO., North Bergen, N. J. 
100x180-ft. gear factory $60,000 
sone . ames DIV., General Motors, Dayton, 


5- caine 150x230-ft. & 2-story addition 
HOOVER SWEEPER CO., N. Canton, Ohio 

4-story 80x120-ft. factory’ $625,000 
AEROPRODUCTS DIV., General Motors 

andalia, 

l-story 250x600-ft. & 2-story 100x200-ft. factory 
BYRON-JACKSON CO., Vernon, Calif. 

120x300-ft. addition $180,000 
WRIGHT AERONAUTICAL CORP., 

nati, O. 
aircraft plant 


Cincin 


$37,000,000 


Week of October 23 to 29 





PROPOSED WORK 
REPUBLIC AVIATION CORP., Farmin 


l-story plant $9,000,000 
RIDGE TOOL WORKS, Elyria, O. 
l-story factory $100,000 
AMERICAN CAR & FDRY. CO., Berwid 
machine shop, heat-treating & carbui 
additions 
SEGAL LOCK & HARDWARE CO., No 
Conn. 
l-story 100x200-ft. plant addition $40; 
BEECH AIRCRAFT CO., Wichita, Kansd 
plant expansion $1,619,509 
AneSC AN STEEL & WIRE CO., Word 
ass. 
plant expansion $5,000,000 
VICEROY MFG. CO., LTD., Toronto, O 
l-story machine shop $40,000 
CURTISS AEROPLANE DIV., Columbus, 
factory $10,000,000 
JOHN E. LIVINGSTONE MACH. CO., 
Windsor, Ont. 
plant extension $50,000 




























LUCAS MACHINE TOOL CO., anmes, oO. 
45x175-ft. addition $50,000 

NATL. BRONZE & ALUM. FDRY. co. 

Cleveland, 

heat-treating plant $40,000 

TOWMOTOR CO., Cleveland, Ohio 
45x150-ft. addition $40,000 

GENERAL ELECTRIC CO., Erie, Pa. 
50x57-ft. addition 

KEENEY MFG. CO., Newington, Conn. 
2 plant additions $43,000 


BIDS ASKED 
J. L. LUCAS & SONS, INC., Fairfield, Conn. 
50x100-ft. & 70x400-ft. plant $150,000 
PERFECT CIRCLE CORP., Newcastle, Inc. 
2 foundry buildings $200,000 or more 
SCINTILLA MAGNETO CO., INC. (div. 
Bendix), Sydney, N. Y. 
addition Over $40,000 
CURTISS AEROPLANE DIV., Curtiss Wright, 
Tonawanda, N. Y. 
aeroplane plant $18,000,000 
oy FDRY. & SUPPLY CO., Cleveland, 
io 
2 factory additions $50,000 
KENNEDY-VAN SAUN MFG. & ENG. CORP. 
Danville, Pa. 
machine-shop addition $40,000 
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TIMKEN ROLLER BRG. CO., Canton, 4 
80x125-ft. building Over $100,000 
TIMKEN ROLLER BRG. CO., Wooster, 

electric furnace $100, 


AMERICAN MAGNESIUM CORP., Cleve 


oO. 
50x100-ft. addition $40,000 
CLEVELAND INT. RY. CO., Cleveland 
car-repair shop $50,000 
ASSOCIATED SHIPBUILDERS, Seattle, ¥ 
shipyard Over $40,000 
LANGLEY MFG. CO., LTD., Vancouver, 
50x60-ft. addition $40,000 
CONTINENTAL CAN CO. OF CAW! 
Montreal 
extension $400,000 
COREL STEEL FOUNDRIES, LTD., Sorel, 
extension $1,000,000 
VOUGHT-SIKORSKY DIV., Utd. 
Stratford, Conn. 
2 additions $40,000 
READING SHEET METAL PRODUCTS 
Reading, Pa. 
new plant $40,000 




























—Data courtesy Engineering News-R 
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WOUR LARGEST MARKET 


....Metal Working 


51 contracts in three short weeks... and for plants costing from 
$40,000 to over $37,000,000! Here is new and increased busi- 
ness for you, whatever your area! Your share of that business 
depends directly upon how well plant executives know the 


products you represent. 


AMERICAN 
MACHINIST 


is read by the production executives who have buying author- 





ity in the metal-working industries. Serving America’s largest 
and most active industry, it has thousands more paid subscrib- 
ers than any other publication serving this field. When 
manufacturers whom you represent advertise in American 


Machinist, they are giving you most powerful sales assistance. 


AMERICAN MACHINIST ¢ A McGraw-Hill Publication » 330 W. 42nd St., NLY.C. 
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For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line 


includes: 


Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


Bar, Triangular, Meter 


Solders. 
Copper and Brass Fitting Solders. 


and Drop 


Stainless Steel Solders. 
Babbitts (All Grades). 
Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 
Because Gardiner products are made 
by the most modern methods and in 


large volume, the lowest prices are 
assured. Because they set the highest 


standards of quality they build good 
will and repeat business. 
your inquiries at all times. 


We invite 





» ° is) 
a - dl, , o's 
a (CL — | 

. 4 m % (METAL CO. fA. a 


¥ 


4833 So. Campbell Ave., Chicago, Ill. 


SOLDERS 

















eS =win= 3) Sa 


ety = 
ome: 


You Can Handle L & B 
Sash Operating Devices 


PROFITABLY With- 
out Any Investment In 
Stock 


Many plants in your territory could save 
time and money by mechanizing the 
opening and closing of lines of sash. 
It's a simple matter to show them how 
much easier and quicker the job can 
be done with L & B Sash Operating 
Devices over doing the work of opening 
and closing by hand. 


Here's an opportunity for distributors to 
make money without making an invest- 
ment. All you have to do is determine 
what is required and we'll furnish all 
parts necessary. You don’t have to be 
an engineer to handle this line. Any 
mechanic can make the installation. 


Write TODAY for a copy of Bulletin No. 

87, giving full details. 

We are prepared also to handle special 
sash operating problems. 








LORD & BURNHAM CO. 
IRVINGTON-ON-HUDSON 
NEW YORK 
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| rated in the 


| Woven 


| and 


plate, automatic and universal and 
either manual or automatic stock stop 
can be provided. Power is furnished 
2 h.p. 1800/3600 r.p.m., two 
induction motor with reverse 
or electric braking optional. 
space required by the lathe is 
by 70-in, 


by a 


speer l 


without bar feed extension. 


-Oster Manufacturing Co., Cleve- 
land, O.—Mu1tt Suppiies, November 
1940. 


allel 


from the 


aa 





FORGED STEEL FITTINGS—T ables, dia- 
grams, lists and illustrations of 
forged fittings are all incorpo- 
attractive blue and gray, 
bulletin A3. This valuable 


price 
steel 


32-page 


Floor | 
33-in. | 


| 
| 





material is presented in an interesting | 


and well-planned 
Stillman Co., Roselle, N. J. 
BLAST GATES — Practically all 
and types of blast gates are _ illus- 
trated and described in catalog No. 
402, just released. Diagrams, draw- 


sizes 


layout.—IVatson- | 


ings, tables, charts, etc., make up the | 


major part of this colorful and valu- 
able Fe gr —W. S. Rockwell 
New York, N. a 


WIRE CLOTH—As an aid to all busi- 
ness confronted with screening, filter- 
ing, separating, etc., 
and specifications manual has been re- 
leased. “Industrial Wire Cloth and 
Wire Screens” is a 48-page 
catalog, containing 151 informative il- 
lustrations, numerous charts, graphs 
diagrams, and all information 


| necessary to make an economical selec- 
| tion of wire cloth for a given assign- 


| New 


ment.—lV ickwire 


York, N. Y. 


Spencer Steel Co., 


WATER SOFTENERS, PRESSURE FILTERS 


—In connection with its entrance into 


the water purification field an an- 
nouncement has been made by the 
manufacturer that it has completed 


research and design standards for hot 
process water softeners and pressure 
filters for all capacities. The new de- 
sign, in combination with heaters and 
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Co., | 


a new data book | 


PROLONCG the LIFE 
of WIRE ROPE with 


Chectietns 


CONNECTORS 





AFE, strong, streamlined, Electroline-FIEGE 

Connectors are being rapidly adopted by In- 
dustry because their d vibrati 
stresses and thus prolongs the life of wire rope. 
This unique gripping unit “holds like a bull- 
dog” with a graduated compression which 
feathers off from maximum at rear to zero at 
front, so that lines held by these connectors are 
not subject to “‘weak point” crystallization and 
consequent failure. 

The complete line of Electroline-FIEGE Con- 
nectors, available in black and stainless steel, 
bronze and monel metal, is fully described in 
a new 8-page Bulletin, a copy of which will be 
sent you at your request. No obligation—send 
for the book today. 


4072 SO. LASALLE ST. CHICAGO, ILL. 


COLUMBIAN 


Malleable Iron 
Unbreakable 


VISES 


Wrmacrame [oe Site 

















reeead it: 


Service 

Distributor Protection 
Most Salable Line 
Turnover 


Guarantee 


The Columbian Vise & Mfg. Co. 
9019 Bessemer Ave. 
Cleveland, Ohio 
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& GLOBE 


PRODUCTS 


You'll find that the GLOBE Woven Belt- 





ing franchise equips you to meet almost 
all customer demands . . . not only for 
a variety of belting uses, but for unex- 
celled quality and long service life, too. 
Here are a few of GLOBE'S products: 


Solid Woven White Cotton Belting 
Solid Woven Waterproof Treated 


Belting 





Endless Woven Belts 
Harvester Webbing 
Sifter Brush Webbing 
Kanry-Tex Belting 
Bolting Cloth Webbing 
Other webbing and belting 
specialties 


It will pay you to have a GLOBE price 
and product list on hand, as well as a 
copy of our distributor plan. Write for 
them today! 


Globe Woven Belting ( ig Colne 


13960-1398 CLINTO 
BUFFALO::-:+ NEW yYORK 


50,000 USERS 
2 CAN'T BE 





YOU 
TAKE NO 


CHANCES 
WHEN 
you 


LEVER 


WHITNEY PUNCHES 


Whitney Hand Lever Punches are the best 
known and most universally used on the 
market today. They are the first to make 
possible both punching and notching in one 
tool. The list of users grows constantly and 
they are as one man in asserting their con- 
fidence in our claims that there's a Whitney 
Punch to do any job neater—quicker—better. 
Our booklet will give you pertinent facts— 
send for it today! 


WZ WAND ZZ/ZRMETAL PUNCHES} 





POR 








ROCKFORD ILLINOIS 











or 


other water handling equipment, is de- 
scribed and illustrated in bulletins 
W-210-B26 and W-210-B27.—IVorth- 
ington Pump & Machinery Corp., 
Harrison, N. J. 


BEARINGS—Detailed information on 
Fighter” bearing units—de- 
matter, illustrations, dimen- 
sions, list prices, weights, engineering 
data—is contained in the new 88-page 
data book No. 1775.—Link-Belt 
Chicago, Ill. 


“Friction 
scriptive 


CONVEYORS, ELEVATORS — ])istribu- 
tion has been started on the No. 
90 general catalog, replacing the 
former No. 50 and No. 74 catalogs. 
The new book, 372 pages, gives com- 
plete details on the manufacturer's line 
of elevators and conveyors, chains and 
sprockets, crushers, gates and miscel- 
laneous equipment.—C. O. Bartlett & 


new 


Snow Co., Cleveland, Ohio. 
LUBRICATION—The September-Octo- 
ber issue of “The Lubriplate Film” 


covers the subject of textile machinery 
lubrication. This special 8-page edi 
tion is devoted entirely to lubrication 
problems in the textile field, and con 
tains helpful information and construc 
tive application data which = should 
prove valuable to those interested in 
the subject—Viske Brothers Refining 
Ca. Vewark, N. I. 


METAL CUTTING \ complete set of 
bulletins illustrating and describing the 
new curled-chip metal cutting system 
has been released. These bulletins 
attractively bound in a_ stiff-covered, 
spiral-bound folder, and the informa- 
tion contained therein is artistically 
and graphically illustrated. —l. C. At 
kins & Co., Indianapolis, Ind. 


are 


REFRACTORIES — 
fractories Service” is the title 
48-page booklet just 
This book is printed in both 
and Spanish, 
out, 


“World-Wide Re- 
of a 

issued. 
English 
through 
and has numerous illustrations and 
technical drawings. 
tive 


export 
contains color 


It covers descrip 
all the major 
of refractories and their uses 
methods of shipment for and 
incorporates tables weights, 
and general data usually re 
quired in the application and purchase 
refractories.—General Refractories 


»., Philadelphia, Pa. 


information on types 
, describes 
export 
of SIZ@S, 


volume s 


MAINTENANCE PAINTING — 
in than 20,000 actual an 
alyses of painting problems have been 
compiled in condensed form to make 


The find- 
ings more ac 


up the “Maintenance Painting Hand- 
book.” The first section is riage 
to discussions of the preparation oO 
various types of surfaces, followed | 
suggestions ot the correct paints to 
employ. The conditions to which 
painted surfaces are subjected are 
MILL SUPPLIES «© NOVEMBER, 1940 
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GLASS 
BODY 
OIL 
CUPS 


Check valve for 
gasoline engines 
and air compressor 
service—plain type 
for industrial ma 
chinery bearings 
Controlled feed 
Rugged design and 
construction stands 
use. Stand 
industrial 
agricultural 
machinery and in 
the machine tool 
industry 


NEW BUSINESS REPLACEMENT BUSI- 
NESS — CONTINUED BUSINESS. REASON- 
ABLY PRICED DISCOUNTS ARE AT- 
TRACTIVE. PROFITABLE ITEMS THAT ARE 
A GOOD SOURCE OF INCOME. INVESTI- 
GATE NOW! 


GREASE CUPS 


A full line of all 


severe 


standard design 
grease cups in all 
types brass and 
steel 





AMERICAN 


INJECTOR CO. 


Detroit, Mich. 


. ROGER 


LOOSE PULLEYS 





.. MAKE MONEY ON 
INCREASED PLANT ACTIVITIES 


e Plants are constantly modernizing 
because of increased activity. Distribu- 
tors can cash in on this activity by 
offering money-saving Daggett Pulleys to 
the plant managers who realize that 
plant shutdowns are costly. 


Daggett engineers are at your se ervice to 
give you the benefit of their long expe ri- 
ence and show you why it is profitable to 
sell these pulleys. Write! 


* 


CHICAGO PULLEY & 


SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 
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backfires 


ff L , Op , ; 
Whe Futllisheri - Tage. ..a@ meeting ground for discussion of 
problems common to distributors and manufacturers . 


dispel the fog of misunderstanding which may exist between the two 


. seeking to 








This issue will reach you just prior to the first of 
the annual zone meetings held each year by the Na- 
tional and Southern Supply and Machinery Distribu- 
tors’ Associations in conjunction with the American 
Supply and Machinery Manufacturers’ .\ssociation. 
At any time, we feel that these localized meetings are 
of inestimable value, but our conviction is doubled at 


this particular time. 


Unfortunately for the solution of many pressing 
problems, business ts good. We careful not to 


say, “Unfortunately business is good.” 


However, it is true that when the orders are rolling 
in, many irritations are glossed over. They seem so 
unimportant. Yet, when the defense props are pulled 
from under the business curve, these irritations and 
real problems will return to plague us with a ven 
geance. <A lick or two applied to their solution now 
may save some companies from bankruptcy in the years 


Connie 


For instance, small orders are pretty well lost in a 
flood of good fat ones but they will still be there when 
the fat ones are gone. Uneconomical distribution poli- 


cles are often winked at when goods are hard to get 


but you can bank on their being very much “in your 


hair” when the pickings are slim. Many manufactur- 
ers are going to be tempted to devote their energies 
entirely to big direct orders in months to come. Many 
will continue to do their best to service their distribu- 


tors first. 


Far be it from us to prophesy that these and many 
other industry problems will be settled at the Zone 
Meetings. We know better than to predict the im- 


pe yssible. 


But, progress can be made toward their solution. 
and every bit of progress now will save headaches later 
on. The one requisite for progress ts the attendance 
at these meetings of all distributors and manufacturers 
who are members of the associations and a frank dis- 


cussion of conditions as they exist. 


One day away irom that stack of orders may seem 
impossible but one day of comparing notes and ex- 
changing opinions may prove worth thousands of dol- 


lars in the months to come. 
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